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SERVING THE 19 SOUTHERN AND SOUTHWESTERN STATES 


CONSISTENTLY BEST 
RING PERFORMANCE 
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FROM START TO FINISH 


To assure trouble-free initial performance, To assure /ong life, Perfect Circle uses design 
Perfect Circle adheres to standards of manu know-how...the right combination of mate 
rials and design to seal effectively with least 


facturing craftsmanship unsurpassed in the 
piston ring industry...provides thick, solid ring drag... lowest rate of ring wear... longest 


chrome, pre-seated at the factory. life for pistons, cylinders and rings 


2-in-I Chrome Piston Ring Sets 
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ERFECT/ CIRCLE 


co 
PISTON RINGS ~~” — (POWER SERVICE PRODUCTS 
Hagerstown, Indiana In Canada: Don Mills, Ontario 





What’s the favorite for body repair? For 
filling dents and rips? Tears and leaks? 


BONDO! 





Whatiis it that’s easiest to apply .. easiest 
to work... cvsiest to feather and finish? 


BONDO! 


What is it that adheres, permanently? Sets 
in a jiffy? Hard as a rock? And doesn’t 
shrink or crack—ever? You've guessed it. 


BONDO! 
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Jet action BONDO for hardness and rigid- PLASTIC FIBERGLASS 


ity... Flexible BONDO for wherever 


vibration, jolts or jars may occur. Get PLASTIC FILLER 








both at your jobber’s—today. 
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WHATEVER YOU NEED IN SERVICE OILS AND FLUIDS 
...A PERMATEX CHEMICAL PRODUCT DOES IT BEST 


Permatex products provide you with a full line of the right chemicals for 
all the special maintenance services you perform. Solvents like Solvo-Rust... 
tune-up oils like Permatex Toon-Oyl] .. . lubricants like Graphite Grease . . 
Automatic Transmission Fluid. Every one of them was tailored to its task... 
made for the professional... at a profit to you. Keep all these fine Permatex 
products on hand: PENETRATING OIL... PERMATEX TOON-OYL . . . SOLVO-RUST 
. .. ANTI-SEIZE COMPOUND (GRAPHITE GREASE) ... HYDRAULIC JACK OIL... 
HEAVY-DUTY BRAKE FLUID... AUTOMATIC TRANSMISSION FLUID. 

Send for your copy of the Permatex Catalog ... which tells you how and 
where to use every member of this famous automotive chemical family. Ask 
your jobber or write us. Order the Permatex products you need! 

. 


PERMATESs 


COMPANY, INC 
300 Broadway, Huntington Station, L.I, N. Y 


Factories: Brooklyn 35, N.Y. « Kansas City 15, Kan 


SEALING COMPOUNDS ° POLISHES AND CLEANERS . SERVICE OILS AND FLUIDS ° HYDRAULIC FLUIDS ° SERVICE AND REPAIR PRODUCTS 
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All summer long...0n 190 network stations 


GBs Selle CASITE 


with 5 of its top radio programs 


Power-packed selling help for Casite Dealers 


Five times each week—this forceful selling will 
continue. More than 5,000,000 home and car ra- 
dios with 11,000,000 listeners are dialed to these 
190 CBS stations, for these programs. Of the 
3,800,000 men in this huge audience, over 
1,600,000 are reached through their car radios— 
a receptive audience for Casite’s story of better 
car performance. 


This Casite radio campaign is big... it’s hot... 
it’s loaded with selling power for everyone who 
stocks and displays the three new Casite addi- 
tives. When America moves outdoors, to its pa- 
tios—its vacation spots—and its cars—it takes 
radio with it. This is the time of the year when 
radio is most important to the most people that 
you want to sell! 


Featuring CASITE’S 3 New Products for 3-Zone Engine Protection 








FOR THE 
FIRING ZONE 


Improved Casite Tune- 
Up frees sticky valves 
and rings, cleans car- 
buretor and spark 
plugs, protects against 
acid damage. List, 
$1.25. 
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FOR THE 
FRICTION ZONE 


New 3-C HD crankcase 
concentrate cushions 
and quiets noisy en- 
gines, cleans parts, in- 
hibits acids, reduces 
friction, toughens oil 
film. List, $1.50. 


casilé 


WOOTHSH 


FOR auTromatic 
TRansmissions 








See Your CASITE Distributor — now! 
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HASTINGS MANUFACTURING COMPANY 
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FOR AUTOMATIC 
TRANSMISSIONS 


New “Smooth-Seal” 
smooths out jerks and 
jars, stops leaks, pro- 
tects delicate parts 
from wear and damage. 
List, $1.95, 
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as in the Big Selling 
TRU-VUE Mirror... 


West Coast Style 

with national ac- 

claim, the TRU 

VUE carries a LOW 

price but gives TOP 

performance and 

convenience 

Big ( 17” X 63%”), 

it mounts on either 

side, and _ double- 

strength glass rides in complete rubber chan- 
nels .. . Available in a number of mounting 


combinations. 


and for a COMPLETE line 


the answer is Q&athes too... 


e FLAGS ® LIGHTS 

e FLARES © MIRRORS 

e FUSEES @ REFLECTORS 
@ FIRE EXTINGUISHERS 


Write for full particulars, and complete automotive catalog 
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First in comfort——First in safety——First in Engineering 


ABSORBERS 


Licensed by 
De Carbon 


Keeps Heavily Loaded Cars “on the Level”’ 


First to combine Extra spring 
/ 


/ support for heavy 
16) Orn / loads with 
/ Extra shock 
in one unit... absorber control 


/ 
/ 


A single, complete, fully-engineered UNIT! 


Level-ride is factory-assembled—one complete 





unit with exactly the right shock absorber, spring, and 
mounting for each car. No hit-or-miss kit can approach 
the tailor-made characteristics of Level-ride, specially 
designed for each make and model of car. No other 


shock-spring combination matches its performance. 


Another Quality Heco Product 


HECKETHORN MFG. & SUPPLY CO., DYERSBURG, TENN. 
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The nation's biggest gathering of garagemen. That's the outlook for the fifth annual 
convention of the Independent Garage Owners of America to be held next summer 
in Atlanta under the gavel wielding of IGOA's new president, H. F. "Red" 
Reagin of Atlanta (see page 34). The previous conventions have not exceeded 
350 because when many garage owners take time out, their income drops off 
sharply, naturally. 





The Atlanta meeting may be different. That's because of the steadily 
rising membership (now claimed to be near 5,000) and, more especially, 
since Georgia is ringed with states having quite active groups of 
garagemen and wholesalers. The latter can be expected to show greater- 
than-usual interest in the convention due to plans being laid to get out 
more jobbers to see, first-hand, what the IGOA's aims are. In addition, 
more car dealers are showing an interest in helping this organization 
achieve its goal of placing independent shops on a higher and cleaner 
plane of operations. The more progressive a shop, the fairer the com- 
petition for dealers’ shops, it has been found. 





Whither the anti-freeze market this fall? Will the sales return to the 
previously usual sellers, or will cut-price tactics further remove the 
incentive for car dealers, the better garages and service stations to 
handle this controversial item? Du Pont has just announced a price cut 
from $3.25 to $2.39 "to make dealers competitive with cash-and-carry 
outlets." In many areas almost every business except funeral parlors 
seemed to be offering the "best" deal on anti-freeze. (The undertakers 
seemed to find formaldehyde their most profitable chemical.) 





Ford Motor Co. is experimenting in wholesale selling of its parts. It's seeing what 
kind of volume can be turned in by selected independent garages and service 
stations which have been set up in Texas to wholesale Ford parts. 





Will the T. S. fence come back? General Motors has advised a senate sub- 
committee of its endorsement of a proposal to declare legal a system of 
setting up areas of service responsibility for its dealers and under which 
dealers selling cars into dealers' territories would rebate an agreed-upon 
amount to the dealers of the "invaded" territory. Chrysler and Ford have 
expressed doubt on setting up "territory security" at this time. 





The mechanic shortage remains with us. That's no news to anyone, but it 
may be of interest that next month SAJ's columns will relate how a 
franchised dealer in a Texas town of 4,000 has built up his service and 
parts personnel from the area he serves. Fourteen of the 18 men in 
those departments were spawned by his system which has halved customer 
complaints and chopped labor turnover by better than 50%. 





Car factories are beginning to shut down for changeovers. Before you rip 
July from your calendar some Chrysler divisions will be closing production 
in preparation for the '60 models. By mid-August this swing will be well 
underway. Chevrolet's rear-engine Corvair may lead the parade of the new 
economy cars, appearing in showrooms before the turn of Sept. 30 under 
present plans. Before mid-October most new models will be purring before 
an American public with an increasingly bulging pocketbook. 
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STAINLESS 
STEEL 
OIL RING 


U.S. Pat. No. 
2,789,872 


CONTROL! 


and in trucks, 
tractors, 
and cars... 





Oil Control! 


Sealed Power KromeX piston ring sets 
with stainless steel oil rings control oil! 


New design...new material...fully tested! These rings 
come in fast, control oil even under high vacuum 


conditions or in tapered and out-of-round bores. 


JUST ONE OF THE REASONS WHY 


Oil passing around the back of the 
ring under high vacuum or deceler- 
ation i$ one of the main causes of 
smoking. Sealed Power stainless 
steel oil rings stop oil going around 
the back of the ring because of their 
side-sealing design. 


The angle of the shoulders on 
which the rails depend for outward 
radial pressure produces the side 
pressure which holds the rails 
snugly against the side of the 
groove. Result: no passage of oil 
around the ring—no smoking. 


SEALED POWER CORPORATION ® MUSKEGON, MICHIGAN 


Sealed Power KromeX Ring Sets 


BEST FOR RE-RING! ‘BEST FOR RE-BORE! 
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Average Vehicle Traveled 9,500 Miles in ‘57 


f pey AVERAGE motor vehicle traveled 9,571 miles in 1957, almost half 
of it in cities, and got 12.47 miles per gallon of fuel, according to 
figures released by Bertram D. Tallamy, federal highway administra- 
tor. The travel data were compiled by the Bureau of Public Roads, 
U. S. Department of Commerce, from studies conducted by the state 
highway departments. 

Total motor-vehicle travel in 1957 amounted to 647 billion vehicle- 
miles. For 1958 the total is estimated at 665 billion, and nearly 700 
billion is forecast for 1959. If such figures defy comprehension, picture 
a convoy of 400 vehicles leaving Portland, Maine, for Portland, Ore. 
Lined up two abreast, bumper to bumper, the convoy would be eight 
blocks long. Now imagine such convoys taking off on the cross-country 
trip, one every minute, day and night, throughout the entire year: 
that’s 700 billion vehicle-miles. 

Of the 1957 travel, 40% was performed on main rural roads, 
comprising 16% of the nation’s total of 3.4 million miles of roads and 
streets. Another 46% of the travel was on urban streets, which com- 
prise only 11% of the total mileage. Local rural roads, which make up 
73% of all mileage, accounted for only 14% of the travel. 

Passenger cars represented 83% of the vehicles and performed 
82% of the travel; trucks and combinations accounted for 16% of the 
vehicles and 17% of the travel; similar figures for buses were less 
than one per cent. 

The average passenger car traveled 9,391 miles in 1957 and con- 
sumed 652 gallons of fuel at a rate of 14.40 miles per gallon. The 
average truck or combination traveled about ten per cent more, or 
10,328 miles, but consumed twice as much fuel, 1,312 gallons, at a 
rate of 7.87 miles per gallon. 


U.S. Expected to Get 
Bigger World Slice 


Fp Sam is going to get a big- 
ger slice of the world car pro- 
duction pie. 

L. L. “Tex” Colbert, president 
of the Automobile Manufacturers 
Association and of Chrysler Corp., 
asserted in Detroit last month that 
the climbing domestic sales would 
enable this country to produce 
between 55 and 60% of the world’s 
passenger cars this year, com- 
pared with 49.5% in 1958. 


Chevrolet Output Rises 
26% Above Last Year 


HEVROLET’S production as of 

June 15 this year was 26% a- 
head of the comparable period a 
year ago, according to General 
Manager Edward N. Cole. 

Setting a production pace only 


nine days behind record-breaking 
1955, Chevrolet Motor Division last 
month turned out its millionth ve- 
hicle of the year. Output to June 
15, 1958, totaled 792,111 cars and 
trucks. The millionth in that year 
was produced August 1. 

Cole said the first million Chev- 
rolets built in 1959 comprised 
806,000 passenger cars and 194,- 
000 trucks. 


"59 Ford Sales Seen 
Topping a Million 


OTAL Ford car sales since in- 

troduction last fall were ex- 
pected to exceed one million, by 
the end of June, according to J. O. 
Wright, vice-president of Ford 
Motor Co. and general manager of 
Ford Division. 

Estimating that dealers would 
sell three-quarters of a million 
new cars during the first half of 
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the calendar year ending June 30, 
Wright said production schedules 
had been increased over the pre- 
vious plan for June—the tenth 
consecutive month that schedules 
had been revised upward. He 
added that dealers sold new cars 
at a faster rate in May than in any 
other month in two years or any 
May since 1955. 

Wright said that estimated Ford 
truck selling rate in May was 43% 
above May of last year and ten 
per cent greater than the monthly 
average for the first four months 
of this year. 


AC Replacement Sales 
Set New Records 


C SparK Plug Division’s re- 

placement sales during May set 
new records for that month, with 
June business described as “very 
strong” by Joseph A. Anderson, 
General Motors vice-president and 
AC general manager. 

May oil filter sales were about 
38% higher than in May 1958, 
Anderson said, and were 21% 
above the previous high of May 
1957. Fuel pump sales for that 
month increased nearly 15% above 
the same period last year and were 
nine per cent over the previous 
best May in 1955, he said, adding 
that spark plug sales in May were 
“excellent” and on a par with those 
of May 1958. Replacement sales 
for the first five months of this 
year were 7.5% above 1958. 


Five Southerners Attend 
Studebaker Council 


IVE Southerners who attended 

the first meeting of the newly- 
elected 1959-60 Studebaker Na- 
tional Dealer Council, held June 25 
in South Bend, Ind., with factory 
officials headed by Vice-President 
and General Sales Manager S. A. 
Skillman, were: 

T. M. Callaway of Decatur, Ga., 
Ralph N. Hardwick of Fort Worth, 
Texas, Keith Ware of Kansas City, 
Mo., Jack A. Chamblin of Memphis, 
Tenn., and R. E. Blanton of Rich- 
mond, Va. 





Zio 70, CARBURETORS—Carter’s 40 


Fastest-Moving Carburetors . . . new original 
equipment at Rebuilt Prices! 


Liki CLEAN-OUT KITS—Low 


Price, High Volume original equipment parts 
for Carburetors! 
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These phone-booth jammers from a local college recently assisted 
Peterson's Garage & Auto Co. of Kerrville, Texas, in research on the 
capacity of a Chevrolet convertible. In there somewhere are 36 heads. 


? e zy 
‘ Looking Ahead » 
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DEALERS 


Aug. 9-11—Annual convention of 
Georgia Independent Automobile 
Dealers Association, General Ogle- 
thorpe Hotel, near Savannah. 

Aug. 23-25—Annual convention of 
Automoble Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 20-22—Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Kentucky Dam Village, 
Gilbertsville. 

Oct. 11-13—Annual convention of 
Automobile Trade Association of 
Virginia, John Marshall Hotel, 
Richmond. 

Oct. 18-20—Annual convention of 
Florida Automobile Dealers Associ- 
ation, Robert Meyer Hotel, Jack- 
sonville. 

Oct. 25-26—Annual convention of 
Oklahoma Automobile Dealers As- 
sociation, Hotel Tulsa, Tulsa. 

Nov. 15-17—Annual convention of 
Mississippi Automobile Dealers As- 
sociation, Buena Vista Hotel, Bi- 
loxi. 

Nov. 21-23—Annual convention of 
Arkansas Automobile Dealers As- 
sociation, Hotel Arlington, Hot 
Springs. 

Jan. 17-19—Annual convention of 
National Independent Automobile 


Dealers Association, Eden Roc 
Hotel, Miami Beach, Fla. 

Jan. 30-Feb. 3—Annual  conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 

Jan. 28-Feb. 1, 1961—Annual conven- 
tion of National Automobile Deal- 
ers Association, San Francisco. 

Feb. 3-7, 1962—Annual convention of 
National Automobile Dealers As- 
sociation, New York City. 

May 5-6—Annual combined conven- 
tion of Kansas Motor Car Dealers 
Association and Missouri Automo- 
bile Dealers Association, Hotel 
Muehlebach, Kansas City, Mo. 


GARAGEMEN 


Sept. 4-6—Fall convention of Inde- 
pendent Garagemen’s Association 
of Texas, Brownsville. 


WHOLESALERS 


Sept. 14-15—Annual convention of 
Kentucky Automotive Wholesalers 
Association, Phoenix Hotel, Lex- 
ington. 

Oct. 14-15—Fall convention of Vir- 
ginias-Carolinas Automotive 
Wholesalers Association, Poinsett 
Hotel, Greenville, S. C. 

Oct. 16-17—Annual convention of 
Automotive Wholesalers Associa- 
tion of Louisiana, Capitol House, 
Baton Rouge. 

Oct. 21-24—Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Adolphus 
Hotel, Dallas. 


Nov. 2-5—Annual convention and 
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Automotive 
Associa- 
Kansas 


conference of The 
Warehouse Distributors 
i Muehlebach Hotel, 
Mo. 

12-14—Annual convention of 
Florida Automotive Wholesalers 
Association, Soreno Hotel, St. 
Petersburg. 

Feb. 7-9—Officers’ meeting of Auto- 
motive Affiliated Representatives, 
Manhattan Hotel, New York. 

Feb. 9—Automotive Affiliated Rep- 
resentatives breakfast meeting, 
Astor Hotel, New York. 

Feb. 10-13—Automotive Service In- 
dustry Show, Coliseum, New York 
City, preceded by the first annual 
convention of Automotive Service 
Industry Association at Carnegie 
Hall. 

March 24-27—Southwest Automo- 
tive Show, Automobile Building, 
Dallas, Texas. 

June 1-4—Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Netherland-Hilton Hotel, 
Cincinnati. 

GENERAL 

Oct. 5-7—Annual convention and ex- 
hibit of Truck Body and Equipment 
Association, Sherman Hotel, Chi- 
cago. 

Oct. 28-30 — 12th annual convention 
and trade show of Automotive 
Parts Rebuilders Association, 
Roosevelt Hotel, New Orleans. 

Jan, 25-28—33rd annual Automotive 
Accessories Manufacturers’ As- 
sociation exposition, Navy Pier, 
Chicago. 

Oct. 5-7, 1960—Annual trade show 
and convention of Automotive 
Parts Rebuilders Association, 
Conrad Hilton Hotel, Chicago. 

Oct. 15-23, 1960—National automo- 
bile show, Cobo Hall, Detroit. 


Carrick Products Moves 
To Greenville, Miss. 


NTIRE automobile parts manu- 

facturing operation of Carrick 
Products Co., Royal Oak, Mich., 
was scheduled last month to move 
immediately to a 14'%4-acre site in 
the industrial district of Green- 
ville, Miss., President C. W. Car- 
rick announced. 

Carrick said the company found 
itself unable to compete with sup- 
pliers in other areas and consid- 
ered going out of business. He 
added, however, that the Green- 
ville transfer was preferable. The 
plant will employ 400 persons. 

More and more _ automotive 
plants have been moving south. 





Better products, faster from your Federal-Mogul jobber: 


ar OF r se 


You work smoothly, quickly, profitably with 
Federal-Mogul precision-engineered bearings! 





Precision-insert engine bearings need no boring, 
i i scraping or finishing . . . save you time 
apts (NG Ing % “ that’s money in your pocket 


, ever ey Your profit margin depends on turning out good work fast! 
noo a So you need speedy service on parts that fit right to save you 
—_—.. a time . . . are quality-made to insure customer satisfaction. Get 
ion 7. 28 both with precision-engineered Federal-Mogul engine bearings. 


You work faster because precision-insert engine bearings need 
no boring, scraping or other fitting. Install them in a true-round 
bore with a properly ground crankshaft, and you get correct oil 
clearances automatically. Federal-Mogul precision-inserts are 
made to tolerances as fine as .00025”. . . come in the correct size 
or undersize to boost your profit on any rebuild. 


Thousands of types and sizes are available in the complete 
Federal-Mogul line . . . and your Federal-Mogul jobber gives 
fast delivery on each and every number. Call him today! 


FEDERAL-MOGUL #o™ BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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Automotive NEWS BRIEFS 


(Continued from page 9) 





U. S. Motor Vehicles 
Hit 175,000,000 


agg ate in the United States 
on June 30 the 175 millionth 
motor vehicle built in the country 
since 1896 rolled off a final assem- 
bly line. 

Exact time and place could not 
be determined, according to the 
Automobile Manufacturers Associ- 
ation, since more than 31,000 cars, 
trucks and buses were scheduled 
for completion that day. 

Today the industry employs 
some 725,000 persons and draws 
raw materials, parts and assem- 
blies from more than 30,000 inde- 
pendent suppliers. Since 1896, 
143,000,000 passenger cars and 
32,000,000 trucks and buses, val- 
ued at $193,000,000,000, have been 
built. 

Annual production now runs 
above $10,000,000,000, AMA said, 
with 11,000,000 Americans pro- 
ducing, selling, servicing or op- 
erating motor vehicles in com- 
merce—more than one in every 
seven job holders. 


Plymouth-De Soto Names 
Two in Southern Sales 


A of Sander H. Ray 
as Plymouth-De Soto sales 
manager of the Atlanta, Ga., re- 
gion and of Richard H. Mottweiler 
as distribution and programing 
manager of the division’s South- 
ern area have been announced by 
T. L. Morgan, area sales manager. 


Visitors to this new store of Morgan City (La.) Supply 
Co. have described it as one of the best medium-size 


A simple means of getting rid of exhaust fumes from cars has been set 
up in the shop of Lee-Bentley De Soto Plymouth, Huntsville, Ala. A 
12” sheet metal duct (note arrow) is extended down the center of the 
shop against the ceiling with an exhaust fan mounted at one end. The 
duct has a half dozen extensions of two-inch pipe and hose, any or all 
of which may be connected with tailpipes. When not in use the hose 
can be folded up overhead, well out of the way of the shop’s personnel. 


A native of Oxford, Ga., Ray 
has been in the industry since 
1935. He joined Chrysler Corp. 
in 1955 and prior to his present 
appointment was Southern area 
distribution and programing man- 
ager for the corporation. Mott- 
weiler, a native of Dallas, Texas, 
has been with Chrysler since 1955. 
Before appointment to his new po- 
sition, he was assigned to the Dal- 
las region. 

Both men are well known to 
their dealers. 
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Kentucky Dealers 
Reelect McGaw 


EELECTION of all officers of the 

Kentucky Automobile Dealers 
Association last month returned 
N. S. McGaw of Madisonville to 
the presidency. 

Harry C. Holder, Sr., of Owens- 
boro is first vice-president, W. E. 
Venters of Pikeville is second 
vice-president, Ben F. Long of 
Louisville is treasurer and C. E. 
Brents of Lebanon is chairman. 


store layouts for wholesale and retail selling Seen 
in many states. Note the ample space for “shoppers.” 





Put your BRAND on tomorrow's 
best prospects today ! 


No matter how long your customer drives the car he buys today, you want him 
to come back to you when he’s ready to trade it in. And the best way to guarantee 
it is to make sure he’s a satisfied customer when he leaves. Let him know 
you have a personal interest in seeing that he gets a car at a price he can afford. Sell 
it to him on terms that he can handle. Make full use of the financing and 
insurance facilities that Associates puts at your disposal. This combination 
of good personal salesmanship and the wise use of Associates Pleasant Purchase Plan 
will help you build more sales now—and more repeat business in the future. 
Ask the man from Associates for full details. 


Zee ss /\ssociates 


SOUTH BEND, INDIANA 





, Our Own” 


ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Automotive NEWS BRIEFS 





Pontiac Introduces 
Throttle Control 


i rete dl a throttle con- 
trol accessory intended for 
turnpike driving, which, when set, 
retains a constant accelerator po- 
sition after the driver removes his 
foot from the pedal, has been in- 
troduced by Pontiac. 

This accessory is said to be sim- 
ple to operate and low in cost. 
When desired cruising speed is 
reached, a light tap of the brake 
pedal with the left foot reportedly 
engages the control and right foot 
can be removed from the accelera- 
tor. System is disengaged by tap- 
ping brake pedal with left foot. 
Any application of brakes will re- 
lease the contro] and any setting 
can be overridden by depression of 
the accelerator pedal. Entire unit 
may be disengaged by turning con- 
trol knob to “off” position. 


Missouri, Kansas Dealers 
To Convene Jointly 


A NNUAL conventions of the Kan- 
sas Motor Car Dealers Associa- 
tion and Missouri Automobile 
Dealers Association will be com- 
bined next year on May 5-6 at the 
Hotel Muehlebach in Kansas City, 
Mo. 

The Missouri group convened 
jointly last May 7-8 with the III- 
inois Automobile Dealers Associa- 
tion in St. Louis. 


Dodge Division 
Appoints Three 
HREE assignments in the Dodge 


Car and Truck Division, an- 
nounced by General Manager M. C. 


Love was all in bloom between car factories and leaders of the National 
Automobile Dealers Association last month (see page 129), as evidenced 
by these smiling faces. Shown at the annual NADA reception for factory 
executives at Detroit are (l. to r.): top photo, Harold E. Churchill, 
president of Studebaker-Packard; A. E. “Bob” White of Ohio, NADA 
secretary; John F. Gordon, president of General Motors Corp.; Herbert 
L. Galles, Jr., of Albuquerque, N. M., president of NADA; Charles C. 
Freed, NADA director from Utah; L. L. Colbert, president of Chrysler 
Corp. and the Automobile Manufacturers Association; John H. Lander of 
Ailanta, NADA treasurer; Henry Ford II, president of Ford Motor Co.; 
Birkett L. Williams of Ohio, NADA’s first vice-president; George 
Romney, president of American Motors Corp., and James C. Moore, 
executive vice-president of NADA; photo above, GM's President Gordon, 
NADA’s executive vice-president and Chrysler’s president are snapped 
in this huddle. 


{Continued from page I1) 


Patterson, are: 

William J. Bird has been named 
assistant general manager; John B. 
Naughton, general sales manager, 
and Lee F. Desmond, executive 
assistant to the general manager. 

Bird, who joined the division as 
a traffic clerk in 1934, most re- 
cently was assistant general sales 
manager, general sales office. He 
is a native of West Virginia. 
Naughton joined the sales staff of 
Dodge in May 1955 and later that 
year became assistant sales man- 
ager. He was subsequently ap- 
pointed assistant vice-president for 
sales and director for vehicles 
sales. Desmond was employed by 
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another automotive manufacturer 
in various sales positions before 
joining Dodge in 1945. From that 
year until 1949 he was district 
manager and then regional man- 
ager in Kansas City. 


Lentz of South Carolina Dies 


Russell B. Lentz, 62, of Spartan- 
burg, S. C., veteran Chrysler deal- 
er and a past president of the 
South Carolina Automobile Dealers 
Association, died late last month 
from injuries suffered in a colli- 
sion near Asheville, N. C. He had 
long been a civic leader in his 
community. 








When it comes to engine repairs 


people are shopping for more than 
just a low price! 


Shoppers are bargain hunters by instinct, bur they want more than just a low 
price — they want their purchases to hold up in use. This is especially true when 
they are having repair work done on the engine in the family car. 

This is the reason why more and more garage owners are switching to the 
installation of Rogers Remanufactured Exchange Engines instead of attempting 
to overhaul wornout engines in their own shops. In this way they can handle more 
jobs and make extra profits. 


Get on this profiit-making bandwagon! You know, too, when you install 
Rogers in your customers’ cars that you have sold them the best, for every Rogers 
engine is completely run-in under its own power, tested on the latest dynamometer 
equipment and fully warranted to give new car performance. Act today! Get the 
full profit story from your nearby Rogers Engine distributor, or write to the John 
Rogers Co., 1060 Huff Road, Atlanta, Ga. 


Associate Member IGOA 


Make as much as $100 profit p re) G E R Ss 


on every Rogers Remanufactured DY NAMO- 


METER-TESTED Engine you install! Get *Tevesbclalthackonatiaste 


the full money-making story from your 
friendly Rogers distributor. E m4 G ) by E 4 


1060 Huff Rd., N. W., Atlanta, Ga. 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 
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Automotive NEWS BRIEFS 


{Continued from page 13} 





Here G. S. Coats, assistant general sales manager of M-E-L Division in 

Detroit, is shown presenting a 30-year service pin to W. A. Toms, At- 

lanta (Ga.) district sales manager of M-E-L Division, while J. F. 

Connors, Jr., Southeastern regional sales manager, Washington, D. C., 
looks on. 


13 Southern Dealers 
Attend GM Council 


bpemaage ir Southern General Mo- 
tors dealers who, among others, 
last month represented 48 large 
and medium cities in the United 
States and Canada at the spring 
session of the GM President’s 
Dealer Advisory Council were: 

Large-city group—W. W. Bland, 
Houston, Texas; G. A. Fogarty, 
Washington, D. C.; M. G. Griffith, 
Kansas City, Mo.; F. M. Late, Dal- 
las, Texas, and L. B. McCormick, 
Memphis, Tenn. 

Medium-city group—Harry W. 
Bygel, Albuquerque, N. M.; E. B. 
Collard, Jr., Leavenworth, Kan.; 
Dale Critz, Savannah, Ga.; How- 
ard W. Mitchell, Pensacola, Fla.; 
Lester E. Moody, Fort Lauderdale, 
Fla.; R. E. L. Morefield, Jr., Win- 
ston-Salem, N. C.; J. W. Pickens, 
Orangeburg, S. C., and Frederic 
Schermerhorn, Wilmington, Del. 


Perkins of Louisville Dies 


Maurice Perkins, 56, president 
and treasurer of Perkins Motors, 
Inc., Louisville, Ky., died at Miami 
Beach, Fla., where he was attend- 
ing a convention of the Optimist 
International, of which he was a 
past president. 


Sharp Dies in Beckley, W: Va. 
James Edward Sharp, president 


and manager of Raleigh Motors 
Sales in Beckley, W. Va., died last 


Don Allen Dies in New York 


Don Allen, 57, founder and 
president of Don Allen, Inc., Chev- 
rolet dealers in Miami, Fla., and 14 
other American cities, died last 
month in New York following a 
heart attack. He had claimed to 
be the biggest Chevrolet dealer in 
the world, with gross receipts an- 
nually running into tens of mil- 
lions of dollars. 


Just look what the president of 
R. T. Clapp Co., Knoxville, Tenn., 
has done gone and caught hisself! 
When A. D. “Dewey” Moody went 
out on a stag retreat with friends, 
he didn’t do well with the fishing. 
but there was drooling over these 
slices of real Tennessee ham which 
he is displaying. He is a past presi- 
dent and a founder of the Auto- 
motive Wholesalers Association of 
Tennessee. 


Appointment of Frank J. Suslavich 
(top), formerly director—Southern 
Area, for Chrysler Corp., with 
headquarters in Atlanta, Ga., to 
assistant director of the corporate 
sales staff, has been announced by 
J. B. Wagstaff, company vice- 
president and director of the cor- 
porate sales staff. Replacing Susla- 
vich as Southern area director is 
Stephen L. Noble (center), former- 
ly Southern area sales manager for 
Plymouth-De Soto, T. L. Morgan 
(above), a native of Dallas, Texas, 
who has been in the automobile 
industry since 1936, succeeds Noble 
as area sales manager for Ply- 
mouth-De Soto, covering Atlanta, 
Ga., Charlotte, N. C., Memphis, 
Tenn., and Dallas regions. 


month. (More News Briefs on page 126) 
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THIS FALL AND WINTER 


GET TOP 
THERMOSTAT 
PROFITS 


Stock, display and install 
Thomson Stats... 


12 STATS 
No. 2067-2068 Assortments 
12 Stats and Gaskets 


qhotros 


20 STATS 
No. 2065-2066 Assortments 
20 Stats and Gaskets 


ONE OF THESE 
DISPLAYS IS RIGHT FOR 
YOU ... AND FOR 95% 

OF THE CARS YOU 


SERVICE! eo hn 
| fe Gyandard : if 
ee efit 
Remember . . . Thomson thermostats are the finest, most fot perfect 
dependable products on the market. Our reverse acting poppet 
valve stat is the favorite of many of the automobile engineers 


. and is fast becoming the standard of the industry. That's 
why they’re best for you and your customers! 











STANDARD-THOMSON CORPORATION « BOSTON 15, MASS. 
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In the £ 
ewomotive THERES NO BUSINESS 
service business... 





¥ 


“There is alot of satisfaction QOITAWHOAMA 
in using parts that fit right 

—that are designed and 
- manufactured for the car 

you are repairing.” — 


INDEPENDENT SERVICEMAN: 


**Yes, Genuine Chevrolet 
Parts help me do a good job 
for my Chevrolet customers. 
A job well done keeps them 
coming back — keeps my 
business growing.” 


Here’s why there’s no busi- 
ness like Chevrolet business: 


1. Over 16,000,000 Chevrolet cars 
and trucks on the road... 
more than any other make. 

2. Your Chevrolet dealer can be 
your one-stop source for genu- 
ine Chevrolet parts. 

3. Genuine Chevrolet parts are 
built of the same quality mate- 
rials and to the same rigid 
engineering specifications as 
the originals. 

4. Your Chevrolet dealer can 
offer profit building service 
aids to help you serve Chev- 
rolet owners. 


CHEVROLET DIVISION OF GENERAL 
MOTORS, DETROIT 2, MICHIGAN 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
...HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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Check—and you'll be amazed 
you can add by dispensing 


A WAGNER FLUID-BAL will prove to be a great aid in helping 
you bleed brake systems and dispense brake fluid. 


If a check of the old brake fluid in the master cylinder of a vehicle dis- 
closes that the fluid is badly discolored or dirty—the system should be 
drained, flushed, and then refilled with fresh Wagner Lockheed Brake Fluid. 


For best results—use a WAGNER FLUID-BAL (illustrated at left). With it, 
bleeding and refilling the brake system becomes a one-man operation. 
Even though a car is raised off the floor, the mechanic does not have to 
climb in and out of the hoisted car, and he doesn't need a helper. 


Flushing out a brake system will help avoid the kind of trouble that often 
causes clogging of parts, sticking valves, leaking and scored cylinders 
and faulty brake action. 


NEW HANDY DISPENSER (of type illustrated at left) makes it a 
fast and easy operation for any mechanic to pump fluid directly from a 
one-gallon can of Wagner Lockheed Brake Fluid into any master cylinder. 


This Dispenser is handy to use anywhere. One pull on handle and release, 


and you have finger-tip control in adding fluid. 


SPECIAL OFFER (Subject to change or withdrawal without notice) enables 
you to get this Dispenser—at a greatly reduced cost to you—when you 


purchase 5 one-gallion cans of Wagner Heavy Duty Brake Fluid... Ask 
your supplier for details. 


Wagner Lockheed 


HEAVY DUTY BRAKE FLUIDS 
have all these features and advantages: 


Surpass SAE Specifications. 
Conform to Federal Specifications. 
Tests prove them to be the best fluids in their price ranges. 


Function over wide range of temperature conditions... 
Chemically balanced formula has the correct proportion 
of all ingredients required to make Wagner Lockheed 
an all-season fluid that maintains high operating tem- 
perature characteristics, yet functions in sub-zero tem- 
peratures. 


Lubricant characteristics provide proper lubrication to 
all parts of the brake system. 


Have exactly enough moisture-absorber so that metal 
parts of brake system will not rust or corrode. 


Do not cause rubber cups or hose to swell. 
Form no gummy residue. 
Do not evaporate rapidly. 


Packaged in 12 oz., quart, gallon, 5, 30 and 54 gallon 
containers. 


Produced in Wagner’s own factory—the largest and 
most modern plant in the world devoted to the produc- 
tion of brake fluid. 
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at all the profitable volume 
brake fluid... 


Every time you raise the hood 
of a car—take a look at the brake 
fluid in the master cylinder. You'll find 
many cars either need additional fluid 
or need to have brake system drained, 
flushed and refilled. 


VORs<- 
you supply Wagner Lockheed Brake 


and your customer... gain when 
Fluid. You can use this top-quality heavy 
duty fluid and have complete confidence 
in obtaining satisfactory results... Your 
reputation will be safe—and the cus- 
tomers you serve will be safer when- 
ever lives rely upon brakes functioning 


properly, under all operating conditions. 


FOR DETAILS on the complete Wagner 
Lockheed line of Brake Fluid, Brake 
Parts, Power Brake Repair Kits, 

Brake Lining and Lined Shoes 
—contact your nearest supplier 

of these top-quality products, 

or mail coupon for FREE Catalog AU-1. 
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ONE U 5. GALLON 


GENUINE 


HEAVY DU~ 


BRAKE FL! 


SURPASSES SAE SPEC. 7 
CONFORMS TO FEDERAL SPEC VV-" 


‘ONE uU.$ reyvit-y. 


GENUINE 


Wadtner ElectricAorp 
menos BRAKE 
FLUID 4 
SUPER, HEAVY DUN 
Wa dner Electric Corporation 


WFS9-3 
aE see oe GR 


Wagner Electric @rporation 


6362 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A, 
(Branches in principal cities in U.S. and in Canada) 


Please send us a free copy of Catalog AU-1 on your come 
plete line of brake service products. 


NAME 





FIRM NAME 





ADDRESS ___ 





CITY & STATE 
ee 
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I KNOW YOU JUST TUNED THE 
ENGINE AND CHANGED THE SPARK 
OK,OK, 


ANOTHER BLUE STREAK 
SECRET SERVICE TIP FOR YOU. PLUGS, BUT IT'S STILL MISSING... 
DO SOMETHING QUICK! MISS FYRE. 
I'LL CHECK 

WITH 
SHERLOCK! 
































“A CASE OF UNEXPECTED 
CROSSFIRE.” 


D 
“IN MANY CARS WHEN PLUG WIRES RUN PARALLEL TO 
EACH OTHER, THE HIGH TENSION CURRENT IN ONE WIRE 














SHERLOCK, I CHANGED THE PLUGS AN 

ADJUSTED THE POINTS AND CARB IN THIS 
CHEVY V-8, BUT THE ENGINE IS STILL 

SPITTING BACK. MAY “INDUCE” VOLTAGE IN THE WIRE NEXT TO IT. ON 

HM-M-M, CHEVY V-8. CHEVYS, THIS MEANS #5 AND #7 WIRES, 

MIGHT BE A CASE OF RESULT: PLUGS FIRE OUT OF SEQUENCE PRODUCING A 

MISS OR SPIT BACK. THIS BLUE STREAK SERVICE 

g BULLETIN #92 TELLS ALL ABOUT IT... 


CROSS-FIRING DUE TO 
INDUCED CURRENT. LET’S ‘ 
2 


LOOK AT THE CAR. 


6 

















MECHANICS, You 
WIRES OF THE TWO LEFT REAR CYLINDERS SO CAN RELY ON 
THEY WON’T RUN NEXT TO EACH OTHER, AND BLUE STREAK 
SET THE SPARK PLUG GAPS SERVICE BULLETINS 
CORRECTLY, FOR HELPFUL IGNITION 
INFORMATION . 





GOT IT, SHERLOCK. I'LL REROUTE THE PLUG 











FREE: write ror BLUE STREAK SeERvice 
TO: ; 


BULLETIN #92 “THIS AND THAT” 


{ STANDARD MOTOR PRODUCTS, INC., 
} 37-18 NORTHERN BLVD., LONG ISLAND CITY I, N.Y. 








WORLD'S FOREMOST 
al =e ol 1 
logo) Si 





YOUR MOTOR'S NO WONDER 40,000 
RUNNING BUSY DEALERS SAY, 
SMOOTHLY “BLUE STREAK IGNITION C —! 
NOW, IS BETTER FOR YOUR BLUE STREAK 
MISS FYRE.., BUSINESS!” 


REGULATORS * SWITCHES « COILS * CONDENSERS * CONTACT POINTS + WIRE and CABLE 
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the greatest improvement in black enamel 


since the development of synthetic resins... 


ARCO 


TVs var : Wii 
AUTOMOTIVE ENAMEL 





PREMIUM BLACK 


THE ARCO COMPANY 


7301 Bessemer Avenue Cleveland 27, Ohio 


A Division of AMERICAN-MARIETTA COMPANY 


don't be penny-wise 
and brake-foolish! 


_— Su) DOr 
= BRAKE FLUIDS 


There’s never any profit in a lost customer; that’s why you 
i» should use the best in brake fluids — EIS HEAVY-DUTY 
— ir Super BRAKE FLUIDS! 
High; EN 410°F 17 States have brake fluid laws; legislation is scheduled in 
Ae } > 11 more States — and, for the last 6 years, car manufacturers 
have been using heavy-duty brake fluids exclusively! 
Don’t wait! Now is the time to protect your customers! Refill | 
> with EIS HEAVY-DUTY Super BRAKE FLUIDS because 
nothing less will do! 

















SAE 7OR1 
Low; —60°F. 
High; +345 °F. 


7037 
! “(0 tone 








Handy 6 pack displays of 12 ounce cans 
for counter merchandising and dealer use. 





Also available in pint, quart and 
> gallon cans, as well as 5, 15, 30 
and 54 gallon drums. 


NOW READY! 
1959 Brake Parts Supplement 28H-15. 
Ask your Distributor or 
write for your COpy- 











includes HYDRAULIC BRAKE PARTS AND KITS - 
} CYLINDERS + HOSES - SWITCHES * CABLES - TOOLS + 
EQUIPMENT * POWER BRAKE PARTS AND KITS 
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Better products, faster from your BCA bearing jobber: 


INSTALL BCA QUALITY for 
every ball-bearing replace- 
ment application on all types 
of cars and trucks. 





Tally up the profit opportunities for 


you in the full BCA ball bearing line 


From front wheels to rear axle, each BCA keystone 
marks a spot where you might install 
one or more BCA quality replacement ball bearings 


Wheels, clutches, generators . . . transmissions, differentials and 
axles—all use ball bearings subject to normal wear and attack by 
dirt and water. It’s a huge, highly profitable replacement market, 
and here’s how to get your share: 


Stock and install BCA Ball Bearings! The BCA line is complete; 
includes precision ball-bearing replacements for every automotive 
use. Over 50 years of BCA experience pay off for you in smooth- 
fitting, easy-to-install parts; reward your customers with long, 
trouble-free bearing service life in cars and trucks. 


Find out how you can cash in on the automotive ball bearing 
after-market. Call your BCA jobber today for full information, 
and for fast delivery from stock on the complete BCA line. 





BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. - DETROIT 13, MICHIGAN 
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Swart 
hivaye - 
IV PTS lo 


now 


“Must I stock so many different mirror models?” 


No! Not really. Yankee has a complete line of mirrors ranging in : At the show...or at home see these new 
price from $2.95 to 10.85. Each mirror is distinctively styled to pro-  : Yankee hits. 
vide “eye and buy” appeal for your customers. 

Don’t confuse your customers with 20 different numbers when No. 508, specifically 
only 10 or 12 rightly styled, realistically priced mirrors will more 
than satisfy all their needs. 

Sell Yankee! The mirror with the “Life-of-the-Car” guarantee. 


designed for your 
fast growing market... 
the small car. 


No. 559, in red, yellow 
and blue Yankee box. 


” 


® vi The all new “Turnflex 
SIGNALS & MIRRORS , Signal System with the 
: ~ 1,000,000 cycle switch. 
VANKEE METAL PRODUCTS CORPORATION, NORWALK, CONNECTICUT saad 
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New BY Zippy 


* U-Type Muffler Clamps 
* Universal Tailpipe Hangers 


Complete With Saddle, 
Nuts, Washers. 





Ask your favorite 
wholesaler for a 
complete line of 


Zippy products to- 


. - » Now Being Manufactured in the South 


Made from Extra Heavy-Duty Metal— 


All Zippy products are manufactured from full-gauge quality steel. Zippy clamps 
and hangers form snug seal when tightened without spreading or warping. 


Individually Boxed or in Bulk— 
Available in all sizes to fit all cars and trucks. 





Also Available From Zippy: 











ZIPPY TAILPIPE RE- 
PAIR KIT — Heavy- 
duty guage pipe ex- 
tension and clamp as- 
sembly. np: joints in 
8” and 12” lengths 
less clamp assemb!] 
also available. Indi- 
vidually packaged — 6 
to shipping carton. 


ZIPPY U-BOLTS— 
may be purchased sepa- 
rately—without saddle, 
nuts and washers. 


MUFFLER propucts corporation 


P. O. BOX 492 





HOUSTON 1, TEXAS 
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NOW! 3 new 6-vour 
AUTO-LITE. sta-ful. BATTERIES 


Priced competitively to 


GROUP 1 


SUGGESTED 
EXCHANGE PRICE 


AUTO-LITE. sta-fule BATTERIES... 
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Auto-Lite sta-ful, the world’s fastest selling 
premium battery, is now available in three new 
types to fit most 6-volt applications. 


Now, for the first time, you are able to sell a 
genuine Auto-Lite sta-ful at the same price as 
an ordinary battery. Here is your opportunity 
to sell a high quality premium product priced to 


meet the big volume requirements of your 
customers with a real profit to you. 


Start now to up-grade your battery profits. 
Tie-in with the most successful battery pro- 
motion in the history of the industry. Call your 
Auto-Lite Battery Wholesaler today. 

THE ELECTRIC AUTO-LITE COMPANY ¢ TOLEDO 1, OHIO 


protect your profits: 


SUGGESTED 
EXCHANGE PRICE 


SUGGESTED 


EXCHANGE PRICE 


need water only three times a year in normal car use 
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pecial deal from Gabriel! . 


NOW YOU CAN GET THIS 


, This colorful rack comes complete 
FREE with the 10 shock absorbers in- 
, cluded in our special deal, plus an 


eye-stopping sign that will help to 


fg 1004 pre-sell your customers on Ajusto- 
matics, the truly adjustable shock 


absorbers made only by Gabriel. 





FREE SALES KIT FREE NUT-BUSTER _ 


Contains wall chart, catalog, Makes it a snap to loosen stud-end nuts 
check tags... everything you will frozen by rust or corrosion . . . enables 
need to impress the customer and —— you to handle more shock absorber 
get the business. business more profitably. 


All with your purchase of 
10 Ajustomatic zshock absorbers 


It’s as simple as that! Buy these 5 pairs of Gabriel @ Here is the heavy duty Gabriel Ajustomatic. It 
Ajustomatics . . . and you’re in business. For the can be adjusted easily and quickly by hand, for 
5 models in our special deal are the most popular Regular, Firm or Extra Firm ride. To make the 
models in the Gabriel line . . . and they will fit adjustment, you simply collapse the shock absorb- 
more than 36,000,000 cars .. . actually 2 out of er and turn the cylinder to the desired position. 
3 cars that pass your place of business! It will click in place. That’s all there is to it! 

Not only that . . . you'll be offering your cus- 
tomers the very finest shock absorbers made. For 


Gabriel Ajustomatics have 53% more working 
area than most ordinary models . . . they let C Sab . | 
each motorist select the ride he wants, for the aprie 


driving he does, and, most important, Gabriel SHOCK ABSORBERS 
Ajustomatics are popularly priced. 
This special offer is good for a limited time only. 


Get full facts from your distributor . . . pronto! THE GABRIEL COMPANY, Cleveland 15, Ohio 
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Service Manager Can Make 
or Break a Dealership 


(by a dealer who IS a Service Manager) 


— dealer ought to give him- 
self the opportunity to step in- 
to his service manager’s shoes. 

If he were out there in the 
service entrance meeting custom- 
ers daily, he would get an idea of 
what it takes to be a service man- 
ager. 

He would discover how im- 
portant a good service manager is 
to an operation. Car sales and 
service are won or lost in the con- 
tact between customer and serv- 
ice manager. 

How your operation stacks up in 
the customer’s mind depends on 
the impression your service man- 
ager gives of personal interest, at- 
tention and responsibility. 

A dealer who posts himself in 


Service Manager-Dealer Green shows customer a steer- 
ing shaft on which the worm has a flat side. He tells 
what non-mechanical dealers can do to pep up the shop 
force. Service makes or breaks car sales, he declares. 


By CECIL B. GREEN 


Secretary-Treasurer and Service 
Manager 
Crossroads Motors, Inc. (Rambler) 
Baileys Crossroads, Va. 


the service entrance soon dis- 
covers this. Giving the major por- 
tion of my time to the service de- 
partment, I find it builds volume 
and repeat business. We have 
steadily expanded service facili- 
ties, each year bringing an ap- 
proximate 15% gain in parts and 
labor volume. With the increasing 
popularity of the Rambler, car 
sales rose to 148 in March ’59, 
doubling the number over March 
58. In the last two years we have 


increased mechanics’ stalls from 
seven to 15, adding 15 new per- 
sonnel. 

The dealer who can step into 
his mechanics’ shoes when need 
arises enjoys special advantage. 
There is a bridge of communica- 
tion between him and his mechan- 
ics. He understands their language. 
Because we recognize the im- 
portance of service, its integral 
part of the whole operation, we 
have a more harmonious organiza- 
tion. 

The service department does not 
fight the parts department, the 
parts department is not at odds 
with sales and service. 

As a dealer who regularly at- 
tends NADA conventions, automo- 


Salesman Mel Sherwood introduces his new-car cus- 
tomer to the author (left), who assures her of first-rate 
maintenance her car will get. More dealers should at- 
tend meetings of the shop force, this Virginian says. 





Dealer Green welds a shop tool in after-hours. 


bile shows, and who participates 
in all vital decisions affecting our 
over-all operation, I know I am 
at the heart of our business when 
I am out back listening to car 
complaints of customers. 

A good service manager, I have 


learned, has to be a good listener. 


It takes patience and _  open- 
mindedness to listen to the symp- 
toms of car behavior as a lay cus- 
tomer with no knowledge of car 
operation describes them. It takes 
thorough mechanical knowledge to 
translate aches and pains into the 
defects causing trouble that need 
correction. 

A good service manager must be 
something of a psychologist, read- 
ing into customer personality how 
much of the complaint is valid, 
what may be illusion, how he can 
satisfy the customer after thorough 
investigation when there is noth- 
ing wrong or correct the trouble 
efficiently. He must have infinite 
tact, an ability to persuade and 
convince. 

A good service manager goes to 
great lengths to meet the exacting 
demands of customers. Let me il- 
lustrate: 

Every shop is familiar with the 
kind of complaint that no one can 
detect but the car owner. A new- 
car customer drove around back 
to our service entrance and com- 
plained to me of a “swish” on a 
car turn. We put a number of 
questions to him, including wheth- 
er the “swish” occurred on a fast 
turn, slow turn, easy turn, to learn 
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the circumstances. 

I road-tested the car with him 
under a variety of conditions and 
honestly could not hear a “swish” 
at any time. To appease our cus- 
tomer I asked him to leave the 
car with us when I could give 
plenty of time to detect the noise. 

I took a Saturday afternoon 
after the shop was closed and 
drove the car around quiet side 


roads listening intently. I think 
most service managers would have 
given up, but I persisted. To my 
complete amazement I suddenly 
heard a “swish.” It was just that. 

Close listening and inspecting 
disclosed a pellet of loose metal 
rolling back and forth in the seat- 
ing tube of the frame under the 
car cushions. Instead of costly dis- 
mantling of the seating frame, we 
opened one end and put some soft 
tar in to catch the pellet of weld- 
ing to hold it securely. 

A dealer with mechanical 
knowledge in the service entrance 
saves the company many a Ccus- 
tomer. One of our customer cars 
required the installation of a 
generator bracket which we could 
not obtain. Normally a shop me- 
chanic is skilled in soft-iron weld- 
ing, but this was cast-iron and de- 
manded a specialized skill. Order- 
ing this item from the factory 
would have tied up the customer’s 
car for several days. Fortunately 
my own training in cast-iron and 
aluminum welding could be put to 
use, and we had the customer and 
his car on their way within an 
hour and a half. 

The dealer acting service man- 
ager will have greater control of 
his shop if he has a thorough me- 
chanical knowledge. He will win 
greater respect from his mechan- 
ics, stimulate them to maximum 
production when he is apprecia- 
tive of their good work and recog- 

(Continued on page 70) 


Be sure to pull a wheel and examine brakes, he reminds mechanic. 
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Shop Volume Rises or Holds for 74% 


a volume is running as high 
or higher this year for approx- 
imately three-fourths of the re- 
spondents to a survey last month 
and an even greater percentage ex- 
pect the year’s business to exceed 
1958’s or equal it. 

Replies to a questionnaire mailed 
to 400 franchised dealers and 400 
garage operators revealed: 

Forty per cent’s volume was 
ranging above the same _ five 
months of last year—in some cases 
better than 30%. 

Thirty-four per cent reported 
the same shop volume. 

Twenty-six per cent listed a 
downturn. 

And how do they expect the 
whole year to compare with 1958? 

Fifty-six per cent said they look- 
ed for a greater amount (most of 
these already were well ahead of 
the 1958 figure). 

Forty per cent said they an- 


ticipated the same business as in 
58. 

Four per cent looked for a de- 
cline. 

The two latter groups reported 
local troubles with the skilled- 
mechanic shortage or effects of bad 
weather. 

A West Virginia Mercury-Edsel 
dealership added the Jeep line and 
this was credited with a jump of 
30% in shop volume, with expecta- 
tions of 35 to 40% increase for the 
whole year over 1958. With a la- 
bor rate of $3.50, this dealership 
plans to hike its rate, as did 27% 
of the respondents. 

Where the rates were being 
raised, in many cases they have 
been less than $4 an hour or have 
not been boosted for several years. 
Some dealers and garagemen said 
their rates had been lifted only 
in the last few months and there- 


By BILL HERBERT 
Editor 


A Reader Su 


fore planned no additional amount. 

Changing service managers and 
other shop personnel quickly add- 
ed to shop volume for some firms, 
while others said the changes in 
shop employes brought a decline. 

Improved crop conditions, plus 
the prevailing higher number of 
cars now in need of major repairs, 
aided some firms to show a de- 
cided increase in shop activities. 

The over-all service picture for 
the future is bright. 

With 68,000,000 motor vehicles 
on this country’s roads, replace- 
ment sales alone would run 
6,800,000 units annually over the 
next ten years, assuming a ten- 
year life for every car and truck. 

James R. “Jimmie” Lang, ga- 
rageman and used-car dealer at 
Orlando, Fla., reported his volume 
down 20% because “money seems 
to be tighter and everyone wants 
credit.” 

Lang, who plans to raise his la- 
bor scale this year from the $4 


rate in effect since August 1957, 
commented: 

“We attribute some of the drop 
in our volume to the influx of 
cheap work being brought into this 
section since 1957, namely the 
$8.95 brake reline, the $60-$85 
transmission replacement, the 
muffler shops and in general a 
trend here to patronize these cheap 
repair shops and the no-down- 
payment plans they advertise. 

“It is impossible to reline a set 
of brakes and use quality material, 
etc., for $8.95 and $12.95. Our 
brake job sells for approximately 
$50, including drums turned, cylin- 
der overhaul, packing wheel bear- 
ings, replacing seals, etc. This is a 
guaranteed job using quality ma- 
terials and 70R3 brake fluid. 

“We do anticipate a selling idea 
on brakes, etc., which we have not 
quite completed and which may 
help to correct this situation.” 

Walter O. Warnick reported hav- 
ing to pay more for help at A& B 
Garage in Kansas City, Mo., and 
he anticipated higher volume this 
year. 

Stigler Pontiac Co.’s volume was 
running the same at Stigler, Okla., 
but an increase for the year was 
expected. The $3.50 labor rate in 
effect there since October 1958 will 
not be changed. 

F. L. Bartholomew said his Buick 
dealership at Griffin, Ga., was 
chalking up the same volume and 

(Continued on page 114) 


This post card goes out every six months to the customers of Bear Safe- 
ty Service, Selma, Ala., and Fred Cruikshank attributes part of his ten 
per cent rise in shop volume this year to this promotion, plus “using 
modern equipment for speed and better jobs, plus labor geared to spe- 
cialization in our field—brakes and alignment.” His labor rate is $5. 


gout FQRBET TO Ge, 
C ompLere Savery C uecx 


BRAKES ALINEMENT WHEEL BALANCE 
LIGHTS MUPPLERS PRONT END PARTS 


To Drive a Safe Car, It Should be Checked Every 
SIX MONTHS or SIX THOUSAND MILES'! We Will Be 
Glad to Make an Estimate on Any Work You Need. 
PASTEST IN SERVICE 


CRUIKSHANEK 


PIRST IN QUALITY 
PRED 


1524 BROAD STREET 
Selma, Alabama 


BEAR SAFETY SERVICE 
Phone TR 4-8229 
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Revamping for Bigger Volume 


E HAD been struggling with 

limited shop space in a 
building located flush on a much- 
traveled road for years. 

Entrance and exit were only 
one among many troublesome 
problems. A string of shortcom- 
ings, like having only one door— 
and that too low for trucks, hav- 
ing to jockey cars around to 
maneuver one out of the rear, 
poor lighting and heating, kept us 
constantly aware of the need for 
change. It kept us from growing 
as we turned work away. 


MAJOR 
REPAIR 
AREA 


xi2' DOOR 


I> 
te 


TWIN POST 
LIP r 


DOOR 


l2‘xi2" 


REPAIR AREA 


By THOMAS D. ALWARD 


Owner, Alward’s Garage 
Alexandria, Va. 


Our opportunity came when the 
old road was replaced with a 
state-built highway and we went 
to town revamping our operation 
for increased business that a 
rapidly growing suburb promised. 

Our new shop of doubled space 
doubled volume within six 
months. Time savings through 
better maneuverability, better 


YW 
0) 
>t 
af 
re 


VALVE 
REFACING 
MACHINES 


OFFICE 


'2'%12' DOOR ae | 


16' DRIVEWAY 


40' 


ENTRANCE 


lighting, greater accessibility and 
more parking space increased net 
profit by ten per cent. Our repu- 
tation for good work and prom- 
ised delivery date is spreading by 
word of mouth. We are enjoying 
increasing volume limited again 
only by the number of cars we 
can pack into our new building. 
The first consideration we had 
to give our new 3,280-square-foot, 
cinder-block-and-brick building 
was with regard to the highway. 
Setting it back 50’ and fronting it 
with a semi-circular 16’ driveway 
for easy entrance and exit, we 
solved our No. 1 problem and im- 
proved customer relations right 


Another in 
Shop Series 


Here's another in the monthly 
series of features detailing 
successful shops—shops which 
have been operating long 
enough to establish the effi- 
ciency of the arrangement of 
traffic flow and equipment. 
You may want to tear out this 
material for that shop you're 
going to erect one of these 
days. 


there. Fast-moving traffic impedes 
no one now from swinging in. No 
one now has to risk backing into 
heavy traffic. 

On the 40’ front of the building 
we placed a 12’ by 12’ door that 
has helped our truck-repair vol- 
ume grow. We placed two more 
12’ by 12’ doors along our 82’ 
depth of building. Major repair 
work is admitted by these doors 
and handled in the immediate 
area at the rear—removed from 
the quickly-turning minor repairs 
in the front of the building. 

We added two twin-post lifts. 

We had resolved at the outset 
that there would be no loss of 
valuable space through posts. And 
so our new building has a built- 
up steel roof, clear span, with no 
posts. Slag surfaced, it has added 
protection against leaking. 
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This 12’ by 12’ doorway facing the highway permits big jobs like the above to enter easily. 


Floor space permits the servic- 
ing of ten cars where we once 
were able to take care of only 
four. Three feet between stalls 
gives us elbow room. We sec- 
tioned off a 10’ by 4’ area that is 
to be our office. In a 6’ by 10’ area 
at the rear we have located our 
brake reline machine, valve re- 
facer, lathes, pin-fitting and other 
equipment. 

Originally we had hoped to 
map out an area within the shop 
for parts storage, but had to re- 
sort to a 10’ by 22’ shed behind 
our building for this department. 

The number of windows was 


A shop without roof-support posts simplifies car-handling. 


doubled in the new shop to 11, all 
of which are 5’ by 7’ except for 
one 3’ by 5’. We replaced in- 
candescent lights with 12 fluores- 
cent fixtures at intervals of 12’. 
Our heat is supplied by two oil- 
burning, hot-air furnaces _ sus- 
pended from the ceiling and lo- 
cated at the front and rear of the 
building. 

A shop situated in a military 
district needs constantly to re- 
mind its transient population that 
it can serve them dependably and 
promptly. On our nine-tenths of 
an acre lot we can park 50 cars, 
letting our community know that 
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we have the space and facilities to 
accommodate them. Any car left 
in the morning may be picked up 
by evening in repaired condition. 

We make full car inspections on 
our lubrication rack. We road-test 
fully 50% of the cars we handle, 
watching carefully for needed re- 
pairs. Our own alertness in spot- 
ting defects and worn parts, plus 
a constantly growing community, 
has combined to help us double 
volume in general repairs, body 
and fender work. 

A more efficient and  well- 
planned shop was the means to- 
ward accomplishment. 


Windows 5’ by 7’ supplement the fluorescent lighting. 








Garagemen Elect Georgian, Pick Atlanta 


yaar from 22 states last 
month elected a Georgian pres- 
ident and chose Atlanta, Ga., next 
summer for the fifth annual con- 
vention of the Independent Garage 
Owners of America, which claims 
a membership of nearly 5,000 in 
more than half the 50 states. 

Despite earlier rumors of a con- 
test, delegates attending the June 
24-27 convention at Denver, Colo., 
voted to move up most officers one 
notch, thereby elevating H. F. 
“Red” Reagin of Atlanta to the 
presidency, Art Kittell of Pitts- 
burg, Kan., to the first vice-presi- 
dency, George Millikin of Youngs- 
town, Ohio, to the second vice- 
presidency and chose the president 
of the Independent Garage Owners 
of Tennessee, Wilber C. “Josh” 
Wilder of Nashville, for the third 
vice-presidency. George Millinger 
of St. Leuis, Mo., was renamed 
secretary - treasurer. Ralph H. 
James of Tulsa, Okla., is the ex- 
ecutive director. 

Reagin is immediate past presi- 
dent of the Independent Garage 


Owners of Georgia. Kittell is a 
past president of the Kansas IGO. 

The convention, whose attend- 
ance exceeded 200 and included 
representatives of more than half 
the approximately 70 allied (man- 
ufacturer) members, opened with 
meetings of the board of directors 
at which delegates reported on 
activities in their areas, including 
programs for financing repairs and 
training mechanics. 

Several delegates discussed 
moves to set up a plan of qualify- 
ing and registering mechanics. De- 
clared Frank Hornyak of Struth- 
ers, president of the IGO of Ohio: 

“We have no standards in this 
industry for a mechanic. It is time 
we have them.” 

Action on this subject was de- 
layed until the mid-winter board 
meeting, expected to be held in 
Tulsa in January. 

The financial report listed an- 
ticipated income for this coming 
year as approximately $43,000. 
Proposed disbursements of $38,482 
would include employment of an 


Leaders of the IGOA and a pretty Missourian posed for this special 
SAJ photo (I. to r.): seated, Mrs. George Millinger of St. Louis, acting as- 
sistant secretary at the several recent meetings; H. F. “Red” Reagin of 
Atlanta, the new president and immediate past president of the Inde- 
pendent Garage Owners of Georgia; Art Kittell of Pittsburg, Kan.., first 
vice-president, and Ralph H. James of Tulsa, Okla., the executive direc- 
tor: standing, Ray J. Campbell of Denver, Colo., the retiring president; 
George Millikin of Youngstown, Ohio, second vice-president; Wilber 
“Josh” Wilder of Nashville, Tenn., third vice-president, and George 
Millinger of St. Louis, reelected secretary-treasurer. 


office manager at the Tulsa na- 
tional headquarters—an attorney 
who will continue also to practice 
some law. 

This telegram from Dallas, Tex- 
as, was received, signed by Fred 
L. Bethel and Henry Ledbetter: 

“As I am unable to attend your 
convention of the Independent 
Garage Owners, I want to take 
this opportunity to congratulate 
you for the outstanding job you 
have done in the past few years. 
You should be commended for the 
many things you have accom- 
plished in so short a time. 

“IT would like to use this as a 
petition to have your help to or- 
ganize Texas after our March 25- 
27, 1960, convention in Dallas. We 
will be grateful for any consid- 





IGOA Plans 
Drive in Texas 


Acting upon a telegram from Fred L. 
Bethel and Henry Ledbetter of Dallas 
petitioning for help in organizing Texas 
into IGOA after the March 25-27, 1960, 
convention of the Independent Garage- 
men's Association of Texas, the IGOA 
delegates instructed Executive Director 
Ralph H. James to comply with the 
request. 

IGAT is unaffiliated with a national. 
lts membership approximates 800. 











eration given us and hope we will 
see you in Dallas on these dates.” 

When the board later reached 
this under “new business,” James 
suggested adoption of a resolution 
authorizing IGOA to work with 
Texas garagemen wishing to come 
into that association—a matter 
which has been aired several 
times at the conventions of IGAT. 

Ray J. Campbell of Denver, the 
retiring president of IGOA, as- 
serted, “I think the executive di- 
rector should go to Texas as soon 
as he can to see what they have on 
their minds.” 

Reagin, the new president, said, 
“T would like to see the Texas ga- 
ragemen in the IGOA.” 

A resolution was then adopted 
authorizing IGOA’s leaders to aid 
in organizing Texas under the 
IGOA. 

W. R. “Tommy” Thompson of 
Miami, Fla., recommended that 
IGOA members stick small IGOA 
decals on cars they service and put 
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This was the scene at the opening luncheon session of the fourth annual convention at Denver. 


large decals on their own rolling 
equipment, including wreckers. 

“Keep your cars and wreckers 
clean and make them look like 
you are ready for business,” said 
Thompson, who maintains a neat, 
well-equipped shop. 

He suggested putting decals on 
employes’ cars “unless they ob- 
ject, and if they object, fire them 
and get some new employes.” An- 
other suggestion was that names 
of parts, not part numbers, be used 
on customers’ invoices. 

Art Kittell of Pittsburg, Kan., 
urged “Give a Day to IGOA” 
membership campaigns. He also 
urged screening of potential ap- 
plicants in advance to be “sure 
you want him before you let him 
apply.” 


Allied members admitted to 


membership included Unit Service 
Exchange, Atlanta, and ARA Mfg. 
Co., Grand Prairie, Texas. 

President Eisenhower’s telegram 
of greetings to the convention was 
read, in which he said: 

“With the building of many 
thousands of miles of new high- 
ways across the land, the members 
of your organization can look for- 
ward to a future of expanding op- 
portunity. I am sure your appren- 
ticeship training program will en- 
able you to become of even greater 
service to your communities.” 

Illinois was admitted as a state 
group and Philadelphia as a unit. 

The directors voted to present 
two “rotating” awards as follows: 

The one donated by Moog In- 
dustries, Inc., to be presented the 
immediate past president. 


The one donated by McQuay- 
Norris Mfg. Co. to be presented 
the state association showing the 
greatest percentage gain in mem- 
bership. 

Harold Grindle of Toledo, man- 
ager of the IGO of Ohio, outlined 
a program to build membership, 
as did C. G. “Dick” Dixon of 
Huntington Park, field organiza- 
tion director for the IGO of Cali- 
fornia. 

The latter is the Western field 
director for IGOA. He and Luther 
E. Turner of Chattanooga, Tenn., 
field director for the Southeast, 
were recognized for their activi- 
ties. Grindle was elected the 
Great Lakes field director for 
IGOA. 

A proposal by ‘“’Doc” Dombey 

(Continued on page 92) 


Tennessean Wilder sits back of that Confederate flag at the head table at the annual banquet. 
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Long-Term 


Promoting 
the Shop 


By ROSS L. HOLMAN 


ee Bix everything about that ve- 
hicle that needs attention and 
send me the bill.” 

That’s what approximately 25% 
of the customers say who patronize 
Russell’s Garage in Nashville, 
Tenn. 

One way Billy Russell built up 
this kind of trade was through 
free good-will check-ups. He 
doesn’t indiscriminately promote 
this free service for he realizes it 
might swamp him. He does it on 
a sort of individual basis. 

Whenever he learns a customer 
well and has gained his confidence 
to some extent, he invites him to 
bring his ear around any time for 
the gratis once-over. 

If he discovers any repair needs, 
such as wornout brake lining, 
faulty points, burned-out spark 
plugs, he shows the owner these 
defects and gets a job. 

After a few more such check- 
ups he may get a regular blank 
check order. Then every time the 
car comes in for a grease job or 
oil change or other service, he 
uses the opportunity to search out 
all the service needs and remedy 
them. 

Billy knows that a car owner, 
regardless of how mechanically 
ignorant he is, soon learns whether 
a garageman is trying to flim-flam 
him into doing something that is 
not needed. For example, if Billy 
tells him his differential badly 
needs greasing, or that his brakes 
are wearing out, he can have the 
car checked at other garages to 
confirm or deny the need. Thus, 
he never suggests or makes a re- 
pair in which the need can’t be 
easily proven. 

Some of his most valued cus- 
tomers are college boys and 
professors. Many persons have the 
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Top: One good-will-building practice of garageman Russell is cashing 
checks for students of a nearby college. Above: “Here’s what’s wrong.” 
he explains, avoiding any effort to over-sell potential shop customer. 


impression that a youngster in col- 
lege is in a continuous struggle to 
meet his educational expenses and 
is, therefore, slow pay. It is true 
that when acquiring a higher edu- 
cation, everything is outgo, with 
no earning power to meet bills. 

But, even at that, Billy says the 
average college boy who is aggres- 
sive enough to meet a college’s 
requirements, knows the value of 
a good credit rating. His experi- 
ence with these students convinces 
him they are some of the best 
credit risks on his books, and their 
trade is something every garage 
operator can well afford to culti- 
vate. 

Not only is this true but these 
seekers of higher learning are 
some of Billy’s best blank-check 
customers. However, knowing 


their limited financial resources, 
he doesn’t allow himself quite as 
much latitude in repairing car ail- 
ments as on owners with substan- 
tial incomes to feed the kitty. 

A large percentage of the col- 
lege boys have cars. They make 
trips through the year to their 
homes, which may be quite a dis- 
tance away. Billy urges them to 
bring their vehicles around for a 
check-up a few days before tak- 
ing the trip. Dozens of them do 
this, leaving the number and class 
of repairs to Billy. 

He knows most of these boys 
personally and something about 
the state of their finances. If 
brakes are worn, but can stand 
some more mileage without undue 
risk, he draws the trouble to the 

(Continued on page 76) 
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He Merchandises Service 


By GEORGE H. WATSON 


q~ automotive service be sold, 
or is it, as its name might im- 
ply, simply a service with little 
merchandising involved? 

Enos Vann, service manager of 
O. Z. Hall Motors, Inc. (Ford), 
North Birmingham, Ala., thinks 
that such devices as contests, dis- 
plays and “hard selling” play a 
part in the service department just 
as much as in the selling of new 
and used cars. 

Consequently Vann keeps a con- 
test going most of the time in the 
service department. Mechanics on 
the service line are divided into 
the “Reds” and “Blues” and the 
winning side at the end of a given 


period is given a trip to the Gulf, 
one side feeds the other, or some 
such contest. The side on which 
the two service salesmen are 
placed is kept secret until the end 
of the contest. 

In order to keep mechanics on 
their toes, they are given ten per 
cent additional on all jobs they 
themselves bring in. This applies 
also to additional work on a car 
which they originate in the shop. 
For instance, if a mechanic can sell 
a brake relining job to the cus- 
tomer, over and above what was 


sold by the service salesman, then 
he gets an extra ten per cent on 
this job. It is written on the ticket 
in red pencil for the benefit of the 
office. Mechanics normally work 
on a 50-50 basis as far as labor is 
concerned, but on a job they sell 
themselves they get 60%. 

Perhaps the most outstanding 
feature of the Hall shop is the dis- 
plays and devices to sell service. 
Vann believes in big signs, the big- 
ger the better—but he uses smaller 
ones, too. 

A device being used now is a 
“Suicide Corral” filled with worn- 
out mufflers and tailpipes. Just a 
question from the customer and a 


Service Manager Vann studies his display of worn-out mufflers and tailpipes—an eye catcher with shop customers. 
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A mechanic looks over this sign to determine which side he is on in a 
service contest to promote greater selling of jobs by the line itself. 


service salesman explains. the 
danger of having a burst muffler 
or tailpipe—that it permits poison- 
Ous gases to escape into the car. 

A news clipping pasted on the 
walls tells how a father and two 
small children were asphyxiated. 
The obvious question to the cus- 
tomer is “How is your muffler?” 
The concern installs mufflers at 
the usual charge of $4.50 per hour 
for labor and $9 to $12 for the 
muffler. 

Other sales helps are used from 


time to time. A sample of a corrod- 
ed brake lining is shown with the 
sign “Is This the Condition of Your 
Brake Lining?” 

Another “exhibit’”’ shows where 
a “do-it-yourself” owner left a ball 
bearing inside the motor with the 
resulting damage. 

Another instance is cited of 
another “shade tree” mechanic who 
in connecting a heater ran the 
water hose by mistake into the 
intake manifold and in so doing 
damaged four rods, completely 


locking the engine. As a result he 
caused a $90 repair job, whereas 
the heater could have been instal- 
led in the first place for less than 
$10. 

So much that Hall does is in be- 
half of responsible service as op- 
posed to that by incompetents, 
whether by the owners themselves 
or part-time mechanics. 

Three specialties which the shop 
bears down on unceasingly are 
brakes, polishing and undercoating. 
The brake man has been with the 
company since it was established 
and the service department man- 
ages to feed him a steady stream 
of business, The safety factor in 
keeping brakes in topnotch condi- 
tion is stressed. 

The concern holds on to as much 
of its service work as possible, even 
to specialties such as drum and 
gear work. However, it has no 
radiator or seat cover departments, 
this being sent out to specialty 
shops. 

“You ask me whether service can 
be merchandised,’” commented 
Vann. “I certainly think it can be. 
Of course we have our usual run 
of customers, including a few 
complaints and owners in for new- 
car service. Our job is to make 
regular customers out of them also 
and to sell the additional services 
that we have. 

“The most helpful selling aid for 
service is something that will 
visualize the need. This includes 
signs as well as demonstrations, 
samples of work and other devices. 
In short, appeal to the customer’s 
eyes as well as his ears. This might 
be termed visual selling. We do 
not claim to be experts at this, but 
we do like to think we are better 
than the run of the mill.” 


Owner O. Z. Hall evidently wants all passersby to know they are “WELCOME” to drop in. 
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General Manager Bachman (left) explains compensation plan to salesman Hugh Harper. 


Gross-Profit Pay Plan Works 


pen profit increased 25% and 
sales of new cars climbed from 
69 to 89 compared with the same 
first four months of last year after 
a Texas Chevrolet-Buick dealer- 
ship switched to a_ gross-profit 
basis of compensating salesmen 


By RUEL McDANIEL 


this past January 1. 

Furthermore, the three sales- 
men and the truck and passenger- 
car department sales managers are 


making more money than under 
the former plan at Rugeley Motor 
Co. at Bay City. 

“The new plan has placed our 
used-car inventory in a more 
favorable position,” said R. C. 
“Dick” Bachman, partner and gen- 


Salesman Harper (left) discusses trade-in deal with prospect, knowing his own income is affected. 
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Salesmen get no guarantee here, but their income is up under the pay plan adopted last January 1. 


eral manager. The other partner is 
Roland Rugeley. 

“Furthermore,” he said, “the 
plan has brought selling costs ma- 
terially more in line with a sales- 
man’s earnings. It has eliminated 
‘coasting’ by unproductive sales- 
men.” 

Under the plan, a salesman has 
no drawing account. His check 
once a month covers actual earn- 
ings. 

Compensation is a flat 25% of 
the gross profit the company 
makes on the new-car and new- 
truck units he sells. And here is 
how the company computes the 
actual cost of the new unit: to the 
actual invoice is added the factory- 
recommended delivery and han- 
dling fee (Chevrolet $40, Buick 
$55 to $100, depending on model), 
then deducting the invoice and 
these fees gives the gross figure. 
The salesman receives 25% of 
this. 

When a man sells a used car or 
a used truck, he receives either 
25% of the gross profit or five 
per cent of the difference in the 
selling price of the unit and the 
allowance for the vehicle taken in 
trade, whichever is greater. Mini- 
mum commission allowance on a 
used-unit sale is $10. 

The company arrives at the cost 
of a used unit by adding to the 
appraised take-in figure a $5 lot 
charge and cost reconditioning, in- 
cluding any work promised at time 
of delivery but not actually done. 


40 


There is no charge-back on serv- 
ice done under the guarantee after 
delivery. 

The gross profit made on a used 
unit then is determined by de- 
ducting the cost of the unit, as ex- 
plained above, from the total dif- 
ference received and the ap- 
praised value of the unit taken in 
(if another used car is part in pay- 
ment). The trade-in value of a 
used unit taken as part payment 
is determined by deducting from 
the determined retail value the 
cost of necessary reconditioning 
and 20% of the retail value. 

When the company appraises a 
car to be taken in on a new or 
used unit, the appraisal is good 
for ten days. Cars accepted on new 
units for future delivery must be 
re-appraised at the actual time of 
delivery. 

Under this compensation plan, 
salesmen do not have “house” 
days and there are no house deals. 
When someone other than a sales- 
man makes a sale, the gross de- 
rived from it goes into a special 
fund, and from this fund comes all 
charge-down losses occasioned 
from repossessions. Once a year 
whatever may be left from this 
fund will be divided equally 
among the retail salesmen. 

In addition to his regular share 
of the gross profit from car sales, 
the salesman also receives a com- 
mission of $10 on all sales of his 
that are financed by the company’s 
financing setup. 


The two departmental sales 
managers receive flat salaries plus 
an override on all sales under their 
jurisdiction. 

When a salesman sells extras in 
addition to those which come as 
factory equipment, he receives his 
usual 25% of the gross on these. 

Under the former compensation 
plan, each salesman drew a small 
fixed salary, plus a flat bonus, 
varying according to the model 
and selling price on each new-unit 
sale. 

The fixed salary was only $125 
per month, plus $25 gasoline al- 
lowance (also paid under the new 
plan), and a bonus of $30 to $50 
on the sale of new cars and $75 on 
large trucks. In addition, he re- 
ceived a bonus of $20 when he sold 
an air-conditioning installation 
and ten per cent of the selling 
price on all accessories sold in ad- 
dition to those which were factory- 
installed. 

When a man sold a used car or 
truck, he received three per cent 
of the net price (difference be- 
tween the price of the used unit 
sold and the allowance on the 
one taken in trade). 

“Although general business con- 
ditions were better during the 
first four months of 1959 than 
they were during the same period 
in 1958, we know that our increase 
of around 30% in new-unit sales 
did not come solely from that. We 
are confident the new compensa- 

(Continued on page 72) 


SOUTHERN AUTOMOTIVE JOURNAL for JULY 1959 





Mobile Telephone 
Sells His Cars 


By C. THOMAS 


MAGINE your wife sitting at home, possibly wishing 

something’d happen to break the monotony and 
suddenly the telephone rings and a voice at the other 
end, after introducing itself, invites her to take a 
demonstration ride in a new Buick parked at the 
curb outside her house. 

Unless your wife has heard one of the 100 spot an- 
nouncements over one of the three radio stations 
used during weekends, she, in all probability, will 
rush to the window to see if the invitation is a gag. 

She sees parked out front a new Sabre, four-door 
sedan waiting. 

“We use two of these units,’ said Bill Murray, 
general manager, Nance Buick Co., El Paso, Texas. 
“Each car is completely equipped, including power 
brakes and power steering. Our purpose is to get 
people to drive a new Buick. Our salesmen are 
coached to sell the ride, not the car.” 

The mobile telephone units are used as a modern 
way of prospecting. “It’s a cold-spear method,” said 
Murray. 

These units are used in many ways to ferret out 
leads. For example, one of the units, with two or 
three salemen, will park at a shopping center and 
all salesmen will scatter and invite shoppers to take 
a demonstration ride, without any obligation. They 
also use the opportunity to pass out factory litera- 
ture. 

Or the driver will park in front of a residence or 
place of business and telephone the party inside a 
demonstration ride is his for the asking. 

The driver of the car will have a telephone direc- 
tory beside him, as well as a cross telephone directory 
and a book of license registrations. It’s no trouble 
to find out who lives at any residence. 

One of the best methods used is to have both cars 
drive to a neighborhood and have five or six sales- 
men scour the neighborhood to book rides. 

“Salesmen who have no taste for cold canvassing 
or thumbing doorbells find no objection working out 
of a mobile telephone unit,” said Murray. 

(Continued on page 68) 


Salesman Gene Hill parked in front of a supermarket 

and phoned the manager to step outside to drive 

this new Buick. Store Manager Sam Barnes is shown 
behind the wheel ready to drive away. 


Back from the ride, Hill goes over some factory 

literature with the store manager. Usually an appoint- 

ment is made at this point for a family demonstration 
to display the car’s good points. 


Hill parked in front of this hobby shop, consulted a 

city directory he had with him in the car to learn the 

store’s personnel and then phoned one of the shop‘s 
clerks to take a ride. 
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Our Four Immediate Problems 


HAT are the major problems 
facing automotive wholesalers 
today? 

Well, we have more than our 
share, I’m sure, but offhand we 
think of at least four problems for 
which our industry needs substan- 
tial solutions immediately. These 
are: 


| Our profit margins are too 

* close. 

2 Hazardous cost of stock ob- 

* solescence. 

3 Lack of trained shop per- 
* sonnel. 

4 Need for trained supervi- 
— 


sory personnel. 


Here’s how we see these prob- 
lems and what can be done to help 
solve them: 

1.—Since the war the overhead 
of parts wholesalers has gone up 


By CECIL MORRIS 


President, South Carolina 
Automotive Wholesalers Association 


The author has been a wholesaler 
for 38 years. He is president and 
manager of Battery & Electric 
Co., Greenville, S. C., and his 
company has been a “training 
ground" for men who are them- 
selves wholesalers today or are 
aftermarket factory men. His 
machine shop is exceptionally 
well-equipped. He has long been 
active in the Automotive Electric 
Association and was a principal 
mover in the creation last No- 
vember of the South Carolina 
Automotive Wholesalers Asso- 
ciation. 


disproportionately to profits. Dis- 
counts have slipped downward, due 


Cecil Morris (left), who has some solutions to some of today’s jobber 
headaches, points out a pertinent training subject for supervisory per- 
sonnel to his service manager and training “dean,” Hoyt Blakely. 


to competition among manufac- 
turers and among retailers, with 
the result that our profit margin 
is too close. It’s entirely too easy 
now to get into the red! 

Our company’s net profit before 
federal income taxes in 1958 was 
right at three per cent—same as 
the national average for parts job- 
bers. Before World War II we 
realized a net profit before federal 
income taxes of more than seven 
per cent. 

This critical drop in_ profit 
margin stems from a dog-eat-dog 
attitude in all branches of the in- 
dustry. Too many customers are 
set up for unjustified special dis- 
counts. Prices are cut without cost- 
accounting reality. 

Factories should allow wholesal- 
ers adequate basic discounts that 
will yield a fairer profit for both 
the wholesaler and the dealer/re- 
tailer. But greater or extra dis- 
counts will not solve the problem 
if the wholesaler and/or dealer 
merely uses them to cut prices 
instead of to bolster his profit 
position. 

Price-cutting is a matter of edu- 
cation. When people cut prices, it 
is a sign of weak selling. We know 
from experience that the garage 
or service-station operator will 
respond to the American honesty 
policy in business. This is the 
matter of dispassionately letting a 
customer know what your costs in- 
volve, and what his stake is in the 
distribution chain based on realis- 
tic prices. He most likely will give 
you more business when you and 
your personnel explain and justify 
your prices. 

The dealer who stocks parts 
should be made to see the con- 
venience and economy of our 
wholesale policy of 100% protec- 
tion on parts obsolescence. as well 
as our speedy delivery of special 
orders and repair jobs. 
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2.—With the increasing variety 
in automobile equipment—and the 
rapid style changes made in each 
make since World War II—inven- 
tory obsolescence has become a 
major problem for dealers and 
wholesalers alike. 

Parts ordered or stocked by 
dealers are usually for specific re- 
pair jobs or prospective service 
needs. But all stock ordered by 
automotive wholesalers is entirely 
for anticipated sales. When a job- 
ber buys and stocks a lot of rare 
or odd parts, he is running a costly 
risk of inventory obsolescence. 

We feel it only fair for all manu- 
facturers to allow wholesalers of 
their parts the right to return up 
to five per cent of any stock parts 
for obsolescence credit. To mini- 
mize his obsolescence return or 
loss, each jobber should check out 
his parts stock at least once a year. 
We find it pays to do so twice a 
year! 


Foreign-Car-Parts Inventory 


With the influx of all types of 
small foreign cars, it’s too risky 
for a parts wholesaler to attempt 
to supply all the basic parts he does 
for American cars. There’s just not 
enough volume or profit for this. 
We stock only ignition parts for 
the foreign makes. Owners must 
depend upon the dealers and na- 
tional distributors of these cars for 
other parts. 

We are ever aware of the fact 
that availability of car parts is 
what has made the automotive 
business in the United States so 
great and useful. 

3.—Lack of trained personnel in 
the shop—or repair—end is prob- 
ably our industry’s biggest prob- 
lem now. 

Demands on service personnel 
have become so complex and 
changing, we should refer to them 
no longer as garage mechanics or 
service-station attendants. But, 
rather, we should use the new term 
of “technician” in garage or shop 
or service station. However, for a 
man to merit this designation, he 
should go to school continuously to 
learn repair and maintenance for 
new developments in automotive 
equipment. 

The crying need is for the train- 
ing of adequate repair and main- 
tenance personnel, beginning in 
our high schools. The vocational 
training program in our high 
schools is weak and _ imprac- 
tical for many boys who can’t 
go to college, particularly in the 
mechanical or machine fields. As 
soon as our state wholesaler asso- 


ciation employs an executive secre- 
tary, we hope that we can arrange 
to sponsor automotive service 
training in South Carolina high 
schools as it is done so successfully 
in North Carolina under the spon- 
sorship of the state association. 

Battery & Electric Co. is holding 
old dealers and landing new cus- 
tomers with an intensive training 
program for “technicians.” Train- 
ing classes and clinics are planned 
and supervised by Hoyt Blakely, 
our service manager. He joined our 
firm following 20 years as service 
manager for a local Ford dealer 
and after extensive experience in 
World War II as an engine main- 
tenance instructor in the U. S. 
Army. 

Classes are conducted in the in- 
stallation and repair of major 
brands of brakes, carburetors, 
electrical systems and other parts 
we supply within a 45-mile radius 
of the Greenville trading area. 
Classes are kept small, so every 
customer’s mechanic can learn 
first-hand about the subject’s in- 
stallation and repair. Recently 
“Dean” Blakely conducted a 12- 
week clinic on power brakes for 
two and a half hours on Monday 
nights. 


We Push Lawn Mowers 


Blakely also headed a _ sales 
training clinic for power lawn 
mower dealers on Thursday nights. 
(Our firm sells engines and parts 
for lawn mowers.) The clinic was 
planned to help dealers to know 
the proper use and care of lawn 
mowers. Now they can help their 
customers get maximum benefit 
from their mowers by using them 
safely and efficiently. At the clinic 
and among other customers, our 
salesmen distribute a bulletin we 
prepared. It is entitled “For Safe- 
ty’s Sakes, Learn More About 
Power Mowers.” 

We have trained our own staff 
technicians. Several of them were 
upgraded from shop helpers. We 
do not believe in pirating labor for 
to do so is unethical and bad for 
the industry. 

Today’s employment and living 
standards make it necessary and 
desirable for wholesalers to pro- 
vide certain so-called fringe bene- 
fits for their employes. For our 
some 35 employes, we now offer 
and pay 50% of the cost for at least 
$5,000 group life insurance and 
extended medical, sickness and 
hospital insurance. We give every 
employe a week’s paid vacation 
and whole holidays on July 4, 
Thanksgiving day and Christmas. 
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4.—To show a profit and to have 
trained repair personnel, trained 
supervisory personnel is essential. 

We do not spare any effort or 
reasonable expense to keep our 
supervisory personnel up-to-date 
as to the uses and merits of the 
automotive parts and equipment 
we sell. 

At the management institute 
held by Motor and Equipment 
Wholesalers Association at Wake 
Forest College in North Carolina 
recently, our eyes were opened by 
opportunities we are missing to 
select and train sales personnel 
more effectively. We now are de- 
termined to help train every em- 
ploye to make full use of the 
psychology of human relations in 
dealing with our customers—and 
with each other. 

We gladly picked up the bill so 
our firm’s store manager and buyer 
could attend a similar management 
institute at the University of Illi- 
nois. We also shared the findings 
of this one-week institute at a 
Saturday meeting of our key sales 
and supervisory personnel. 

Our problems have increased 
since we started this wholesale 
parts business in September 1920, 
after serving in World War I, but 
it’s still a great place to be. It’s 
almost as complex as my father’s 
business in Hawkinsville, Ga., was 
when I was a boy. Many a day 
before I served in World War I, 
Dad and his helpers were at the 
same time shoeing horses, repair- 
ing (horse) wagons and buggies, 
servicing cars, fixing bicycles, 
doing machine work, welding and 
repairing guns. 


Jacksonville Facility 
Doubles Quarters 


OUTHERN Piston Ring Co. of 

Jacksonville, Fla., has doubled 
its quarters, having taken over the 
part of the building formerly oc- 
cupied by Dealers Equipment Co., 
owner Carl C. Carnes announced. 

The newly-occupied portion of 
the building will be devoted ex- 
clusively to crankshaft re-grinding 
and metallizing, Carnes said. Addi- 
tion of a new grinder brings the 
number to three with which the 
company hopes to give better serv- 
ice to its jobber friends, he said. 


Allen Electric and Equipment 
testing equipment has been added 
by Piston Ring & Supply Co., La- 
Grange, Ga., which has sponsored 
a five-lesson course by Allen on P. 
M. operation servicing, President 
Ray C. Birdsall announced. 





93% Report Sales Exceeding 1958's; 
Flies Infesting Ointment Detailed 


ROM Baltimore across the South- 

land to El Paso reports poured 
in last month from wholesalers 
telling how good business really is 
this year over last year. 

Answers to a questionnaire mail- 
ed to 350 showed 93% with higher 
sales volume, while seven per cent 
listed the same amount as for the 
first five months of 1958. None re- 
ported a downturn. 

The sparkling replies included: 

North Carolina textile city — 
“19% ahead. Business is good!” 

Medium-size Missouri city — 
“About 15% ahead. Business out- 
look good this year.” 

Big Missouri city—‘Five months 
of 1958 $181,596. First five months 
of 1959 $201,005.” 

Northern Alabama _ industrial 
city (not Birmingham )—“Volume 
for 1959 is running 22% ahead of 


A Reader Su 


1958. Prospects for this increase 
look very good for the rest of 1959 
provided we do not run into a pro- 
longed steel strike. 

“Equipment sales have shown 
the best increase for the year, but 
other lines will probably offset 
this in the next seven months. 


The Automotive Affiliated Representatives, now in 
its 25th year, recently held the inaugural meeting of 
its newest and 25th group—the Florida Sunshine 
Group with headquarters in Tampa. The original 
members making up the group are: A & S Sales Co., 
Tampa; Roy Bridges & Associates, Inc., Gainesville; 
Sidney Butz & Associates, Tampa; J. H. Jones, Jack- 
sonville; Maxim Hershey, Miami, and Max Yaras, 
Tampa. Attending the meeting were (l. to r.): seated 
Troy H. “Ted” Shealy, Tampa; Grant Roy, Atlanta, 
group co-director; Ed L. Lee, AAR executive secre- 


“Our collections are better than 
they have been in the past four 
years. This is due to closer watch 
on all accounts and especially new 
accounts we have taken on. 

“Profit-wise, 1959 should end up 
much better than 1958.” 

Large operation in Birmingham 
—‘‘1414%4% increase.” 

El Paso firm—“Up 32%.” 

Big, veteran Baltimore whole- 
saler—“Up 15%.” 

Small Texas city—‘Nine per 
cent above. Business is considered 
good. Monthly sales gain percent- 
age shown past three months. Col- 
lections fair or normal. 

“Exchange replacement units 
continue to gain favor. New-car 
and used-car sales improved.” 

Small-city Kentuckian — “Our 
main store shows a 14% increase 
and branches show 15% and 21% 
increases, I attribute this to hard 
work and being able to deliver 
merchandise.” 

As was true in quite a few re- 
ports, a Mississippian’s sales were 
up 15%. More than half the in- 
creases were above ten per cent. 

A South Carolinian with mul- 
tiple operations listed a sales climb 
of $31,000 over last year. 

A small-city Texan registered a 
30% increase as did a big-city 
Panhandle company. 

But all was not sugar and spice: 

From a small Maryland city - 
“We are showing a six per cent in- 


crease over last year, However, our 
net profit is reducing due to in- 
creased labor costs and inereased 
taxes. What is the solution?” 

Miami, Fla.—“Up 2%%. Don’t 
believe this is enough to take care 
of the price increase. May was a 
lousy month—down 16%. Don’t 
know why. Business is getting 
more like women every day.” 

Small Virginia city—‘“About the 
same. Too many small jobbers are 
made possible, I think, from manu- 
facturers’ redistribution programs 
which in turn create price-cut- 
ting.” 

Upstate South Carolina textile 
and farm city — “Ten per cent 
ahead of last year’s sales. Our big 
problem is keeping help and get- 
ting new help.” 

Tampa, Fla.—‘Up about eight 
per cent. Business is still good. I 
enjoyed the panel _ discussion 
[sponsored at Orlando May 29 by 
Booster Club B-36] on jobber- 
warehouse relations, but the pic- 
ture is still quite confused. The 
factories’ policies should be evened 
up and stabilized.” 


Bagwell-Elliott Opens Branch 


A branch has been opened at 
4306 Rivers Avenue in North 
Charleston by Bagwell-Elliott Co., 
Charleston, S. C. Manager is 
Charles R. Saxon. Owners are 
Walter Elliott and J. B. Bagwell, 
Jr. 


Timken bearings have _ been 
added by Wise Auto Parts, Fal- 
furrias, Texas, co-owner W. L. 
Wise announced. 


tary; J. T. “Tom” Clark, Atlanta group director; C. Y. 
“Doc” Strausz, Atlanta: Max Yaras; Ed B. Wycoff of 
Maxim Hershey; standing, Charles “Chuck” Cham- 
bliss, Orlando; John O. Smith of Roy Bridges & Asso- 
ciates; Phil Boehm, Atlanta; Ed Moon, president of 
Florida Booster Club B-36; Bill Gunn of Clark- 
Richards Co.; Lem Bell of Aaron & Bell Co., Atlanta; 
Sidney Butz; Roy Bridges; Burse Lewis of Strausz, 
Inc., Atlanta. Butz was elected group director and 
Bridges co-director, 
AAR’s annual meeting will be held in N. Y. Feb. 7-9. 


both to serve through 1960. 
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ASIA to Join Hands with States, 
Toft Tells Alabama's Convention 


4p new Automotive Service In- 
dustry Association spawned 
out of MEWA and NSPA — is 
counting on working closely with 
the various state associations and 
their leaders. 

That was made clear by Victor 
L. Toft of The Sidles Co., Omaha, 
Neb., ASIA’s first president, in 
addressing the 21st annual con- 
vention of the Automotive Whole- 
salers Association of Alabama at 
the Stafford Hotel in Tuscaloosa 
last month. 

The president of the Automotive 
Wholesaler Trade Association Ex- 
ecutives will be invited annually 
to function as an ex-officio mem- 
ber of ASIA’s board of governors, 
Toft said. His announcement to 
this effect a few days earlier at 
AWTAE’s Oklahoma City conven- 
tion was promptly accepted by the 
state association managers, with 
the result that Jules Lamothe 
of the Louisiana association, 
AWTAE’s new president, will fill 
that position with ASIA the next 
12 months. 

Closer working relations be- 
tween state groups and the na- 
tional ‘‘should be of prime concern 
to everyone identified with the in- 
dustry,” Toft asserted. 


Tom Barbee (right) of The Barbee 
Co., Louisville, Ky., was voted the 
1959 “Industry Supplier Man of the 
Year” by the National Automotive 
Radiator Service Association at 
that body’s recent convention in 
Philadelphia. Shown presenting 
Barbee with a bronze plaque is 
W. Edward Christian of Detroit, 
treasurer of the association. 


State groups will be free to call 
on ASIA’s Washington counsel for 
advice and assistance and state 
groups have agreed to provide any 
data useful to ASIA which might 
have a bearing on national mat- 
ters, the president said. 

N. Jack Rhodes of Birmingham, 
the retiring president of the Ala- 
bama association, pointed out that 
AWAA’s brake fluid standards law 
would take effect Jan. 1. Member- 
ship in AWAA has climbed to 116 
members from 107 a year earlier, 
he reported. 

While payrolls will be increas- 
ing and costs of utilities, taxes and 
the like will also be rising, he said, 
there’s coming a big boom in the 
aftermarket because of the “fan- 
tastic’’ number of cars now coming 
into the two-, three- and four- 
year age bracket. 

“Employes are entitled to a lot 
of consideration,” declared this 
president of the NAPA-Birming- 
ham Warehouse and vice-president 
of Genuine Parts Co., “and they 
are going to get consideration if 
you stay in business. 

“If you have employes who are 
not worth anything to you, get rid 
of them, but if you have some who 
are worth something to you, pay 
them!” 

Toft, vice-president of a com- 
pany with 41 branches and 600 em- 
ployes, opened up his remarks by 
saying, “I am well aware of the 
disgust that the state associations 
have felt about the lamentable 
situation of two associations try- 
ing to serve the industry,” al- 
though “the aims and objectives of 
the associations were highly ob- 
jective” but “naturally” duplica- 
tion of effort resulted “and that 
was money.” 

He declared: 

“It is my contention that our in- 
dustry of more than a million and 
a half people will never grow up 
until we have a state association in 


every state in the union. Of course, 
in some cases, because of the size 
of the state, they have to combine.” 

ASIA has agreed to loan funds, 
if necessary, to help assist in set- 
ting up state associations where 
they do not exist, Toft said. 

This was his first appearance on 
the convention program of a state 
wholesaler association in the 
South. 

Other convention speakers in- 
cluded J. F. Ingram, director of 
state vocational training program, 
Montgomery; Wm. C. Jones, con- 
troller of Alabama By-Products 
Corp., Birmingham; Chief Engi- 
neer Reese Harvey of the State 
Highway Department, Montgom- 
ery; J. Matthew “Hot Shot” Nel- 
son, president of Holston Auto 
Supply Co., Kingsport, Tenn., and 
immediate past president of the 
Automotive Wholesalers Associa- 
tion of Tennessee. 

Approximately 18 garage own- 
ers of Alabama attended a com- 
bined jobber-garageman session 
which heard Ingram, Jones and 
William C. “Bill” Herbert, editor 
of SOUTHERN AUTOMOTIVE JOUR- 
NAL, 

Ingram reported that mechanic- 
training programs were being car- 
ried out in 16 high schools of the 
state, plus six vocational schools 
teaching that and other subjects. 

Jones, speaking on “The Part 
Industry Pays in Taxes,” pointed 
out that Alabama’s per capita in- 
come in 1929 was $324, but that in 
less than 30 years this had in- 
creased to $1,324, or nearly 50% 
faster growth than the national 
average. 

Max Fetty, advertising excutive 
and humorist from Baton Rouge, 
Ala., was the banquet speaker. 

Nelson, speaking on “Obso- 
lescence,” recommended jobbers 
“have a list of slow-moving items 
furnished you every week or bi- 
weekly so you can keep your coun- 
termen and salesmen informed.” 

Insist, he urged, “on factory men 
checking your stock at least twice 
a year and returning the slow 
movers.” 

(More Jobber News on page 119) 








the executive secretary. 


Carl Kennedy Heads Alabama Group 


Carl Kennedy of Motor Supply Co., Tuscaloosa, was elevated from 
vice-president to president of AWAA. (Photo was taken but the com- 
mercial photographer failed to produce the goods.) N. Gillis Cammack 
of Selma was elected vice-president and W. G. "Jake" Woolfolk of 
Montgomery was elected treasurer. John W. Rooney of Montgomery is 
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SERVICE and MAINTENANCE 














Keeping Proper Engine Temp 


N LONGER is it necessary that 
we keep them cool; we must 
let them get hotter than boiling, 
yet keep them from boiling. 

To do this, we must keep them 
under pressure. Whether it is a 
large V-8 or a small in-line 4, to 
operate efficiently they must be 
kept under pressure (Figs. 1 and 
2) 


To maintain proper engine tem- 


By E. M. LOWERY 
Technical Editor 


perature we should know what the 
engine cooling system does and 
how it works, because there is 
good business in cooling service. 

The cooling system does three 
main jobs. It promotes quick and 
even engine warm-up; maintains 
correct engine operating tempera- 
tures, regardless of driving and 
weather conditions, and prevents 
any build-up of heat at critical 
points. 

If the engine runs too hot, for 
example, moving parts will get 
scored due to excessive friction 
and heat from over-expansion. So, 
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maintaining proper operating tem- 
peratures is mighty important. 

If an engine runs too cold, the 
air-fuel mixture won’t burn com- 
pletely. Unburned fuel that gets 
by the piston rings will wash oil 
off the cylinder walls. This will 
lead to greater wear. 

Besides greater wear, the un- 
burned fuel—together with prod- 
ucts of combustion—will con- 
taminate the oil. Now, if the oil 
doesn’t get hot enough to vaporize 


this contamination — plus the 
water formed by condensation— 
the crankcase ventilating system 
can’t carry it off. As a result, 
sludge will form in the crank- 
case. This also prevents proper 
lubrication of the working parts. 

As you can see, then, when the 
cooling system functions properly 
and maintains an even, operating 
engine temperature, it’s a mighty 
important job. What’s more, it’s a 
big job, too. The cooling system 


Fig. 1—Pressure-testing the system for external leaks. 


SOUTHERN AUTOMOTIVE JOURNAL for JULY 1959 





Fig. 2—Pressure-testing the system for internal leaks. To make this 
test, put tester in place, start and run the engine. A rapid build-up 
of pressure indicates a blown head gasket, cracked head or block. 


carries away enough heat to warm 
an average six-room house in win- 
ter when it’s 0° outside. 

It’s easy to realize where all that 
engine heat comes from when you 
get acquainted with engine tem- 
peratures. Combustion chamber 
temperatures alone, for instance, 
get as high as 3,000 to 4,500° F. 
Exhaust valves turn cherry-red 
from the heat, and cylinder walls 
get as hot as 250 to 440°F. 

The excess engine heat is ef- 
fectively absorbed by the coolant 
flowing through the water jacket. 
By water jacket we mean the 
water passages around cylinders, 
valve seats, valve ports and com- 
bustion chambers. 

The water pump forces the 
heat-bearing coolant from the 
cylinder head into the upper part 
of the pump housing. Then the 
coolant goes through the thermo- 
stat housing and into the top tank 
of the radiator. The water pump 
keeps circulating the coolant 
through the system and moves up 
to 5,000 gallons in one hour. 


In the top tank of the radiator, 
the incoming coolant is distributed 
across the top of the radiator core. 
The baffle in the tank helps dis- 
tribute the coolant and keeps it 
from being splashed out of the 
filler neck. 

The hot coolant is channeled in- 
to the radiator core next. This con- 
sists of thin-walled water passages 
made of heat-conducting brass 
and copper and separated by air 
passages. Spreading the water out 
over a larger surface and letting 
air pass through the core gets the 
heat transferred to the outside air 
quickly. 

So, by the time the coolant 
reaches the bottom tank of the 
radiator, it’s cooler by several de- 
grees. From there, the water pump 
recirculates the cooled water 
through the engine passages so it 
can absorb more heat. 

As you probably know, the cool- 
ant circulates only when the en- 
gine runs. The fan and water 
pump both are run by the same 
fan belt driven by the crankshaft 
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pulley. In other words, the cooling 
system is like an endless conveyor 
belt. The coolant keeps on absorb- 
ing heat from the engine and car- 
ries it to the radiator where the 
excess heat is dumped into the 
outside air. 

The thermostat, basically, is a 
heat-operated valve. It restricts 
circulation of the coolant when 
the engine is cold. That promotes 
a quicker warm-up, which helps 
to save fuel. By remaining closed 
when the engine is cold, the 
thermostat keeps coolant circu- 
lating within the engine to pro- 
vide uniform warm-up. Those 
areas that tend to warm up faster 
are kept cool. Those areas that 
tend to warm up slowly are 
brought up to temperature quick- 
ly 


thermostat 


When the opens 


slightly, it permits some circula- 
tion through the radiator and pro- 
vides the necessary cooling for the 
particular operation at that time. 


Thermostat's “Boss” 


The controlling part of the 
thermostat is a metallic bellows 
partly filled with a liquid, and 
sealed in a partial vacuum. This 
vacuum holds the bellows com- 
pressed and the thermostat valve 
closed. As the engine warms up, 
rising coolant temperatures start 
to vaporize the liquid inside the 
bellows. This vaporization causes 
a pressure build-up inside the bel- 
lows. So, it expands and raises 
the valve off its seat. 

When the engine cools, then, the 
gas inside the bellows cools and 
the pressure inside is reduced. This 
contracts the bellows and closes 
the valve. 

There are two types of thermo- 
stats—a choke and a bypass. 

When closed, the choke thermo- 
stat prevents coolant flow to the 
radiator. But an internal bypass 
passage in the engine is always 
open. This permits coolant circu- 
lation through the water pump 
and back through the block. 

Some engines use the bypass 
thermostat. The main difference is 
that when the thermostat is fully 
open, the external bypass passage 
is closed off and all the coolant 
flows through the radiator. This 
happens, however, only when the 
thermostat is fully open. 

The radiator pressure cap is 
used to pressurize the cooling sys- 
tem. The cap has a spring which 
holds the pressure valve against 
its seat in the base of the filler 
neck. A rubber gasket is used to 
make the seal leakproof. An over- 
flow tube in the pressurized sys- 
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Fig. 3—Testing pressure cap. It must seal properly. 


tem is connected to the filler neck 
so it enters above the pressure 
valve on the cap. 

In addition to the pressure 
valve, there’s a vacuum relief 
valve. This is a small, weighted 
valve in the center of the pressure 
valve in the bottom of the cap. 
It seats against the rubber gasket. 
When there’s no pressure in the 
system, the weighted valve hangs 
down in the open position. This 
lets atmospheric pressure enter 
the system, especially when the 
ignition’s turned off and the sys- 
tem cools off. 

Without the vacuum relief valve, 
a partial vacuum would form in 
the cooling system when the cool- 
ant vapors condense. This could 
collapse the radiator hoses and the 
thin walls of the radiator core. 

Under ordinary driving condi- 
tions, there’s no pressure build-up 
in the cooling system. But driving 
in heavy traffic, extremely hot 
weather, or steep hill climbing is 
something else again. The tem- 
perature increases, the coolant ex- 
pands, and some vapor will form. 
This forces the vacuum relief valve 
to close and pressurize the system. 

Pressure, under severe operating 
conditions, will build up to about 
seven pounds. At that point it be- 
gins to overcome the force of 
spring pressure in the cap, and 
opens the pressure valve. When 
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pressure levels off to seven 
pounds, the cap closes again. 

On most cars equipped with air 
conditioning, a stronger spring is 
used in the cap so pressure can go 
up as high as 16 pounds per square 
inch. 

Any leaks in the cooling system, 
of course, will affect the efficiency 
of the pressure cap. So it pays to 
be on the alert for any signs of 
leakage. See Figs. 1, 2 and 3. 

But, right about now you may 
be wondering why it’s necessary to 
have a pressure cap—what the 
advantages are, for example. 

A pressurized cooling system 
provides a wider margin of safety 
between the ideal engine operating 
temperature and the boiling point 
of the coolant. Here’s how that 
works: 

We know that water, around 
sea level, will boil at 212°F. On a 
10,000’ mountain, water will boil 
at only 194°F., because atmos- 
pheric pressure is lower at that 
altitude. 


Now, the boiling point can be 
raised by putting water under a 
greater than atmospheric pres- 
sure. In fact, each pound of pres- 
sure raises the boiling point about 
, 

At sea level, then, seven pounds 
pressure in the system would raise 
the boiling point to 233°F. Atop 
the 10,000’ mountain, seven pounds 
pressure would raise the boiling 
point of the water to 215°F. 
That’s why the radiator on your 
car won't boil over when you 
drive up a mountain as high as 
Pike’s Peak. (14,128’ altitude). The 
pressure cap makes it possible by 
raising the boiling point. 

You can begin to see the reason 
for having a cap that will provide 
up to 16 pounds pressure on air- 
conditioned cars. As you well 
know, the condenser of the air- 
conditioning system sits up in front 
of the radiator. And, that the 
condenser is continually giving up 
heat units which it absorbed from 
the air inside the car. Therefore, 
the temperature of the air being 
pulled through the radiator core by 
the engine fan is higher than it 
would ordinarily be. 

It just stands to reason that the 
radiator can’t do as good a cooling 
job when the air drawn through 
it has been heated by radiation 
from the condenser. So, we main- 
tain the margin of safety by rais- 
ing the boiling point of the coolant 
even higher through the use of a 
stronger spring in the pressure cap. 

Caution: Always remove a pres- 
sure cap carefully. Just turn the 
cap part way - to the safety stop. 
That lets steam and hot air escape 
through the overflow tube. Then 
you can remove the cap safely and 
without danger of getting burned. 
Be especially cautious when re- 
moving that cap right after the 
engine stops running. That’s be- 
cause when the engine stops, 
circulation of coolant, as well as 
air, also stops. 

But, residual heat in the engine 
continues to be conducted to the 
coolant. That causes a rapid rise in 
coolant temperature which is often 
enough to boil the non-circulating 
coolant. So, again, remove a pres- 
sure cap cautiously and be safe. 








August: Electrical Units 


Tips on gas gauges and heater indicator units will be flow- 
ing next month from the pen of Technical Editor Lowery. 
Electrical sending and receiving units will get an airing. 
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Cooling system service: 

Filling the system: The best way 
to make sure the cooling system 
keeps doing its important job is by 
frequent checking. In short, keep 
a sharp eye out for leaks, and keep 
the system filled to its proper level. 
Whatever you do, don’t fill the 
radiator till it runs over. 

When the engine is cold, the 
coolant level should be at least 
11%4” below the base of the filler 
neck. This leaves room for expan- 
sion when the coolant warms up. 
If the coolant level is right up to 
the bottom of the filler neck, a 
good part of its goes right out the 
overflow pipe as it expands. 

Overfilling, incidentally, leads a 
lot of owners to think the system 
is leaking. They fail to realize that 
it’s possible to lose up to 1% pints 
of coolant when the radiator is 
overfilled. 

Draining, cleaning, reverse- 
flushing and refilling the system: 

Dirt and rust are great enemies 
of the cooling system. They not 
only cut down its efficiency, but 
they can clog the radiator and re- 
strict circulation. 

So check the color and feel of 
the coolant. If it looks rusty and 
you can feel heavy particles in 
suspension, chances are the system 
should be cleaned. But even this 
check isn’t always reliable. It’s far 
better to clean and flush the sys- 
tem twice a year - every spring 
and fall - and then you'll be sure 
the system is clean. 

Keep in mind that anti-freeze 


solutions are good for only one 
year. That’s because the inhibitors 
used in the solution lose their ef- 
fectiveness. So, even though a 
hydrometer shows the solution will 
protect against freeze-up, there’s 
no way to check the strength of the 
rust and corrosion protection. It 
pays, therefore, to drain the anti- 
freeze in the spring, clean the sys- 
tem and add rust and corrosion in- 
hibitors to the new solution. 

Draining and cleaning: If the 
system’s coolant is rusty or con- 
taminated, drain it before adding 
fresh coolant. 

Next, refill the cooling system 
with fresh water and add the con- 
tents of one can of cleaner. 

Caution: Handle this cleaner 
with care as it can burn your skin, 
clothing, or damage the car finish. 
Wash off any stray splash prompt- 
ly with water. 

Install the radiator cap and run 
the engine at a fast-idle speed for 
30 to 45 minutes. Partially cover 
the radiator to raise the tempera- 
ture to 180-190°F. Idling the 
engine with no load won’t heat 
the coolant enough to do a good 
cleaning job. The thermostat must 
be open and the solution hot 
enough for best results. 

After this, stop the engine, open 
all drain cocks and completely 
drain the system. Then close the 
drain cocks and refill with clean, 
soft water. Hard water will form 
lime deposits and scale. Add a 
neutralizer, or conditioner. It’s 
used to neutralize any acids still 


-. and this wrench, sir, gets at those impossible places.” 
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present from the cleaner. 

Run the engine another ten 
minutes and then drain the system. 
Leave the drain cocks open and 
flush with clean water. 

Close the drain cocks next. Re- 
fill with clean, soft water and add 
rust inhibitor, for protection from 
rust and corrosion. 

Reverse-flushing the system: 
Reverse-flushing will loosen and 
remove rust, scale and sediment 
more thoroughly than ordinary 
flushing. 't is accomplished by 
forcing air and water through the 
system in a direction opposite that 
of the normal flow of coolant. 
Here’s how it is done: 

Disconnect the hose from the 
radiator inlet, connect a long sec- 
tion of drain hose to the radiator 
inlet fitting. This hose should be 
long enough to extend outside the 
engine compartment so water can 
drain free of the car. 


Make Sure of Flow 


Disconnect the radiator outlet 
hose from the water pump housing 
and insert the flushing gun in the 
hose. Make sure the water will 
flow through the radiator before 
you apply normal water pressure. 
With water flowing through the 
core, apply short bursts of air 
pressure into the stream to remove 
any sediment. 

Caution: Excessive water or air 
pressure may damage the core 
when the flushing gun is used. So 
be sure water will flow through 
the core before applying air pres- 
sure. 

Reverse-flushing the cylinder 
block: On some six-cylinder en- 
gines, if the block is badly clogged 
with rust and scale, remove the 
water distribution tube before 
reverse-flushing the block. If you 
don’t, sediment in the block can 
plug the tube and its slots. 

To remove the distribution tube, 
remove the radiator and water 
pump first. Use a special puller to 
draw the tube from the block. 
When you reinstall the tube, be 
sure the slots are up, and the tube 
is far enough in to permit the 
water pump to seat properly 
against the block. 

Remove the thermostat. Connect 
a piece of hose to the water pump 
inlet, long enough to extend be- 
yond the engine compartment. 
Connect the radiator inlet hose to 
the thermostat housing and insert 
the flushing gun. Force the water 
and air pressure through the block 
until the water runs clean. Close 
drain cocks and then fill the cool- 
ing system. 

















issolving Paint Knots 


By E. M. LOWERY 
Technical Editor 


scab how to use a spray 
gun is not the only require- 
ment necessary to “turn out” a 
quality paint job, whether it be a 
“spot” or an “all-over.” 

There are numerous abnormal 
paint conditions and it is very im- 
portant to know how to identify 
each of them correctly so that the 
proper corrective procedure may 
be followed. The best spray gun 
technique can’t cover up im- 
properly prepared surfaces and 
produce top quality. 

Following are some of the ab- 
normal conditions that may be en- 
countered, along with the _ indi- 
cated corrective procedure to be 
followed: 


Blistering: 


Blistering is the formation of 
bubbles or pin points on the sur- 
face of the finished work. Unless 
inspected by a magnifying glass, 
this condition is very hard to 
identify. In some instances this 
complaint may be confused with 
dirt in the paint. 

To verify this condition, prick 
the suspected areas and note 
whether a hole exists under the 
bubble. This condition is caused by 
rust, moisture or oil between the 
coats, metal not properly cleaned 
or uneven temperatures between 
the metal and the paint being 
sprayed. Use procedure 1 as set 
forth later. 

Bronzing: 

Bronzing is a type of film cast 

over the original paint, resulting 


in a bronze effect. Use procedure 
3. 


Checking: 


“Line checking” has the appear- 
ance of thin, straight lines criss- 
crossing each other. These lines 
may be from one-half inch to four 
inches, or longer, increasing in 
length as the finish ages. Use pro- 
cedure 2. 


Chipping and Stone Bruises: 


Chipping occurs when the sur- 
face of the finish coat of paint has 
been broken by a sharp blow and 
small particles of paint have 


flaked _ off. 
bruises result in 
procedure 2. 


stone 


Use 


Frequently 
chipping. 


Color Change: 

This may be identified by one 
panel changing color more quick- 
ly than another panel and is usual- 
ly due to repainting of individual 
panels in repair. Use procedure 2. 
Cracking: 

Cracking is evidenced by the 
paint curling. Frequently cracking 
starts at the edge of a panel. This 
is caused by poor mixing of the 
paint, or by temperature changes 
during the various painting stages. 
Use procedure 1. 

Crow Footing: 

Crow footing may be described 
as small lines branching off from 
a point in all directions and giving 
the appearance of a crow’s foot. 
Crow footing is usually caused by 
spraying a second coat before the 
first coat is dry, by spraying ex- 
cessively thick, or by thinners 


A quality job requires more than just spray gun technique. 
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which evaporate too fast. Use 


procedure 1 or 2. 
Dirt in Paint: 


Patches where dirt appears 
should be sanded smooth and re- 
finished. In most cases, removal of 
the dirt can be accomplished with- 
out having to sand down to the 
primer coat of paint. It is possible 
to confuse this condition with 
blistering. To verify this condi- 
tion, prick the suspected areas and 
note whether there is foreign ma- 
terial under the surface. Use pro- 
cedure 2. 


Mildew: 


Mildew growth is most com- 
monly found in a very dark gray 
or black color and occurs along 
radial lines. Use procedure 3, and 
if this does not correct the condi- 
tion, use procedure 2. 


Off-Color: 


The term “off-color” is applied 
to adjacent areas on which the 
colors do not match. It may also 
appear when making spot repairs. 
Use procedure 2. 


Orange Peel: 


Orange peel is a term used to 
describe an uneven, mottled ap- 
pearance on the paint surface. This 
is usually caused by improper 
thinning of the paint. Use pro- 
cedure 3. 


Overspray: 


Overspray is evidenced by a 
rough, dull finish of the area sur- 
rounding the paint repair. Lightly 
sand out the overspray and apply 
a properly thinned finish coat. Use 
procedure 3. 


Peeling 


Peeling occurs when large areas 
of the enamel or primer coat 
separate from the metal or prime 
coat. This is usually caused by 
wax, grease, rust or oil under the 
paint. Do not confuse this with 
“Orange Peel.” Use procedure 1. 


Pits and Craters: 


Pits and craters may be identi- 
fied by the appearance of small, 
round depressions in the paint. 
These may be caused by not allow- 
ing the first coat to dry sufficient- 
ly before applying the second coat 
or from failure to remove silicone 
polishes before repainting. Use 
procedure 2. 


Primer Shows: 


The primer will show through 
the finish coat as a result of an 


Without artificial drying, rushing two tones means trouble. 


excessively thin color coat, or ap- 
plication of the color coat before 
the surface is dry. 

When this condition exists, clean 
the surface and spray two finish 
coats of paint over the affected 
area. Use procedure 2. 


Runs, Sags and Wrinkles: 


The uneven collections of paint 
on the finished surface are re- 
ferred to as runs or sags. The col- 
lections may appear in the form 
of tear drops or sagging lines. 
Usually these lines are quite soft 
and sometimes they may be 
wrinkled. This is usually caused 
by over-application of paint or 
hesitation in the stroke of the gun. 
Use procedure 2. 


Scratches: 


Scratches are thin marks or 
tears that may partially or com- 
pletely penetrate the surface of the 
finish coat of paint. 

Correction of scratches is de- 
pendent on their depth. A very 
light scratch can usually be re- 
moved by application of a rubbing 
compound. Where the penetration 
is very deep, remove the paint 
from the surrounding area and re- 
finish. Use procedure 2. 


Spot Discoloration: , 

This is evidenced by brown 
spots or stains on the surface. 
Stains or spots can be caused by 
road tar, acid or alkali-bearing 
water from the streets. Use pro- 
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cedure 3, and if this does not cor- 
rect the condition, use procedure 
2. 


Water Spotting: 


Water spotting is evidenced by 
a milky pattern where water 
drops have fallen. Use procedure 
3, and if this does not correct the 
condition, use procedure 2. 


Paint Repair Procedures for 
Enamel Finishes: 


When refinishing part or all of 
a car, baking enamel or air dry 
enamel should be used. Baking 
enamel is preferred if drying 
facilities are available. 

Use of lacquer paint for spot re- 
finishing will usually prove un- 
satisfactory. Even though the color 
is matched precisely, lacquer 
paint has a different sheet than 
enamel and the spot will invari- 
ably show. Even if the spot were 
good enough to pass initial inspec- 
tion, it would show up in a few 
months because lacquer has a dif- 
ferent oxidation rate than enamel. 

Spot refinishing with enamel re- 
quired a high degree of skill to 
produce an acceptable job. Enamel 
does not lend itself readily to rub- 
bing out with compound; there- 
fore it is very difficult to blend 
the new paint with the old. Usual- 
ly the best course to follow is to 
paint the entire panel. 

When attempting to match col- 
ors on finishes that may be slight- 
ly faded, polish a small area near 











August: '59 Chevy Rear Body Glass 


Next month Ed Lowery will detail removal and installation 
of the 1959 Chevrolet's new wrap-around rear body glass. 
Step-by-step procedures will be outlined for your shop. 








the damaged section. Wet the 
polished area with water so it will 
more closely resemble the gloss of 
the wet enamel to be tinted. Then 
make small “brush outs” or “spray 
outs” on the damaged section to 
compare color. Use light or dark 
enamel tint bases as may be re- 
quired to obtain the desired color 
match. 

If there is any doubt about the 
type of paint on a particular car, 
dip a finger in lacquer thinner and 
rub it on a small area. If the 
finish rubs off easily and starts 
to dissolve, it is lacquer. If it does 
not, it is most likely enamel. Some 
of the newer lacquer paints leave 
an insoluble outer skin. Reveal the 
under surface by carefully sand- 
ing, and use the lacquer thinner 
test. 


Paint Application 


Heavy coats of enamel should 
be avoided. One mist coat followed 
by one heavier coat will usually 
be sufficient to provide good cover- 
age. One coat of enamel is equiva- 
lent in film thickness to several 
coats of lacquer. One coat con- 
sists of a right and left movement 
of the spray gun, not just move- 
ment of the gun simply in one di- 
rection. 

When enamel is sprayed, the 
gun should be held eight to 12” 
from the surface. Move the gun 
parallel to the surface and not in 
an are. Do not tilt the gun or 
“fan” it. 


Repair Procedure 1 

Refinishing 
panel: 

If the complete car is to be 
painted, remove the windshield 
wiper arms and cover the front 
and rear bumpers, all exterior 
moldings, all plastic ornaments, 
windshield wiper brackets, 
weatherstrips, etc., with masking 
tape. Acetate-fiber, clear tape is 
recommended where liquid paint 
strippers are used. 

Remove all damaged paint from 
the exterior surfaces of the body 
by sand blasting, shot blasting, 
disc grinding or liquid stripping. If 


complete car or 
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liquid stripper is used, carefully 
follow the supplier’s instructions. 

After the paint has been re- 
moved, wash off any accumulation 
of surplus material. 

If the paint was removed with 
liquid stripper, carefully follow 
the supplier’s instructions for 
neutralization of any excess ma- 
terial. 

Prepare metal. Apply metal 
conditioner to all areas from 
which the paint was removed. 
Avoid using an excessive amount 
and carefully follow the supplier’s 
instructions. Before applying the 
paint, remove all remaining traces 
of metal conditioner according to 
the supplier’s instructions. The 
metal must be properly prepared 
before prime and color coats are 
applied. 

Apply prime surfacer. Remove 
any dust from the surfaces with 
clean tack cloths. Do not touch 
the metal with bare hands. The re- 
sult is an oily film and poor paint 
adhesion. 

Spot-glaze any bad metal with 
a suitable glazing putty. Wipe the 
area with a tack cloth and spray 
two coats of sanding-type primer 
in accordance with the supplier’s 
recommendations. 

After the primer has dried as 
specified, lightly scuff-sand the 
primer to remove dirt and over- 
spray. 

Spray a final, wet, double coat 
of synthetic primer surfacer and 
allow to dry according to the sup- 
plier’s recommendations. 

Apply finish coat. Water-sand 
the surface with No. 360 sand- 
paper. Avoid cutting through to 
the bare metal. Rinse well, blow 
off all water from seams, cracks, 
etc., and dry thoroughly. 

Wipe the work with a _ tack 
cloth and spray one mist and one 
wet finishing coat of paint. Follow 
the supplier’s instructions careful- 
ly. 

The car is now ready for what- 
ever drying process is available. 

Remove the masking tape and 
carefully touch up any portions 
missed by the spray. 

When the job is entirely dry, 
install the hardware, etc. 


Repair Procedure 2 


Spot repairing: 

The end result of spot repairing 
depends upon the skill and knowl- 
edge of the operator doing the re- 
pair. In most cases a more satis- 
factory repair may be obtained by 
finishing the complete panel in- 
volved. 

Remove paint. Before sanding 
the surfaces to be painted, use a 
good wax and grease remover to 
eliminate all traces of wax, polish 
and grease. Dry the panel with 
a clean cloth. If the car has been 
polished with a wax or polish con- 
taining silicone, remove the sili- 
cone base as instructed under 
“Removal of Silicone Polishes.” 

Featheredge any broken spots 
with coarse sandpaper. Treat any 
rusty metal with a metal condi- 
tioner. Follow the supplier’s in- 
structions for removal of any re- 
maining traces of conditioner. 

Apply primer surfacer. Spot- 
spray bare and feathered edges 
with primer surfacer, reduced ac- 
cording to the supplier’s recom- 
mendations. Permit each coat to 
become dull (after all thinner has 
dried off) before applying addi- 
tional coats. Before sanding, allow 
the final coat to dry for the 
length of time specified by the 
supplier. Sand the primer surfacer 
according to recommendations. If 
any imperfections. still show, 
smooth out with spot glazing put- 
ty. Allow the putty to dry for the 
length of time specified, and sand 
the same as primer surfacer. 

Sand the patches and the entire 
panel to remove scratches in the 
old finish and overspray. Wipe 
clean, using a cloth dampened 
with enamel thinner. 

Spray the area to be painted 
with one medium coat of a sealer, 
reduced according to the supplier’s 
instructions. Allow to dry for the 
length of time specified and, if 
necessary, scuff lightly with fine 
sandpaper to remove nibs. 

Wipe the area with a tack cloth 
and spray one mist and one wet 
finishing coat of paint according 
to the supplier’s recommendations. 

Remove the masking tape, etc., 
and allow the paint to dry accord- 
ing to the supplier’s recommenda- 
tions. 


Removal of Silicone Polishes: 


All traces of wax and polish 
containing silicone must be re- 
moved from the painted surfaces 
before refinishing. Any paint sur- 
face suspected of having been 
treated with these substances 
should be tested as follows: 
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TONING! 
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“SCOTCH” Brand 
Masking Tape goes on 
easier, makes quick work of 
tough masking jobs. Instant- 
grab adhesive holds tightly to 
give clean, sharp separation 
without paint “‘bleed”’ or creep- 
under. Strips off clean. Leaves 
no jagged edge...no messy 
adhesive residue. 


“Scorcn” is a registere 
St. Paul 6, Minr 


New Formula “SCOTCH” Brand Masking Tape 
is the surest, fastest way to turn out top-notch two- 
tone and over-all paint jobs! Order a supply of this 
new improved tape from your jobber today! 


3M Automotive Products 





PMiienesora (finine ano (ffanuracturine company 


eos WHERE RESEARCH IS THE KEY TO TOMORROW 
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Spray enamel of any color on a 
small vertical area of the car that 
is to be refinished. If “fish eyes” 
or craters form on the surface of 
the sprayed area, silicone polish 
has been used. 

The following procedure for re- 
moving silicone polishes from 
painted surfaces is recommended: 

1.—Using clean cloths saturated 
with a known brand of silicone re- 
mover or good enamel thinner, 
wash off the area to be painted. 
Before the solution has a chance 
to dry, wipe off with clean, dry 
cloths, changing these frequently. 
Do not re-use these cloths any- 
where in the shop, but dispose of 
them immediately. If the silicone 
residue gets on any refinished 
surface, “fish eyes” will result 
when the area is painted. 

2.—Wet-sand the area with No. 
320 sandpaper, wash with water 
and dry off. 

3.—Saturate clean cloths with a 
silicone remover or a good enamel 
thinner and wipe off the entire 
sanded area. 

4.—Change to dry, clean cloths 
and remove any excess solution. 
Be sure that all accumulated polish 
is removed from crevices of drip 
rails, doors, molding, etc. 

The importance of keeping the 
paint shop clean and free from the 
silicone materials on cloths, cloth- 
ing or spray equipment cannot be 
over-emphasized. Do not use a 
spray gun to spray refinishing ma- 
terials after it has been used to 
apply silicone polishes. Make sure 
that refinishing work is not done 
near an area where silicone or wax 
polishes are applied. 


Repair Procedure 3 


Polishing: 

In cases where the paint condi- 
tion calls for repair procedure 3, 
apply polish to the affected area 
as directed on the container. 

A few final points: 

For best results, 

1.—Always use the best quality 
paint and thinner (enamel or 
lacquer). 

2.—Use the thinner as recom- 
mended by the manufacturer and 
follow instructions. 

3.—Unless artificial drying fa- 
cilities are available, don’t rush 
a two- or three-tone job. If it’s air 
dry, allow sufficient time between 
colors. 

4.—When in trouble, call your 
paint specialty jobber. 

There’s some real profit to be 
made out of this business, but 
knowhow for the best job is an 
essential element. 


54 


How to Correct Noise 
In Dodge Fuel Tank 


_— Division has issued this 
service bulletin: 

Should you encounter a com- 
plaint on a Suburban of a drum- 
ming noise which appears to 
emanate from the fuel tank, the 
noise could be caused by the tank 
gauge float hitting the tank. 

This condition has been cor- 
rected by shortening the float arm 
one inch. The new gauge is avail- 
able through MoPar under P/N 
2096498. 

If you find it necessary to re- 
place or check out a tank unit 
gauge on a Suburban, you can de- 
termine whether or not you have 
the new gauge by measuring the 
clearance between the float and 
the right angle of the suction tube. 
The original float arm had ap- 
proximately 4” clearance and the 
new gauge has approximately 114” 
clearance. 

The part number listed in this 
bulletin is stock class code “‘P”’. 


Plymouth Offers Bulletin 
On Torsion-Aire Noise 


gee ee Division has issued 
this service bulletin: 

A slight rattling noise in the 
constant level Torsion-Aire com- 
pressor may be caused by exces- 
sive end float of the compressor 
crankshaft. However, a_ certain 
amount of crankshaft end clear- 
ance is required to provide safe 
operating tolerance under all com- 
pressor temperature conditions. 

If a compressor noise should be 
encountered, service package, part 
No. 2084466, is available to mini- 
mize crankshaft end motion, thus 
any noise which could result from 
the “fore and aft” movement of 
the compressor crankshaft. 

Package installation is perform- 
ed as follows: 

1.—Remove compressor assem- 
bly from the engine. 

2.—Remove rear cover plate. 
Remove base plate only if neces- 
sary for access to rear cover plate. 
Remove old oil inlet connector 
from rear cover plate and install 
recessed connector supplied with 
package. Tighten to 130 in. Ibs. 

3.—Remove plug from end of 
crankshaft with tapping screw 
supplied with package. 

4—Set 11/64” steel ball in 
chamfer at end of crankshaft. Ball 
may be held in place with a small 
amount of heavy grease or vase- 
line if necessary. 


5.—Install spring in recessed 


end of oil inlet connector. 

6.—Use new gasket supplied 
with package and install rear cov- 
er plate on compressor with spring 
seated on steel ball. Tighten cap 
screws to 35 in. lbs. 


Filling Gasoline Tank 
On Lark Models 


trp nag wear Corp. has 
issued the following service bul- 
letin on gasoline tank filling where 
variations in the level of the car is 
due to loading or the surface upon 
which car is standing at the time 
tank is filled: 

Because of these variations it is 
not always possible to completely 
fill the tank with fuel and expel 
all of the air. Under certain at- 
mospheric conditions and parking 
conditions the expansion of the air 
that is trapped in the tank may 
cause some of the gasoline to be 
forced out through the filler pipe. 

To assure that the filler pipe is 
always the highest point, under 
any reasonably level conditions, 
spacers have been added in pro- 
duction to the left side tank brack- 
ets to lower the left side of the 
tank. These spacers can be in- 
stalled on previously produced 
cars. The parts required are: 

1 1544141 spacer — installed 
between gas tank and left front 
hangar. 

*1 1549453 spacer — installed 
between gas tank and left rear 
hangar. 

2 G-181374 bolt **. 

2 G-103026 nut. 

2 G-103321 lock washer. 

* Spacer, part No. 1549453, is a 
new part and will not be available 
for several weeks from parts depot 
stock. In the meantime, spacer, 
part No. 1544141, can be substi- 
tuted and used by reducing its 
length to 9/16”. The spacer lengths 
are: part No. 1544141 25/32”: 
part No. 154943 — 9/16”. 

**On cars with dual exhaust, 
both bolts must be installed up- 
ward and a plain washer used un- 
der the lock washer. 


Adjusting Dodge Roof 
Rail Weatherstrip 


ODGE Division has issued the 
following service bulletin on 
adjusting roof rail weatherstrip: 
To insure good sealing at the 
roof rail weatherstrip, the top of 
the front and rear door glass and 
the vent wing frame should be in 
firm contact with the inner and 
outer lip of the weatherstrip. On 
(Continued on page 66) 
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-..- success is due to having 
Commercial Credit as a partner” 


says PAUL W. HOTALING, 
Ford-Mercury dealer, Sidney, New York 


“We selected a finance connection the way you would a business 
partner. We made a careful study of the available plans and picked 
ComMMERCIAL Crepit because it seemed to have more of the features 
we wanted. Fourteen years later we can say that much of our success 
is due to having COMMERCIAL CREDIT as a partner. Having full control 
of financing is a distinct asset, and being able to work exclusively 
with one source cuts out a lot of wasted motion. COMMERCIAL 
CREDIT’s training program is a great help in recharging our sales- 


men’s enthusiasm.” 


Se age 
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2 Pall 
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Commercial Credit dealers 
are successful dealers 





Write or call the nearest CommerciAL Crepir CoRPORATION 
office for complete information on the benefits of ComMERCIAL 
CrepIT PLAN. Why not do it, today? 


NE ter A service offered through subsidiaries of the 

OM ERCIA i Commercial Credit Company, Baltimore . . . Capital 

*( ' t and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 





1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 
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A—Powerglide 9, Turboglide 4. 

B—Loft prefer 54. Right prefer 0. 

C—Power steering +4 to +. 
Manual +4 to +4. 


ABBREVIATIONS 


D—One 332 cubic inches and 
one 361 cubic inches. 
|—Valve-in-head. 
L—1-head. 
With Air Ride —1°. ‘16° greater on driver's side, 
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ONLY TEXACO GIVES ITS DEALERS 
NATIONAL TOURING PROMOTIONS LIKE THIS! 


THE BIGGEST NATIONAL PETROLEUM ADVERTISEMENT EVER PUBLISHED— 
BRINGING MOTORISTS INTO TEXACO DEALERS DURING THE HEAVY SELLING SEASON! 


FREE BOOKLET! This year, Texaco 
Dealers have another exclusive Summer 
traffic-builder! It’s a 16-page booklet— 
all about Old Glory—and historic sites all 
over America— places to go with Texaco! 
Here you see it as part of the 18-page 
color ad in LIFE Magazine. It’s also 
offered in color spreads in Look, Satur- 
day Evening Post and American Legion 
Magazine. 

It’s another big way of saying Tour 
with Texaco. It’s part of the biggest-ever, 
all-out campaign to build touring busi- 
ness for Texaco Dealers! This booklet is 
offered free at Texaco Dealers every- 
where! It’s a traffic-builder that means 
profitable, all-Summer business. In 
addition to the magazines, this powerful 
Summer promotion includes: 


TV AND RADIO! The campaign got off to 


SOUTHERN AUTOMOTIVE JOURNAL for July 1959 


a rocket-start with the TV Spectacular, 
“Holiday U.S. A.” Followed up by Amer- 
ica’s No. 1 news program 
Huntley-Brinkley Report, now on the air 
every week, 5 nights a week. Backed up 
by ‘round-the-clock TV and radio spots. 
BOOKLET DISPENSER! A special display 
carton for the booklets millions of Amer- 


Texaco 


icans are asking for and will receive, free. 
WINDOW STREAMERS! Colorful, com- 
pelling, hard-selling station stoppers. 
ROAD ATLAS! Another exclusive traffic- 
builder for Texaco Dealers. Millions 
already distributed of this 48-page road 
map atlas in full color. 

LOCAL ADS! Newspaper, TV and radio 
advertising prepared for Texaco Dealers, 
Consignees and Distributors to tie in with 
the big touring promotion. 





Teraee on brine 
the story of 
our flag and 

how to 
Jour historic 
America 


A SOLID FUTURE is one of the advan- 
tages of being a Texaco Dealer or Dis- 
tributor. There may be an opportunity 
send this coupon to 
Sales Manager, Texaco Inc., 135 E. 42nd 


St., New York 17, N. Y. 


for you. Investigate 


I would like to get complete informa 
tion about the possibility of teaming up 
[] Dealer, [J Con 


(Please check) 


with Texaco as a 
signee, [] Distributor 


NAME 
STREET 


CITY 


TEXACO Ge) 


Want more facts? Use Reader Service Card Page 97 
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ELECTRICAL TUNE-UP FUEL SYSTEM 
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19-23 | tde 24-28@3500 15@8.5” U RP | 34-414 | Au | Au | 16bte 



































EVROLET : i 
CHEVROLET 8 (283-cubic-inch V-8)__- ‘ : 19-23 | 4bte | 750 15@15.5” | 53N Ca-RP | 54-614 12l4bte 
OHEVROLET 8 (348-cubic-inch V-8 : 19-23 | 4bte : 15 15.5” | 53N | Ca-RP | 54-64 18l4bte 
CHEVROLET Corvette. ....... ‘ 19-23 4bte 15.5” 


53N | Ca | 54-634 | | 124gbte 
CHRYSLER Windsor. dala 7 17- = 10bte 13-17@4700 19-25@ 16.4” 15bte 
CHRYSLER Sar ; 7 70N } 
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MERCURY Montelaic & Park Lane_... 5 ; 29.5@4000 ) 22btc 
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PLYMOUTH 6 Savoy and Belvedere ____ 7 2. Sbte_ 15-19@3600 16-21@16” ) > 7 12bte 
PLYMOUTH 8 Savoy, Belvedere and 

10bte 5 16-20@4600 24-29. 5@16” 6-7 17bte 
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PLY 7 7. 5bte 17-21@4000 23-29@18.2” » 6-7 2btc 
PONTIAC Catalina. K 6bte 33-38 20@2900 19@13.5” ’ 54-614 22bte 
PONTIAC Star Chief and Bonneville. . .. 6btc 33-38 20@2900 19@13.5” ‘a 54-614 30bte 
RAMBLER A American 8-3: 9 | 3bte 16@4000 13@11” ) Ca 10bte 
RAMBLER 6 aaa 5bte 24@4200 23.5@17” ) Ho | ‘ 12. 5bte 
tde y 38@4000 25.5@15” ) Ho | 12. 5bte 
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STUDEBAKER Lark 6 20 8 7- 2bte 3% 14@2800 18@12” D Ca $514 | 18¢ | 18¢ | 15bte 
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STUDEBAKER Siiver Hawk 6 y 3 2 2bte x 14@2800 50N Ca 34-51% | 18e | 18¢ | 15btc 
STUDEBAKER Silver Hawk 8 8 23 | dbte 3 24@2400 ; St_| 354-534 |25-27e 25-27¢ _Ibte 










































































ABBREVIATIONS 


1—ée greater on driver's side. CsP—Crankshaft pulley. FW—Flywheel. tdc—Top dead center. 
atdc—After top dead center D—Ford or Holley. H—Holley. VD—Vibration damper. 
Au—Automatic. E—Std. Trans. premium fuel 3°btc. N—Negative. W—3°bte Std. or O.D. Trans. 
BB—Bal. and Bal. Auto, Trans. premium fuel 6° to 10°btc. RP—Rochester Products. 6° bte Automatic Trans. 
btc—Before top center. F—Premium fuel 5° to 10° btc. St—Stromberg. —"Q” engine 7.5°btc. 
e—Cold. With 361-cu.-in. engine ,Std. Trans, 3° to 10°btc. T—4° bte Std. or O.D. Trans. 

Ca—Carter. With Auto. Trans. 6° to 10°btc. 6° Automatic Trans. 
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Increase PROFITS . . . Build Customer GOODWILL 
... With Nationally Advertised MILESMASTER 


TRULY 
Regulates 
Pressure! 
SWAY } 


FUEL PRESSURE REGULATOR 4 


TRULY Traps 
Metallic 
Impurities ! 
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I 
~~ PREVENTS VAPOR LOCK 


Ml 4 
a/ SAVES UP TO 20°, ON GAS | + 
a/ PREVENTS FLOODING AND x 
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“/ PREVENTS ROUGH IDLING . . 


*£95 =~, >> 
a/ PREVENTS JERKY ACCELERATION 


VTE AT AL SES NOW AVAILABLE 
ea Snail Milian THE NEW MiLtesMAstTER’ 1.5 
ore and more automotive engineering author- 


re # VOLKSWAGEN + RENAULT * ENGLISH FORD * METROPOLITAN etc. 
ities are recommending the use of true fuel 

pressure regulators. That’s why it pays to sell Our popular TRUTH Pamphlet is now available 
the nationally advertised leader in true fuel free for your mailings and counter display. Mail 
pressure regulators... MILESMASTER! coupon for details and free copy! 


—. - 
2 Es 
a 





























ANOTHER SCOOP! NEW FD/ IT. KITS! 


This New FUEL LINE FITTINGS and PARTS KIT SAVES 50% ON FITTINGS 


SAVES MORE ON TIME! GET STYRENE CASE FREE! | a 
YOU BUY ‘oe 

Now you never need lose a sale because you don’t have 

fittings in stock. Here are all the fittings you need for 

all popular makes and models...no more wasting time 

looking for fittings. Each fitting immediately identified 

by letter, ready for instant use... packed in a durable, 

clear styrene plastic case. A complete Kit priced at 

less than half what you would normally pay for fit- 

tings alone. Mail coupon for Index and Data Sheet! 


For Fleets + Car Dealers + Service Stations + Garages 
ce 











MILESMASTER, INC. 


; Dept. 18, 1550 E. 74th Place 
ie Chicago 19, Illinois 
—_— Send sample TRUTH Pamphier 
\f ’ and details on how | con get 
te a supply for my use. 
+ he Send details on specially priced 
= RediFit Kits 


NAME 
ADDRESS 
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DOES IT PAY TO BUY CHEAP LININGS? 


replacement brake lining. You, as a 


It’s a little late to ask. The question 
of the moment is “‘who’ll notify his 
family?” This same fate is tempted by 
every motorist who drives a car 
equipped with “‘bargain’’ replace- 
ment brake lining poor stuff, 
which the maker would like you to 
think is “just as good”? as brand- 
name lining made by a reputable 
manufacturer. 

Inferior lining is poor stuff, indeed. 
Put it on a car and it fails unpredict- 
ably—sometimes when you least ex- 
pect it to. In a “panic” stop the 
driver may have good reason for 
panic ... no brakes. It’s no wonder, 
considering the poor grade of mate- 
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rials and even poorer workmanship 
which go into the making of “‘bar- 
gain” lining. It can be sold cheaply 
because it costs practically nothing 
to make. 

Unfortunately, it /ooks much the 
same as good lining. It would take an 
experienced brake lining engineer to 
spot the difference on sight. But the 
hidden difference is there. This 
deliberate resemblance to top quality 
lining is the reason why it’s easy to 
be misled into buying it as a good 
quality product. 

As a reputable manufacturer, we 
are doing what we can to warn the 
trade about the dangers of inferior 


jobber, dealer, or re-builder, can do 


your part to protect the public and 
your own reputation by handling 
only brand-name lining . . . such as 
that made by Bendix or one of the 
other reputable manufacturers. 

Remember this: Automobile and 
truck manufacturers go to great 
lengths to protect their customers 
by installing only brake linings 
made by responsible people. These 
linings must meet or exceed high 
standards of performance. As a 
matter of record, Bendix linings are 
used on more new vehicles than 
any other brand. 
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It takes more than a bucket 
and a kitchen stove to 
manufacture quality brake lining 


A MODERN BRAKE lining plant utilizes modern equipment —like 
this conveyorized brake lining cure oven at Bendix-Eclipse—to 
help assure the kind of product quality that means long lining 
life and top-grade performance. 


HUGE HYDRAULIC PRESSES are further examples of the modern 
equipment at Bendix-Eclipse*. Used for transforming dry mix 
briquettes into molded linings. * TRADEMARK 


FULLY CONTROLLED PRODUCTION of the various resins required for high-temperature-resistant friction 
materials is obtained through these resin reaction kettles. Bendix is one of the few lining manufacturers 
making its own resins—an important factor in maintaining quality control of raw materials. 


BRAKE “FADE” is a sure sign of 
lining weakness. To guard against 
it, one Bendix-Eclipse test puts the 
lining through a series of “panic” 
stops at high speeds. Excessive fade 
renders that lining unsuitable for 
market. 


BENDIX-ECLIPSE 


Marshall-Eclipse Division Condix” 


Troy, New York 
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Readers are invited to contribute to— SHOP TALK. ' 





REAL COOL SALESMEN? 


Wanta improve your salesman’s 
efficiency? Try air-conditioning 
his car. 

At least that’s a conclusion 
drawn by du Pont Co. from ob- 
serving a detailed survey among 
nearly 400 of its own salesmen 


who have been assigned mechan- 
ically cooled cars in which 92% 
indicated they felt the climate con- 
trol helped them do a better job 
on customer calls. 

Less fatigue, improved personal 
appearance, greater’ alertness, 
comfort and a “more relaxed, 
better disposition” were the bene- 








ACME 
RUBBER 
VALVES 


¢ 
" t 23— 


ACME 





*USE ANY STANDARD GOOD 
QUALITY RUBBER SOLVENT. 
No special brand is required. 


ALSO AVAILABLE: 


ACME AIR APPLIANCE CO., INC. 


205 NEWMAN STREET e HACKENSACK, N. J. 


*« LIWe..- 
COMPLET 
including the NEW TR-13 
for the 14" tube. 


TRACTOR VALVE 
Short Stem Length |-27/32". 


Equipped with No. 208 Removable 
Core Housing and Valve Core and 
Valve Cap. 





%* Complete Line of Rubber Covered 
Tubeless Tire Snap-in Valves. 


*& Straight Clamp-in type. 
*% Truck Tubeless Tire Valves. 
* Brass Convertible Repair Valves. 


Write today for our complete catalog 
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A column of informal 

comments about the 

automotive trade and 
its problems 





fits most often mentioned by the 
salesmen-drivers. 

Other advantages mentioned in- 
cluded reduction or elimination of 
traffic noises, drafts, dust and 
odors. More than a third of the 
drivers said they felt the mechani- 
cal cooling made them safer 
drivers by reducing fatigue and 
keeping them more alert. 

So if you want hot salesmen, 
you’d better cool ’em off! 


A LOT OF BULL 


A visitor at the 160-acre ranch 
of Bob Deriso of The Tampa Auto 
Parts, Inc., Tampa, Fla., would be 
greeted with a “lot of bull.” 

Because bulls are Bob’s business 
—away from his parts business, 
that is—and building a thriving 
black Angus herd begins with his 
bulls. 

Aside from powerful young herd 
sires of the Eileenmere, Bardolier 
and Bandolier bloodlines, Deriso 
recently acquired Prince of Red 
Gate 309th, sired by Prince of 
Red Gate 19th, the son of Imported 
Prince of Rowley, for a four-figure 
price. The rugged, “typey” bull 
boasts an ancestry which dates 
back to Scotland, just a short time 
back. 

Cattle on the Deriso ranch are 
said to be docile, sleek and 
healthy. 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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WRONG WAY 


Do the job right with a 
COMPLETE MOPAR 


No lost motion, no expensive delays when you 


use a complete MoPar Service Package. You 
do the job right—and with money-saving speed. 

No matter what the service job, everything 
you need is all wrapped up—ready to go. Every 
step of the job is done right—the first time. Com- 
plete charts and instructions are furnished by 
MoPar to give you a double check. 


MOPAR WAY 


SERVICE PACKAGE 


You know that every part will fit perfectly 
because the entire package is an official, authen- 
tic Chrysler Corporation kit, built to highest 


precision standards. 


Do the job the right way. Order a complete 
line of service packages today from your MoPar 
Dodge, 


Wholesaler or your local Plymouth, 


De Soto, Chrysler or Imperial Dealer. 


READY NOW! 


MoPar’s new “Replacement Parts and Service Guide.’ 
100 pages filled with profit-making tips and timesaving 
information on how to repair and service 1946-1959 
Chrysler Corporation vehicles. Get your free copy from 
your local MoPar Wholesaler today! 


PARTS 


MoPar AND 


ACCESSORIES 


‘ 


MoPar Division, Chrysler Motors Corporation 


Detroit 31, Michigan 
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Don’t try to draw me into any 
argument about the advantages of 
“stripped” models, because I must 
warn you from the beginning that 
I’m prejudiced, with a captial P. 
Don’t think I’m without reasons 
for the prejudice either; they are 
all spelled with a capital $$$. 

Our labor sales breakdown in- 
dicates that if we were dependent 
on the service to the basic unit of 
transportation that we'd either 
need more customers or fewer 
mechanics, for the old service 


Dear Bill, : ) THE, Dla’ bik 











standbys don’t require the service 
they did in years past, so we de- 
pend on the labor-saving and 
luxury accessories for a lot of the 
labor sales that used to go into 


engine maintenance and chassis 

| evan TOOL-OF-THE-MONTH vanaiee. 
two-in-one J-43 socket Our seasonal air-conditioning 
servicing “take” runs into a very 
satisfactory figure, and is partic- 
ularly satisfactory when you con- 
sider that only a few years ago 
there was no such animal on our 
books or in our customers’ cars. 
These service dollars replace the 
tappet adjustments, bearing ad- 
justments, rear axle repairs and 
what have you that used to feed 
the shop, but now are few and far 


SOCKET DOES between. | 
Of course, we can’t keep a big 

shop like ours humming in all 

departments by accessory service 

alone and we have to merchandise 

the service to the basic vehicle in 

order to squeeze all we can out of 

standard service operations. If we 





let these jobs find their way to 
specialists shops, we’d soon find 
ourselves in trouble. 
POSITIVELY So we've tried to hold on to all 
WILL NOT BREAK the basic service work our custom- 
SWITCH SEAL! ers need to buy, and then prepare 
to handle any specialized service 
MECHANIC'S NET, $1. 6S to accessories that may occur. If 
Because of its step-down opening, this new “two-in-one’’ socket is a must for we let a customer go shopping for 
servicing stop-light and oil pressure light switches. But even more important, it one type of service, he may well 
protects the switch seal from breakage often expected when pliers or end find a “taker” for his other work. 
wrenches are used. So this socket saves tirae and quickly pays for itself! It’s been our experience that 
The new “two-in-one” J-43 34” drive socket is a true job-matched tool—and each type of job can easily lead 
another development of Herbrand engineering. Its two step-down openings— to a sale of another, so we look for 
I\-inches and I-inch—are special in depth, shoulder width and contour to the “need” in other departments 
insure snug fit and extra protection for delicate switch assemblies. Like the when we are servicing the part the 
long list of other Herbrand firsts, this two-in-one owner ordered. Suggestions that 


socket is a must for the tool chest. Ask your ' all the work be done at one stop 
jobber. ALSO NEW! usually appeal to the owner who 
Write for folder des- 


tig . dislikes having his transportation 
cribing the Hen-Fit short tied up day after day while this 
series—a more efficient 


usaniicdeieel job or that is done. 
Wi om So you can readily see why we 
Ds wouldn’t hail the trend to the 


spartan car with nothing aboard 
but the bare essentials. Any move 
in the direction of super-economy 
transportation would reflect in a 














THE BINGHAM-HERBRAND CORPORATION e¢ FREMONT, OHIO 
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lf you like to 
TALK “MONEY” 

you ought to 
TALK “BRIGGS” 


Like all other working parts, shock absorbers do wear 
out. They need to be replaced regularly. But, unlike 
motor parts and other complicated, hard-to-get-at- 
jobs, today’s direct-acting shocks can be inspected in 
a matter of minutes and replaced in short order— 
without special tools or equipment. 


To get into the highly profitable shock business today, 
all you need is a grease pit or rack, a helping hand 
from your friendly NAPA Jobber, and easy salesman- 
ship supplied by BRIGGS. Get the story today... 
half the cars and light trucks need new shock absorb- 
ers. You can replace them in an hour or less at $15 
profit. That’s a good hourly wage rate! 


BRIGGS BUILDS SHOCKS FOR EVERY CAR 
TO HELP YOU CLOSE 
EVERY SALE! 


Your friendly NAPA 

Jobber will show you the 

talking points on the Imperial (Adjustable); Standard 

(Regular Duty); Brigadier (Heavy Duty). And the 

Briggs sales helps: window streamers, how-to-sell 

booklet, enclosure, and the NAPA Parade of Parts 
advertising in the Saturday Evening Post. 


Speed Up Shock Absorber Replacement 
with the BRIGGS NUT CRACKER 


Nuts frozen by rust and corrosion come off 
in seconds. Saves time and work and helps 
you make more money faster. Available from 
your NAPA Jobber . . . a good man to know. 


Join the Parade of Profits 


yy 


... cash in on the 
NAPA Parade of Parts in 





! J U 


SHOCK ABSORBERS 


The Briggs Shock Absorber Co., Cleveland 15, Ohio 
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big fat hole in our shop potential, 
for you can’t ring up dollars for 
servicing units that don’t exist, 
now can you? 
Vera, 
Ed. 


Adjusting Dodge ‘Strip 


(Continued from page 54) 


the 1959 Dodge four-door Hard- 
top models, the roof rail weather- 
strip and retainer are attached to 
the roof rail wtih screws mounted 
in a series of slotted holes that al- 


low in or out adjustment so the 
weatherstrip can be properly 
aligned to the top of the door glass. 
The weatherstrip is attached to the 
retainer by an inner and outer 
flange that locks into grooves in 
the retainer. 

In some cases, the vent wing or 
door glass may not contact the 
weatherstrip sufficiently to pre- 
vent possible air or water leakage. 
Should you encounter such a con- 
dition, the weatherstrip and re- 
tainer should be adjusted as fol- 
lows: 








MOTOR-MEDIC 











TOR MEDIC 


PS OIL BUR 


MOTOR-MEDIC 


Motor-Medic is the new 
miracle polymer . . . not 
to be confused with tune- 
up solvents, break-in oils, 
extreme pressure lubri- 
cants and detergents. 
Increases power, saves gas 
by eliminating “blow-by.” 
Increases compression, 
through better ring seal, 
giving lasting oil film 
strength, reducing 
friction and wear. 








A PRODUCT OF RADIATOR SPECIALTY COMPANY, CHARLOTTE, N. C. 


Nationally advertised in Popular Science, Outdoor Life, Progressive Farmer and other 
farm publications, and local newspaper ads from coast to coast. 
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1.—Start at the middle section 
of the weatherstrip and, working 
toward the end, pull the weather- 
strip loose from the retainer with 
a twisting motion to disengage the 
flanges from the grooves in the 
retainer. This will make the re- 
tainer attaching screws accessible. 

Note: The weatherstrip is ce- 
mented to the retainer three to 
four inches at each end and, in 
most cases, sufficient adjustment 
can be obtained without disturb- 
ing the cemented ends of the 
weatherstrip. 

2.—Loosen the attaching screws 
in the slotted holes in the retainer. 
Pry the retainer out, away from 
the inside garnish molding flange 
at the roof rail until the screws 
bottom in the slotted holes. Tight- 
en all the screws securely to hold 
this adjustment. 

3.—Reinstall the weatherstrip in 
the retainer, using a wedge-shaped 
fiber stick to lock the weatherstrip 
flanges into the retainer. Check 
for proper fit of door glass to roof 
rail weatherstrip. 

The adjustment procedure out- 
lined above can be quickly and 
easily performed and, in many 
cases, will be of assistance in ob- 
taining a good seal without any 
necessity for adjusting door glass 
or doors. 

The new-type roof rail weather- 
strip and retainer will also be in 
production on 1959 Dodge hard- 
top two-door models shortly, and 
the same adjustment procedure 
described will apply. 

The old-type roof rail weather- 
strip and retainer assembly is at- 
tached with screws that can be 
seen in the weatherstrip groove 
between the inner and outer lip, 
but on the new type the attaching 
screws are only visible when the 
weatherstrip is removed from the 
retainer. 


Florida Statute Outlaws 
Sunday Car Sales 


NEW law promoted by the 

Florida Automobile Dealers 
Association prohibits selling new 
and used motor vehicles in that 
state on Sundays and on legal holi- 
days, including New Year’s Day, 
Fourth of July, Labor Day, 
Thanksgiving and Christmas. 

The measure carries a suspen- 
sion of license not exceeding 30 
days for first offenders and the 
revocation for a second offense. 

It stated that a poll showed more 
than 90% of the new and used 
automobile dealers opposed sales 
on Sundays and legal holidays. 
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THOMPSON PRODUCTS 
VACUUM TESTED WATER PUMPS 
never need greasing 


Only a precision built, vacuum tested water pump can be greased 
for life. And that’s the story of Thompson factory duplicate pumps. 
Skilled hands machine and hone each Thompson pump part for 
precision fit. Critical engineers torture test each model for the equiv- 
alent of the car’s operating life. Each and every pump is vacuum 
tested against the most minute seal or assembly defect. And as a final 
assurance of long, trouble-free life, Thompson water pumps are greased 
for life. 

To get the water pump you need, to be sure of reliable service and 
a satisfied customer—specify Thompson. There's a factory duplicate 


for virtually any car in use today —regardless of make, model or year. 


Sold thru the world’s finest jobbers 


7. Thompson Products Replacement Division 
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Mobile Telephone Sells 


(Continued from page 41) 


There is an installation charge 
involved in having a mobile tele- 
phone unit installed. The sub- 
scriber is allowed 20 calls a month 
for his minimum charge, which 
may vary from city to city, but it 
will average around $35 a month. 
Each additional call costs the mo- 
bile subscriber 30 cents. Anyone 
calling a unit can do so without 
charge, but that call will cost the 
mobile telephone subscriber 30 


cents, if it is over the minimum 
allowable calls. 

“By this method,” said Murray, 
“‘we spot many leads that develop 
into sales that we’d miss other- 
wise. The purpose is to get people 
into, and driving, a new Buick 
who haven’t driven one _ for 
months.” 

Both the power steering and the 
power brakes help sell the car to 
the prospect. They want the car 
“as is.” 

“T have yet to sell a prospect,” 
said Gene Hill, “a car without its 





PRICE 


IS THE 
IMPORTANT 
FACTOR 


Challenger is the compressor to buy. 
In Champion’s CHALLENGER 
Air Compressors you are offered a 
new line with many of the famous 
features associated with the Cham- 
pion name, but priced very com- 
petitively. 


COMPRESSORS 


CHALLENGER compressors are 
available from 1 to 3 hp., electric 
or gasoline powered. Mail coupon 
below for full details. ... 


Still tops in the compressor field, 
CHAMPION compressors are 
equipped with the exclusive Oil 
Monitor, which prevents cycling 
without adequate oil in the crank- 
case. Champion air compressors 
are available from %4 to 20 hp., 
gasoline or electric powered. Slow 
speed means thermal efficiency — 
domed pistons and valves of Swed- 
ish razor blade steel. 





Ces aneesan 


PNEUMATIC 
MACHINERY CO. 
PRINCETON 11, ILLINOIS 


Name 


MAIL ME TODAY! 


(CD Rush me full details of CHALLENGER compressors 
CJ Mail me your new catalog when it comes off the press 





Makers of Air Compressors, 


Organization 





High Pressure Car Washing 


Equipment and Hose Reels. Addr 








City. 
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General Manager Bill Murray 
finds it a simple matter to contact 
a salesman out in one of Nance 
Buick’s demonstrators equipped 
with a mobile telephone. 


being equipped like the demon- 
strator.” 

“Whereas,” said Murray, “it’s 
pretty difficult to sell power steer- 
ing and power brakes as extras. 
It’s much more simple to sell the 
car with them installed as a pack- 
age.” 

It’s surprising, but the mobile 
telephone method of prospecting 
uncovers aS many prospects for 
used cars as new ones, particularly 
for late-model Buicks which this 
dealership is most interested in 
pushing. 

When queried about what in- 
come areas were proving out to be 
best, Murray stated that no one 
area was better than another. 

“We plumb all areas,” Murray 
said. ‘““‘We only attempt to sell the 
demonstration ride. The ride will 
sell the car. Driving the car, ex- 
periencing the pleasure of han- 
dling it will create the desire to 
possess. And that desire can only 
be created by having a prospect 
sit behind the wheel and experi- 
ence that pleasure for himself.” 

Fully half the cars sold are sold 
to people who never had any seri- 
ous intention of buying a new car 
this season, or next. 

“It would be a serious mistake 
to put one of these cars out with- 
out being equipped with power 
steering and power brakes,” Mur- 
ray concluded, “and try to sell on 
price, rather than let the prospect 
sell himself on the pleasurable 
handling and riding qualities.” 

Car sales are going to scale new 
heights in the years immediately 
ahead and it’s clear that this Texas 
dealership isn’t going to be trailing 
behind in the fight for increased 
registrations. 
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Been tiching tor Instant O Control 7 


Install AMERICAN HAMMERED 
KROME-OIL 


with Stainless Steel 
Oil Rings 


Oil passing around the back of the oil ring 
under high vacuum or deceleration is one of 
the main causes of smoking. American Ham- 
mered stainless steel oil rings stop this oil loss 
due to high vacuum or deceleration in mod- 
ern, high compression engines. New design is 
the reason why (see diagram below). 


The new circumferential end abutment de- 
sign assures perfect tension and better oil 
control. The ring does not depend on the 
bottom of the groove for pressure . . . is not 
affected by variations in groove depth. Side 
rail pressure against sides of groove is also 
independent of these factors. 


Stainless steel oil rings are matched with pre- 
seated compression rings. Both are chrome- 
plated for longer life, both seat instantly. 


Try Krome-Oil on your next job, new or 
older model, regardless of cylinder condition. 
Krome-Oil sets don’t fail. No comebacks. Try 
just one set and you'll see. 











The angle of the shoulders (arrows) on which the side rails 
depend for ovtward radial pressure produces the side 
pressure which holds the rails snugly against the sides of 
the groove. Result: no passage of oil around the ring—no 
smoking. 

The exclusive design of the stainless steel expander 
spacer assures full support to the chrome-faced rails. 
No flutter, no instability. 


AMERICAN HAMMERED 


Automotive Replacement Division 


MUSKEGON, MICHIGAN 


A Division of Sealed Power Corporation 
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Service Manager Can Make 
(Continued from page 30) 


nizes a fine job when he sees one. 

When mechanics like their serv- 
ice manager, they will work to 
the best of their ability. As every 
dealer knows, a job is only as good 
as the mechanic doing it. 

A dealer with mechanical 
knowledge brings greater cohesion 
between departments. A first step 
we always take in any car sale is 
to have our salesman introduce the 
new-car customer to me. The cus- 


tomer learns that I am the dealer 
as well as the service manager 
and therefore am very much con- 
cerned that our mechanics keep 
his car in tiptop shape. 

This is most important in build- 
ing customer confidence. We are 
convinced this important link re- 
sells our product to old customers. 

How many dealerships take the 
trouble to have new-car custom- 
ers introduced to the service de- 
partment? 

As a dealer I want my service 
manager well acquainted with the 














“HAND ME THAT WRENCH, HON!” 


Keep that satisfied sparkle in 
your customers’ smile—install 


Nanliey 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Connell 
Co., Dallas. 
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sales department. New-car sales 
are our lifeline. If my service man- 
ager has product and _e sales 
knowledge, he will recognize a 
customer ready for a trade. 

Only the other day one of our 
customers called by telephone to 
inquire about a water leak in his 
engine. Explaining that it could 
be a minor or major job, I went in- 
to a detailed inquiry about the age 
of his car and its bearing on the 
repair, length of time it might 
take, etc. I ended on a note of a 
possible trade, took his name and 
address, and brought it to the at- 
tention of our used-car manager. 

Several days later I noticed the 
record of a sales transaction under 
this name and address, and real- 
ized we had initiated a sale by 
telephone. 


Service Manager Hears Sales 


We have established practice 
that the service manager (dealer 
in this case) attend sales meetings 
weekly. As owner-service man- 
ager I have advised salesmen 
what to tell new-car customers 
during the break-in period. I know 
from questions and complaints 
reaching us in the service depart- 
ment what salesmen fail to tell 
new-car customers. It saves time 
for everyone if the salesman ex- 
plains, for example, how the car 
radio operates. 

Setting the buttons to local sta- 
tions, he should incorporate the 
information on how to change 
from station to station in his car 
delivery. He must explain to the 
customer that when out of town, 
buttons have to be reset to local 
stations of that town, then reset 
when he returns to Baileys Cross- 
roads. 

I do all tool and equipment 
maintenance. Savings are incalcu- 
lable when a tool can be repaired 
on the spot and does not have to 
be sent elsewhere. Jobs are not 
held up, time loss is avoided and 
dollars saved. All tool and equip- 
ment maintenance is done peri- 
odically in off-hours. 

One of our service salesmen be- 
came our used-car manager be- 
cause we felt his mechanical 
knowledge would be a surer guide 
to reconditioning cost allowances 
in making a car resalable. There 
would be no haphazard expendi- 
ture of money on used-car repair- 
ing. He recommends what should 
be done on the used car. If he can 
prove he can sell it faster at a 
better price, his recommendations 
prevail. 

Now what can a dealer do who 
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General Motors’ 
New 1959 Cars with... 


Extra-value features on the new 1959 GM cars give you 
a lot more car per dollar. And Rochester-GM 
Carburetors nip your new GM engine power more car per 
gallon of gasoline than ever before. 

Rochester-GM Carburetors—designed, researched and 
rigidly tested for exclusive use on the new Chevrolet, 
Pontiac, Oldsmobile, Buick and Cadillac—pay off in better 


mileage and performance. 


Here at GM’s Desert Proving Ground, Rochester-GM 
Carburetors are subjected to millions of tortuous miles 
under severe temperature conditions. This extensive 


testing assures you of dependable carburetor performance 

when you buy your new car. And as you drive it, 
Make Every Gallon Of Gas Do A Lot More Work! an army of factory-trained specialists will help keep your 

Rochester-GM Carburetor in perfect condition. Rochester 


Products Division of General Motors, Rochester, New York. 


America’s 

number one 
Original equipment 
carburetors 


ROCHESTER BURETORS 
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does not have mechanical know]l- 
edge nor feel he is qualified to get 
out in the service entrance and 
listen to complaints? 

Spend some time with his serv- 
ice manager. He can spend more 
time in the shop. Ask mechanics 
questions. Learn what they are do- 
ing, how they are tackling a de- 
fect, what tool they are using, 
what the piece of equipment in op- 
eration is going to accomplish. 
Watch them as they test and ask 
them how they interpret testing 
machines. 


Attend service meetings, learn 
the problems in the shop, note how 
they are handled by the service 
manager. Observe the relationship 
between service manager and his 
mechanics. 

I am a service manager seven 
days a week except on Sunday 
when I am in church. My future 
plans include rotating through the 
various departments to learn at 
firsthand their problems. 

This is how I can ultimately be 
of greatest use and profit to our 
growing dealership. 





NEW DESIGN 


Testers .. 


outstanding successful features o 
. accuracy... 


ST-255 
FOR PRESSURE CAPS 
AND COOLING SYSTEMS 


Stant’s ST-255 Universal os nag System Tester has 


other Stant 


ruggedness . . . wear 


resistance ... plus NEW flexibility! 


VERSATILE 


Flexible, 14” high-pressure hydraulic hose connects 


radiator adaptor unit to Tester body . . . can be used 
anywhere a regular cap can be operated... 
clears all obstructions . . . fits both long and | 


short necks . . 


EASY TO USE 


. no adjustments required. 
Easy to hold .. . easy to read gauge . . . fewer 


pump strokes to test cap or cooling system. 


Chromium plated brass pumping cylinder . . . 


chromium — high pressure die casting 


end cap an 


Simplified servicing. 


METAL BOX 


TRUCK ADAPTORS 

are available for larger size 
filler necks and threaded 
necks as on Whites and some 
GMC units. 


STANT MANUFACTURING CO., INC.-€onnersville, Indiana 
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body . . . wear-proof accurate 
cam lugs . . . cast adaptors. 


Strong steel box with latches and handle 
for easy portability and storage. 


used on America's finest 
automobiles as standard 


equipment for a generation 





Gross-Profit Plan Works 

(Continued from page 40) 
tion plan played an important 
part,” Bachman said. 

“Our selling costs have beer re- 
duced, thus increasing our gross, 
by making each salesman stand 
on his own production. Under this 
plan, the unit cost of selling re- 
mains at comparatively the same 
figure, regardless of the number 
of sales a man makes, whereas un- 
der the old plan, a salesman with 
a low production record cost us 
far out of proportion to the gross 
profit which was involved in his 
sales.” 


Atlanta's Ford Plant 
Quadruples Output 


a Division’s Atlanta, Ga., as- 
sembly plant produced more 
than four times as many cars and 
trucks during May this year as 
were produced during May 1958, 
plant manager Harold M. Pearson 
announced. 

Production total for May 1959 
was 12,192 units, compared with 
3,021 built during the same period 
last year. During the first five 
months of this year the division 
assembled 59,974 units, compared 
with 25,990 during the January- 
May period last year. The Atlanta 
plant supplies cars and trucks to 
Ford dealers in Georgia, Louisiana, 
Florida, Mississippi, Alabama and 
parts of Tennessee and the Caro- 
linas. 


Tarheel U-C Men Name 
Johnson President 


UGENE Johnson of Sanford is 
the new president of the North 
Carolina Independent Automobile 
Dealers Association, succeeding 
Harris W. Haskett of Wilmington. 
Other officers are Jim English 
of Charlotte, first vice-president; 
Morris Buckner of Asheville, sec- 
ond vice-president; Fletcher Rossie 
of Sanford, secretary-treasurer, 
and W. J. Williamson of Charlotte, 
executive secretary. 


Bendix Elevates Thomas 


T. H. Thomas has been appoint- 
ed assistant general manager of 
the automotive section of Bendix 
Products Division, Bendix Aviation 
Corp., South Bend, Ind., according 
to Ralph G. Caouette, general 
manager for automotive products. 
R. H. Long succeeds Thomas as 
manager of automotive engineer- 
ing. 
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Men who buy valve face grinding 
machines have made SIOUX the top 
banana. More SIOUX VFGM’s are 

in use today than all others combined! 


Buy the Best... Buy SIOUX 


5 





ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 
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FRAM...FIRST IN 


Another Silver Anniversary 


This top quality 


| : full quart 


ime VACUUM BOTTLE 


THERMDs. 


yours at no extra cost! 


Big Value, Nationally Advertised, Triple Guar- 
anteed—it keeps liquids hot or cold and has 
these exclusive features: 


@® NEW NON-DRIP POURING LIP (pours from 


any angle) 


@ NEW EASY-OPEN, LEAK-FREE STOPPER 
(won’t pop off or absorb odors) 


@ NEW BUILT-IN SHOCK ABSORBER (protects 


against breakage) 


@ NEW CUP HANDLE TOP (no burnt fingers) 


Sports — Picnics — Vacations — School — Business 





FRAM D-9—Here’s how you get it! 
With your purchase of any 24 Fram Cartridges, 
you get one D-9 for $2.40. D-9 contains one 
Vacuum Bottle by Thermos and one free Fram 
CH-6PL Cartridge in one carton. When you sell 
the free CH-6PL Cartridge at regular list, you 
recover the entire cost of the D-9! 
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PROMOTIONAL PUNCH 


Bonus Program For You! 


Fram leads the way in promotional punch... again offering you 
a hard selling filter program. It features a powerful new Silver 
Anniversary Bonus Kit for dealers! It’s backed by national magazine 
and outdoor advertising—to help you sell filters, oil changes, lube 
jobs and other high profit items. 


CASH IN WITH FRAM’S BIG BONUS KIT! 
Here’s what you get: 


SAVE 3¢A 


This dramatic oil filter cartridge display is These startling air filter “salesmen” tie you in directly 
the key to a double sale... helps you sell oil changes with Fram’s national air filter advertising. Window streamer and 
as well as oil filters. It gives your customers the ir filter display create quick sales on today’s fastest growing 
same compelling story they see in Fram’s national accessory item... make you the headquarters for big gas savings 
advertising. Use it to make a double profit! and real driver service! 


FRAM NATIONAL ADVERTISING BACKS YOU UP! 


Hard-hitting magazine advertising 
does a double selling job: Oil Filter Ad- 
vertising sells oil changes! Air Filter 
Advertising tells a gas saving story, brings 
you customers, sells air filters! 

Giant national outdoor campaign 
adds big impact. Get details from your 
supplier. 


FRAM CORPORATION, 
=a ">-Hothing cleans oil or =| Providence 16, R. I. 


al oS 2M Ii 
ae omen ( , / 


O/L+AIR + FUEL+*WATER 
mre os. — aS 3 
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A REAL 
COOL 
OFF-ER! 


, Bea ful Three-Quart named president of The Electric 


Storage Battery Co, in a recent 
election which also elevated Elmer 
B. Ott to chairman of the board. 
Dwyer, who joined the company 
in 1941 as resident patent attorney, 


and who had been vice-president 
i U C a E T and secretary since April 1956, re- 

places Carl F. Norberg, who died 
May 19. A native of Enid, Okla., 
Ott was formerly a vice-president 
and director of The Electric Stor- 
age Battery Co. and president of 
the Ray-O-Vac Co. Division since 
its acquisition in November 1357 

by the former company. 


Imported from Italy 


Long-Term Promoting 
(Continued from page 36) 


Here’s how 
7 college boy’s attention and gets his 
you get ga okay before going ahead. But for 
any ailment that may create a 
When you pay the regular price of $18.15 for 11 MAC’S-IT hazard, he repairs : without defi- 
P nite instructions and encounters no 
KITS plus $2.00 for your insulated cooler, you get one protest. Nearly all the boys who 
MAC’S-IT KIT FREE! You sell the free KIT for $2.75 and have the use of cars at college 
r sean u make make due allowance for car ex- 
get your $2 00 wack plus on ” © 756... 0 pense in their educational budgets. 
your full profit on the 11 MAC’S-IT KITS, too! In some cases Billy has instruc- 
tions to send all service bills to the 
Or, you can buy 11 pints of MAC’S RESIN COAT at the ~_ who cg _ ae i 
; ne way he breaks the ice wit 

regular price of $13.20, plus the $2.00 for the cooler, and many students is an offer to cash 
get one pint of RESIN COAT FREE. You sell the free pint their checks. The nearness of Rus- 
. h sell’s Garage to some colleges and 
and get your $2.00 back and make your full profit on the jay Genes athens te oe 
other 11 pints. rage a more convenient place to 
cash an expense check from dad 
than a bank. Then, again, his ga- 
rage is open on late afternoons and 
MR. DEALER: holidays when banks are closed. 
Look for Special consumer offer in each As a further inducement and evi- 
carton of Mac’s-It Kits or Mac’s Resin dence of good-will, he gives a five 
Coat per cent discount on bills paid by 

‘ a certain time. 

The check-cashing practice also 
brings in many car-owning em- 
ployes of nearby industries and 
stores. 


MAC’S SUPER GLOSS CO., INC. One way Billy gains enough 


sg Wiad ; ‘ confidence from new patrons to 
Los Angeles 42, Calif. * Cincinnati 26, Ohio get their blank-check trade is to 


treat them all like members of the 
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‘“‘Two-bit’’ sales 


mean ‘‘two-bit’’ 


profits— 
Push 
DELCO Batteries 


for the 


big money! ap. 


You can make a profit on wiper blades, fan belts and other small stock items, 
but to really sweeten the till, take the easier, quicker way to prosperity ... 
push your big profit line—Delco Dry Charge Batteries. 


The market is ready-made. Delco Batteries are original equipment on almost 
half the automobiles in America. Owners are presold on Delco when it comes 
time to replace. And the market is big. There are nearly 25,000,000 replace- 
ment battery sales every year. 


For fresh, crisp profits, get started now on a Delco selling campaign. Your 
United Motors distributor will help you. Also, you get all the benefits of Delco 
advertising . . . the strongest, liveliest battery advertising in the business. 


uw 
Quality built by Delco-Remy, distributed nationally through Hl lJ M 5 General Motors STARTS with Delco Batteries 
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family. In fact, his service busi- 
ness has always been a sort of 
close-knit family affair in which 
he has tried to acquire just what 
trade his own family can handle. 

His wife, Alice Russell, is one of 
the best business women in Nash- 
ville. Most of her working time is 
devoted to selling real estate for 
Kimbrough-Philips, a realty firm. 
She maintains a private office in 
one room of Russell’s Garage and 
helps Billy with his bookkeeping 
and collection problems. She is a 
cordial, likable lady who knows 


the service customer almost as 
well as her husband. So, when a 
new patron comes in a few times, 
he begins to feel that he is not 
only a friend of Billy but of the 
family. 

Both Russells are fond of chil- 
dren. When one or more kids ride 
in with dad or mom, they pamper 
them with all-day suckers, a toy 
model car, or other gew-gaws to 
delight them. This has proven one 
of the quickest ways to a parent’s 
heart. A growing acquaintance 
with these tots on recurring visits 





xh 


— 


eee. 


We all know that a good station attendant should suggest 
extra items to every customer. But in the rush of business 
there just isn’t time... or the man forgets. Now Pullman 
makes these extra-item sales automatic by providing 
your men with visual reminders to help them sell without 
saying a word. All they do is pin the attractive “badge- 
of-the-week”’ to their shirts . .. and customers’ attention 
is automatically called to items they need . . . and your 


TBA profits go up... up... up! 


©1959 Pullman Vacuum Cleaner Corp. 
25 Buick St., Boston, Mass. 
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trae 1 


...83 PIECE 
BADGE-0-RAMA 


MERCHANDISING KIT 


FREE 
$12 
BADGE-O-RAMA 
KIT 


— 


@ Plastic Badges for your men 


@ 78 Piece Badge insert set printed with psycho- 
logically tested messages. 


@ Wall-hang case to keep kit where service men 
will use it 


WHEN THEY EYE IT... 
THEY BUY IT! 


cide ama elite ceniatieans © 


SEND FOR FREE SAMPLE 
BADGE NOW! 


PULLMAN 


Vacuum Cleaner Corp. 
_ Dept. SAJ-7 
25 Buick St., Boston, Mass. 


RUSH ME MY FREE 
SAMPLE BADGE 


and full details on Pullman's 


"| -77---} BADGE-0-RAMA 











| STATION NAME 
a 


city TAT 
——t i a eee eee Gee eee cee 








soon builds a rather close-knit 
family acquaintance between the 
Russell family and the customer’s 
family. This form of sociability 
creates the kind of confidence that 
makes the blank-check service 
come easier. 

Billy has operated his service 
business in the present location 
for 18 years, after 11 years in an- 
other part of Nashville. During 
that time he has served two or 
three generations of some car- 
owning families. Naturally, a man 
can’t stay in business that long 
without establishing some degree 
of confidence in enough car own- 
ers to keep him in business. 

During that time he has had the 
help not only of his wife but two 
daughters. For many years one or 
the other daughter has served as 
secretary or bookkeeper, though 
both are now married and are not 
regularly connected with the firm. 
However, whenever Billy is off 
because of sickness, or the need of 
a vacation, the service business 
goes on as usual under the capable 
management of one of these ladies. 
They know tle customers and 
their families. They know most of 
their financial limitations and just 
how far they can go with them. 

Although Billy is an independ- 
ent garage operator, he sells the 
Rambler car on a shared commis- 
sion basis for a dealer in town. He 
makes some nice sales to some of 
his most loyal customers who 
know him better than any of the 
city’s regular car dealers. 

He has a large display room for 
two or three of the late-model 
Ramblers. The display room is also 
a loafing and relaxing place for 
any of his customers who want to 
stop in and take it easy for awhile. 
This creates a spirit of comrade- 
ship that helps to hold their busi- 
ness. 


Georgia Dealers Okay 
Nassau Convention 


HE 415 members of the Georgia 

Automobile Dealers Association 
have just decided they would 
like to have their 1960 convention 
in Nassau. 

Cuyler Trussell of Athens, the 
new president, said he favored a 
different setting from the ones 
previously held in the state and 
enclosed to the membership a card 
to indicate their wishes. 

Maryland’s dealers cruised to 
Bermuda last month and South 
Carolina’s sailed to Nassau in 
April. North Carolina’s took a 
cruise several years ago. 
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Why Johnson Con-Rod Bearings Give Better Performance, 
Have Almost Double the Life of Conventional Bearings 


The same torturous demands placed on en- 
gine connecting rods during high speeds are 
also exerted on the con-rod bearings and pin 
bushings. They, too, must be able to absorb 
impact and provide top operating efficiency. 

It’s a tough assignment—but one which 
quality Johnson con-rod bearings and pin 
bushings take in stride. In fact, successfully 
passing such grueling tests helped Johnson 
bearings and bushings build their fine repu- 
tation in the automotive field. 

Years of excellent service prove Johnson 
con-rod bearings and bushings have the 
extra stability and strength to withstand 
heavy unit loads, high speeds and a wide 
variety of operating conditions. 

That’s why garages, fleet repair shops and 
engine rebuilders prefer Johnson con-rod 
bearings and pin bushings. They know that 
Johnson con-rod bearings have almost double 
the life of conventional bearings. They know 
that Johnson con-rod bearings satisfy cus- 
tomers—keep fleet maintenance costs low. 

The next time you need con-rod bearings 
and pin bushings to rebuild engines, put 
performance-proved Johnson products to 
work for you. Call your Johnson jobber who 
can supply you quickly with economical 
con-rod bearings that are packaged in sets 
for your convenience. Pin bushings are also 
available in quantities to meet requirements. 
Stock from your Johnson jobber is backed 
by large inventories in 24 Johnson ware- 
houses across the country. 


Piston Pin Bushings + Starter, Generator, Distributor Bushings 
Con-Rod Bearings +» Main Bearings +» Cam Shaft Bearings + Transmission Bushings 
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Chis is Our. Lite --. 
THE STORY OF THE VANDERBILT TIRE. 


—and.the men who bet-their lives on quality. 





THIS IS “OUR” LIFE... with a VANDERBILT TIRE! 


EACH Vanderbilt tire is skillfully built BY HAND . . . AND 
BUILT TO LAST! Tire craftsmen, with years of experience, 
build each tire to work . . . and to last. They construct each 
Vanderbilt so carefully that we are able to offer the most 
sweeping guarantee in the tire industry .. . AND IN WRITING! 

Today, they make a tire that entitles YOU AND YOUR CUS- 
TOMER to an EXTRA measure of security . . . for into it is 
built the sure knowledge that THIS IS A QUALITY TIRE! 


VANDERBILT TIRE & RUBBER CORP. 
404 Fifth Ave., N.Y. 18, N_Y. 
Vm interested in what the Vanderbilt Franchise Program 
an do for me. 


NAME 
FIRM 
ADDRESS. No. 
Street or R.F.D, 
CITY cxsecninientprisissinipaticiiiaitinnnianninaiippaed aes STATE 
Offices and Warehouses in New York; Dallas, Tex.; Jacksonville, Fla, 
Los Angeles, San Francisco, Calif. 


Eienieenemememetes | 
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AND VANDERBILT COSTS YOU LESS! It's complete . . . com- 
petitive line is priced for YOU to compete with ANY AND 
ALL! It’s a smart tire line in appearance . . . has more “‘sell- 
a-bility!” 3,000 tire dealers and service stations . . . the 
world’s LARGEST department store . . . other giants in, the 
retail field . . . 17,000 truck-fleet operators . . . ALL sell 
and use this brand FROM COAST TO COAST and in 26 over- 
seas countries! ALL of the above stake their name and lives 
ON IT’S QUALITY! 

There's a Vanderbilt Dealership open for you EXCLU- 
SIVELY! It's the ONE to have to get the most $$ PROFITS 
from a tire franchise! 

With NO OBLIGATION on your part, the coupon, filled in 
and attached to your business letterhead, will bring you our 
new brochure outlining our 15-point Sales Program with 


J your cost-price list! NO OBLIGATION! 
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Getting better than your fair share 
of Filter Sales and Profits depends 
upon your having ... THE PROD- 
UCT ... THE METHOD, and... 
THE FACTS! The WIX-O-MATIC 


Merchandising System gives you 
this combination as nothing else 
can. It makes “Stoppers” out of the 
“Go Bys” and “Steadies” out of the 
“Once-in-a-whiles.” The secret is— 
you make sales faster — save your 
and your customer’s time — AND 
give the customer bigger value. 


Ask the man who has WIX-O- 
MATIC! He’ll tell you he couldn’t 
go back to the old “‘catch-as-catch- 
can” selling, because WIX Prescrip- 
tion Filtration means greater cus- 
tomer satisfaction and more sales! 


WIX offers you in WIX-O-MATIC 
a real opportunity to get volume 
sales and steadily increasing profits. 
In fact—WIX guarantees that you'll 
sell your WIX cartridges and make 
your full profit. Surround yourself 
with success .. . sell WIX! 


Call, write or wire your WIX Jobber for the full WIX story 


WIX CORPORATION 


* GASTONIA, N. C. 


In Canada: Wix Corporation Ltd., Toronto 
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Heavy Duty 


High Intensity 


7 INCH 
STOP LA 


GRIFFIN... 


newest improvement in 


safety warning signals! 


This new development in “shallow-depth” 
thin design attaches easily and conven- 
iently—in any position—to trucks, trailers 
or police, fire and public utility vehicles. 
The door is completely eliminated—the 
lens-holding screws are threaded into four 
cleats, each secured to the lamp's body by 
two rivets for perfect alignment. Available 
with red or amber lens, with versatile 
mounting bolts and bracket. 


THE GRIFFIN LAMP COMPANY 


Shelby, Mississippi 
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Model B 200 


ULTRA-BRILLIANT 


for long distance 
visibility 


The advanced inside optical 
design of the full 7-inch acrylic 
lens gives such intense bril- 
liance and light distribution 
that no reflector is required. 
Smooth exterior lens surface 
cleans instantly and easily. 





Ford’s Levacar Mach Il, the first 
full-scale, wheel-less vehicle utiliz- 
ing air propulsion, is given a trial 
run at the Rotunda by Dr. Andrew 
A. Kucher, vice president—engi- 
neering and research. Kucher first 
proposed the Levacar concept of 
“sliding on air’ more than 30 
years ago. Styling was done by 
Ford’s styling office, directed by 
Vice-President George W. Walker 
(standing). Levacar Mach | travels 
a fraction of an inch above the 
surface. 


Wheel-Less Air Car 
Displayed by Ford 


T@ first, full-scale Levacar, the 
newest development in wheel- 
less, air-propelled vehicles, is be- 
ing displayed by Ford Motor Co. 
at the Rotunda in Dearborn, Mich. 

Compressed air, emitted through 
small holes in three levapads on 
the under side of the vehicle, pro- 
vides a friction-less ride in which 
the Levacar slides on a film of 
air a fraction of an inch above the 
surface. 

Electric controls enable the 
driver to levitate, start and stop 
the car by pushbuttons. Only 15hp 
is required to levitate and just 
142hp to propel the car through 
space at 15mph. 

Called Levacar Mach 1, the ve- 
hicle is a principal feature of the 
Rotunda’s summer show, “New 
Adventures on the American 
Road.” First public demonstrations 
of the Levacar were made Thurs- 
day, May 21, in conjunction with 
Ford’s fourth annual public stock- 
holders’ meeting. 

Dr. Andrew A. Kucher, vice- 
president — engineering and re- 
search, and George W. Walker, 
vice-president and director of styl- 
ing, collaborated in producing the 
revolutionary unit. 

“This vehicle,” Kucher said, “is 
the first Levacar we have built in 
which the operator rides and has 
full command over both levitation 
and forward speed. 

“Besides making an interesting 
public demonstration in the Ro- 
tunda, the car will be used for ex- 
periments in our continuing de- 
velopment program.” 

Kucher said the Levacar Mach 
1 demonstrates the feasibility of 
a jet-propelled, air-levitated ve- 
hicle for high-speed ground trans- 
portation. “Projected up to speeds 
of from 200 to 500mph,” he said, 
“the system is adaptable to public 
transportation between cities.” 

The next step in the Levacar 
program, Kucher said, may be the 
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Better products, faster, from your National Seal jobber: 


2 agp. 


‘ SAFEI 1 aways 


BRAKE LININGS INSTALL 
BEARINGS NEW 


weet ——_WATIONAL 
74% — OILSEALS 


Ol. SEALS 








Get set now for vacation-time profits 
with a National Seal BIG RED cabinet! 


Have the seals you need, when you want them .. . 
and ring up those extra profits on 
pre-vacation wheel repacks and brake relines! 


Vacation time’s a profit season when you’re ready with a Big 
Red cabinet! Protect vital wheel bearings, safeguard brake 
linings with new National Seals every time . . . and boost your 
gross on repacks and relines. 


Install a National Seal Service Stock, and have replacement seals 
when you need them. You’ll pick up more jobs when the parts 
are on hand, and you'll save the time and money wasted on 
sending out for seals. Your Big Red cabinet gives you controlled 
storage of inventory, too; and the stock is designed to turn 
over fast, bring in top dollar on your investment. 


Installation tool, steel cabinet, price and —- Now’s the time to prepare for big new profits this summer and 


—y * berg yh mon —_ oy nding —- a, all the year round. Remember: whenever you remove an oil seal, 
wheel seals: 5512 has over 50 front-wheel seals. replace with National. Call your National Seal jobber today! 


AX 
nAsOnAL OIL SEALS vat 


FEDERAL-MOGUL SERVICE OIL SEALS 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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building of a six- to eight-passen- 
ger vehicle to operate at about 
200mph on rails. 

Levacar Mach 1 is constructed 
of aluminum and finished in flame 
red and white colors. The interior 
has white leather upholstery. The 
driver is enclosed by a transparent 
canopy that affords maximum 
visibility. 

At the Rotunda the Levacar 
travels on a platform 34’ in diam- 
eter. 

The car weighs about 450 
pounds, is 94” long, 48” high and 


54” wide. Its three levapads are 
each seven inches in diameter and 
require about 50 pounds of air 
pressure per square inch. The levi- 
tation can be regulated according 
to the weight of the occupant. 


M-E-L Division Names 
Kuhn and Latimer 


PPOINTMENTS of Dennis A. 
Kuhn to the newly-created 
position of parts and_ service 
marketing manager for the Mer- 
cury-Edsel-Lincoln Division of 





“and that’s 


“Official” Polishing Discs have made 
a terrific impression on major auto- 
motive assembly lines, car dealers, 
body-shop men and polishing special- 
ists Official offers you a complete 
line of dises for every automotive 
polishing need. 


OFFICIALLY APPROVED AND 
IN CONSTANT USE ON 
MAJOR 1959 AUTOMOBILE 
ASSEMBLY LINES. 


You will benefit by using the na- 
tionally “Official” Dises. 
They’re especially for 
today’s conventional and acrylic lac- 
quer finishes. They’re made of 100% 
combed virgin wool permanently 
secured to a rugged duck backing each 
dise individually packaged. 


accepted 
engineered 


AVAILABLE THROUGH YOUR LOCAL JOBBER 


“OFFICIAL” PRODUCTS CO., INC. 
376 SPRING ST., N.W., ATLANTA 8, GEORGIA 
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ALL-PURPOSE, 
ECONOMY AND 
COMBINATION 


i 


POLISHING DISCS 





Ford Motor Co. and of George D. 
Latimer as his assistant have been 
announced by C. E. Bowie, M-E-L 
general sales manager. 

The appointments consolidated 
parts and accessories sales activi- 
ties and service activities under 
the new marketing management. 
Kuhn previously had been national 
service manager for M-E-L. He 
joined the company in 1934 and at 
one time was a district sales man- 
ager in Washington. Latimer began 
his career at Ford in 1949 and most 
recently was assistant national 
service manager for M-E-L. 


Foreign Cars Grab 25% 
Of Car News Space 


MPORTED automobiles currently 

fill over 25% of the space in 
news columns of automotive edi- 
tors throughout the country, ac- 
cording to a survey conducted by 
Luce Press Clipping Bureau, New 
York. 

A study of some 319 stories and 
pictures by automotive editors of 
the largest 100 papers in the coun- 
try for a two-week period dis- 
closed that 239 were on American- 
made cars and 80 on foreign. In 
the case of pictures, space given 
imports was greater—22 of the 73 
pictures used, or 30%, were of 
foreign cars. 

Only original items written by 
automotive editors of the papers 
checked were included in the sur- 
vey. 


Ford Trucks Hit 250,000 


Ford Division’s quarter-millionth 
truck in the 1959-model year roll- 
ed off the Louisville, Ky., assembly 
line last month, bringing produc- 
tion during the first eight months 
of the model year ahead of the en- 
tire year’s total last year and al- 
most equaling the total for the 
1957-model year of 265,000. Truck 
sales in May were 38% greater 
than a year ago, according to J. O. 
Wright, company vice-president 
and division general manager. 
June production was scheduled at 
35,000 units, an increase of ten per 
cent over May. 


Buick Sends Lane to Houston 


Leonard B. Lane, formerly as- 
sistant zone manager at Chicago 
for Buick Motor Division, has been 
promoted to manager of Houston, 
Texas, zone. Lane, who has been 
with Buick since 1946, succeeds L. 
D. Loggins, named zone manager 
at Kansas City. 
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ENDS “WOBBLE” STACKING 


“Flats” stack flat—won’t lean, or 
topple over. Units slide in and out 
of a stack easily. You can stack’ 
nearly twice as many in the same 
head space. 








SAVES SPACE 


“Flats” extend the full depth of 
the stock shelf. Don’t waste space, 
or allow stock to ‘‘age’’ in the back. 








SNAPS OPEN 


Never was a lamp pochage 80 easy 


to open. Light thumb pressure 
snaps open the side flaps exposing 
full row of lamps. 








SAVES WAREHOUSE 
AND TRUCK SPACE 


Anyone stocking large quantities 
of Tung-Sol auto lamps will wel- 
come the 40% smaller shipping 
carton of 100’s. Less space—more 
profit! 











_TUNG-801 caw aags 
unas hu Ll 
‘TUNG-$0L sot lompe 
Se Ly 
TUNG-SOL sot lomps 


wre 

















SIMPLIFIES INVENTORY 


Easier-to-read end labels permit 
fast type number selection and 
inventory checking. Open ‘“‘flats’’ 
can be checked from the open side. 
— show through from closed 
side. 








KEEPS STOCK CLEANER 


Only one side of package is opened 
at a time. Closed side stays fresh 
until needed. For maximum clean- 
liness, open side can be turned 
down on the shelf. 
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Four top Lincoln and Mercury 
salesmen of Mercury-Edsel-Lincoln 
Division’s Washington, D. C.., sales 
district were honored recently at a 
banquet in Washington where 
William B. Grete, district sales 
manager, presented each with a 
certificate of membership in the 
Inner Circle, placing them among 
the top 84 Lincoln and Mercury 
salesmen in the nation. Shown here 
are (1. to r.): Thomas N. McDowell, 
assistant district sales manager: 
William E. Eaton, Jr., of Grady 
Motors Corp., Bethesda, Md.; Mur- 
dock D. MacRae of Patuxent Motor 
Sales, Lexington Park, Md., Grete: 
Lewis Allen of Brannock Sales & 
Service, Inc., Waynesboro, Va., and 
Robert L. Anderson of George 
Washington Garage, Winchester, 
Va. 





Chrysler Awards Degrees 
To 13 Southerners 


—— Southerners who re- 
ceived master of aitomotive 
engineering degrees upon com- 
pleting an intensive two-year post- 
graduate course at the Chrysler In- 
stitute of Engineering last month 
were: 

Warren D. Berger of St. Louis, 
Mo., Robert W. Dickinson of Tulsa, 
Okla., Lester K. Fortney of Wichi- 
ta, Kan., David L. Harbaugh of St. 
Louis, Orron E. Kee of Spring- 
field, Va., David E. Klocke of Fort 
Thomas, Ky., Robert L. Martin of 
Oklahoma City, Okla., Robert E. 
For re-surfacing McMaken of Louisville, Ky., Rob- 

ert D. Ramsey of Roanoke, Va., 

CYLINDER HEADS John J. Shelton of Norman, Okla., 

ENGINE BLOCKS Dale M. Slaubaugh of Kingwood, 

and other surfaces . W. Va., Dan F. Springer of Atlan- 

ta, Ga., and Anthony W. Wardell 
of Clearwater Beach, Fla. 


Pensacola Elects Robinson 


Gene Robinson of Superior Mo- 
One Set- “up. One Pass, One Cut — and profitable head and tors, Inc. (Volkswagen), is the new 
block resur acing business is yours. This sensational, down-to-earth president of the Pensacola (Fla.) 
priced machine is easy to set-up, simple to operate, and exclusive Top- Franchised Dealers’ Association. 
Side loading keeps chips out of work. Revolutionary cutter action Other officers are Vince Whibbs, 
removes up to .050 inches of metal in only one cut from average Vince Whibbs Pontiac, Inc., vice- 
head or block without com ple te disasse >mbly—most jobs take less than president, and William L. Wheeler, 
10 minutes on this new, 38” capacity Rotary Broach. S & W Motors (Jeep and Mack 
trucks), secretary-treasurer. How- 
ard Mitchell of Mitchell Motors 
ALSO —Van Norman Wet Surface Grinders, 38” and 60” (Oldsmobile-Cadillac) and Frank 
capacities, with great, new CYCL-O-MATIC grinding wheel E. Welles, Jr., of Muldon Motors 


control. Fully automatic — set dial, push button, walk away. (Ford) were chosen directors 
Write for details — Van Norman Automotive Equipment . = 
Company. Division of Van Norman Industries, Inc., Springfield 


7, Mass. Gates Builds in Kansas City 


Construction of a $350,000 ware- 
house in Kansas City, Kan., has 


v) Y, ps been announced by Gates Rubber 
QUALITY IS THE REASON “Ji Pays to Van Normanize Co., Denver, Colo. The facility 


MACHINING will have 40,000 square feet. 
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This famous Rem Line tool box for only 


with any order for 


AUTO-LITE WIRE 
and CABLE totaling 
$24% at trade prices 


Full-welded, heavy 24-gauge 
steel 


Handles lock lid to prevent 
spilling tools 


Gray baked enamel finish for 
rough service 


SN 


Removable tool tray supports 
heaviest tools 


These Auto-Lite functional displays can Roomy 1634" long x 734” wide 
help you increase your Wire and Cable profits! x 676" high 


AUTO-LITE AUTO-LITE 

Counter Merchandiser Rewiring Kit 
with an assortment of 16 complete with terminals, 
6- and 12-volt cables. tool, and wire assortment. 

Part No. AL-612 Part No. 5089 


AUTO-LITE AUTO-LITE 
Spool Wire Rack Battery Cable Rack 














*Suggested price to dealers. 


CALL YOUR AUTO-LITE WHOLESALER TODAY! 


TO-LITE -2c.. 


THE ELECTRIC AUTO-LITE COMPANY 7 TOLEDO 1, OHIO 
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... the “SIZZLE” PATCH 
‘tia is easy 


Available 


Remove tire from 
wheel for inspection 
of injury and a more 
thorough repair. Look 
for other possible 
defects. 


Seal hole with ‘Filler 
Tab"’ or gum rubber. 
It protects against 
tread and ply separa- 
tion due to air seepage 
and foreign particles. 


Clamp ‘Sizzle’’ Patch 
in position, and apply 
match. Allow to stand 
5 minutes. Lift out pan. 


in shop 


size and motorist 


size kits. 
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MONKEY GRIP SALES Co. 


P.O. BOX 6170 


DALLAS, TEXAS 





Opening of the newly-established 
Miami area sales office for Ford 
Division featured a reception for 
Bernard L, Crumpton, manager 
(left), and was attended by news 
media, civic leaders and Ford 
dealers in the area. Left to right 
are: Crumpton, Norval Oliver, gen- 
eral manager of Fred Warnock 
Ford; Bill Austin, president of 
Austin Ford; Harry B. King, Jack- 
sonville Ford district sales man- 
ager; Luke Bolton, Jr., general 
manager of J. D. Ball Ford, and 
Cecil Holland, president of Cecil 
Holland Ford. 


Studebaker-Packard Buys 
Gering Products, Inc. 


URCHASE by Studebaker-Pack- 

ard Corp. of 100% of the stock 
of Gering Products, Inc., manufac- 
turer of plastic compounds, poly- 
ethylene film and plastic hose, has 
been jointly announced by the two 
companies. 

To be operated as a separate 
division of Studebaker-Packard, 
Gering will be managed by Larry 
and Herman Gering, who have di- 
rected the company’s activities 
since its organization. 


Hein-Werner Expands Again 


Work has begun on an addition 
to the Waukesha, Wis., plant of 
Hein-Werner Corp.—the third ex- 
pansion program in less than two 
years, which reportedly will in- 
crease present facilities by 15%. 
Cost of the additions, plus the in- 
stallation of new equipment, will 
approximate $175,000. 


Richmond Tarheels Elect 


The Richmond County (N. C.) 
New Car Dealers Association has 
elected Heath Penegar, Penegar 
Motor Co., Rockingham, president. 
Vice-president is David Adeimy, 
Bennett Chevrolet Co., Hamlet, 
and Worth Walker, Walker Car 
Motors, Rockingham, is the secre- 
tary-treasurer. 


Frey Dies in Dallas 


Jerry B. Frey, Sr., 69, retired 
Dallas, Texas, automobile dealer, 
died recently following a heart at- 
tack. Born in Wichita Falls, Frey 
moved to Dallas in 1900 and 16 
years later became one of the or- 
ganizers of the Texas Automobile 
Association and was one of its first 
board members. 
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/ No... they built near him ‘ 
because he has the best... 


| Did Bert build \, 
: near those new | | 


/ \ ° “ ® . 
\_ skyscrapers? \ .«.. like Timken” bearings 


\ for replacement 


You'll build business (popularity, too!) when you replace with Timken® 
tapered roller bearings. Tell customers it’s Timken. It’s the trade-mark 
they know because it’s America’s best-known name in bearings. When 
you say “Timken”, your customers know you use only the best quality : f \\ 
replacement bearings. The Timken Roller Bearing Company, Canton | ; 


6, Ohio. Canadian plant: St. Thomas, Ontario. Cable: “Timrosco”. 


; ib ) 
CUSTOMERS LOVE YOU WHEN YOU REPLACE WITH AMERICA’S BEST-KNOWN BEARING. ..JUST TELL EMITS... TIMKE N 


TAPERED ROLLER BEARINGS 
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PROGRESSIVE ENGINEERING MAKES THE DIFFERENCE 











DELCO-REMY WATERPROOF 
REGULATORS NOW AVAILABLE 
FOR ALL POPULAR AMERICAN CARS 





Better electrical performance and greater dependability in any weather 
are important user benefits found in Delco-Remy’s waterproof standard 
generator regulators, now available for general replacement use. 


And here are the features that make them the right regulators for all 
popular American cars and trucks. 


New overhanging one-piece formed steel cover and mating base 

1] shed road splash . . . convenient attaching screws are outside the 
enclosed area. Molded soft rubber gasket seals out harmful oil 
and water vapors. 


6 Integral sleeves of molded nylon insulator form permanent seal 
around rivets—assure watertight base. 


6 New, longer, more flexible armature contact spring on voltage 
regulator unit assures more positive closing of contact points for 
smoother operation. 


a) Welded electrical connections and highest quality tungsten and 
non-tarnishing precious metal contact points assure minimum 
resistance, maximum durability. 


6 Special fine thread screw-type controls allow easy, highly ac- 
curate adjustment of all three units. 


Always replace with Delco-Remy waterproof regulators. Built to 
highest quality standards by the world’s largest original equipment 
manufacturer, these improved regulators are available from your car 
or truck dealer or the United Motors System. 


DELCO-REMY + DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 


GM GENERAL MOTORS LEAD 


oroRs| 


RICAL’ SYSTEMS 
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line offers fast delivery, 
quick turnover, higher profits! 


Grote West Coast mir- 
rors are made with 
high quality plate 
glass, cushioned in 
rubber channel gasket. 
876 Are weather tight—will 
not vibrate. Mirror 


head is 7” x 16” rimmed in stainless steel. 
Mirror glass easily replaceable. Models available 
in chrome; baked black enamel and swivel type 
assembly with ‘C’ frame or heavy-duty brace arm. 


Ilustrated is one of 
a complete line of 
interior lights in- 
cluding loading 
lamps which light up 
the entire inside of 
a trailer or the load- 
ing area; cab lights; 
interior flood lights 
—all with high in- 
tensity light pattern. 





Stop and Tail Lights are 
available with either 
plastic lens and metal 
door or plastic lens 
door combination. All 
models are moisture 
proof and include brass 
socket with either pig 
tail or plug-in connec- 
tions. There are a vari- 
ety of mounting devices 








215 
to fit any problem. 

These brilliant, bright red 
and amber reflectors can- 
not fade or discolor. Pro- 
vide extra long range re- 
flectivity . . . far greater 
visibility than required. 
Rugged construction with 
shatter resisting plastic 
lens insures long service. 
Reflector lenses are avail 

"1 


able in either 3 or 4 inch 
sizes. 


Want more facts? Use 


Reader Service Card Page 97 


Grote Truck flares include: 

convenient reflector flare 

sets in metal box; nested 

oil flares; oil flare sets in 

metal box; individual oil 
flares and fusees. 
All above are avail- 
able with flags in 
both 12 and 16 
inch sizes. 





Members of the IGOA advisory 
council looking on at one conven- 
tion sessi included (1. to r.): El- 
gin Oehler of Federal-Mogul Serv- 
ice (substituting for T. L. Camp), 
J. L. “Jack” Wiggins of Automo- 
tive Service Industry Association, 
D. D. Minshall of The Gates Rub- 
ber Co., Clifford Storey of Perfect 
Circle Corp. and S. E. Kinkor of 
Lempco Automotive, Inc. Not 
present at time of picture taking 
was J. B. Bushyhead of Moog In- 
dustries, Inc. 





Garagemen Elect Georgian 
(Continued from page 35) 


of Phoenix, Ariz., for a plan of 
guaranteeing repairs, nation-wide, 
by all IGOA members’ was re- 
ferred to the state groups for 
study. 

Voting by delegates showed 
these states officially represented 
at the convention: Arizona, Cali- 
fornia, Colorado, Connecticut, 
Florida, Georgia, Illinois, Iowa, 
Kansas, Kentucky (Wilbur Jones 
of Glasgow), Louisiana (Joe Ad- 
dison of Lake Charles), Michigan, 
Minnesota, Missouri, Nebraska, 
New Mexico (Wesley N. Haskew 
and J. F. Gish), Ohio, Oklahoma 
(Stanley Hesson and N. F. Mur- 
phy), Pennsylvania, South Caro- 
lina (Henry Rentz of Charleston), 
Tennessee and Wisconsin. 

J. L. “Jack” Wiggins, co-execu- 
tive secretary of the Automotive 
Service Industry Association, ex- 
pressed the belief “you will re- 
ceive full cooperation from the in- 
dustry when you explain your ob- 
jectives.” 

Frank P. Tighe, editor of Motor 
Age, asserted that “the words 
‘back alley’ and ‘greasemonkey’ 
must be stricken from the Ameri- 
can vocabulary.” 

In a panel discussion on “How 
Can Dealer, Jobber and IGO Work 
Together?” Harry Williams (Ram- 
bler), president of the Denver Au- 
tomobile Dealers Association, said 
he considered IGOA “one of the 
finest moves of the small business- 
man.” 

“It’s impossible,” he said, “for 
the dealers to service all the cars 
they sell. There is plenty of room 
for all of us and there is no need 
for a fight.” 

He called for cooperation be- 
tween dealers and garagemen to 
get much-needed legislation, to 
clarify insurance discounts on 
parts and to remedy the glass dis- 
count picture which he termed 
“very vicious at this time.” 

Joint committees should be 
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Brings YOU the Shop’s GREATEST Business Asset 


$ Operation of a HOLMES WRECKER puts a shop $ Use of a HOLMES WRECKER enables a shop to 
extend its service facilities anywhere, earn BIG Tow 
Fees and actually bring-in jobs that would NOT get 
to the shop otherwise. 





on the Road to many profitable service operations— 
Handling of wrecked and disabled cars provides a 
vast source for every known type of shop work. 


: ; ° $ A modern HOLMES WRECKER more than justifies 
$ A shop with HOLMES Equipment efficiently handles itself in advertising value—By calling special atten- 


any Road emergency and thus provides a service tion to the modern methods used by a shop in servic- 
much sought after, in every community. ing its customers. 


$ A CAR DEALER derives Extra Benefits from cars his shop Tows-in. HOLMES WRECKER Service 
affords a timely contact with car owners, providing a valuable source of new or used car prospects. 


44 YEARS OF UNEQUALED PERFORMANCE IN THE WRECKER FIELD 


HOLMES 525 MODEL—A 12 TON, all-purpose 

WRECKER, ideal for handling all cars and aver- 

age trucks. The unit has a rated capacity of 

6 Tons per boom, has a long range of 

operation and can handle a wide vari- 

ety of work. It is fast, versatile {iz ) 
and economical to operate. \ ( 
Moderate size for use on any 

of the popular 11% to 2 ton pies "les 

trucks. Send Today CHEVROLET CO ww 

for Full Details. 8846) S Latgees CHEVROLET DEALER 


wee 


ERNEST HOLMES COMPANY 


Chattanooga 7, e Tennessee 
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formed so ‘“‘we can all have a bet- 
ter understanding,” he said. He 
also urged the launching of a long- 
term program of training mechan- 
ics and a concerted effort on pub- 
lic relations because “we have 
been on the underdog side too 
long”’ and the latter “will be worth 
the sacrifice necessary.” 

Williams, who spoke for Den- 
ver’s 55 franchised dealers, said, 
“Dealers don’t think about you as 
that alley garage as they used to 
think of you.” 

He also urged the garagemen 


to buy more equipment and other- 
wise utilize their available space 
more efficiently, plus spending 
some money to improve their of- 
fice accounting procedures. 

Also on this panel, moderated 
by S. E. Kinkor of Lempco Auto- 
motive, Inc., Jack Foster, president 
of the Denver Automotive Whole- 
salers Association, pointed out the 
necessity for good repair service 
and cited the variety of products 
and services offered by jobbers. 

Frank Carmichael, president of 
the IGO of Denver, declared, 





—~ 





AERO-SEAL JET Clamps hang on so tightly that 
no amount of vibration can shake them loose. Exclusive 
patented feature permits quick installation with 
just a few turns of the precision worm drive screw. And they can 
be removed ina jiffy. AERO-SEALS will last for years 
and are re-usable. Bands and housings are of 302-18 -8 
stainless steel. All stainless also available. They 
won't pinch or damage hose. Forget cut-rate “look-alikes.” 
Genuine AERO-SEALS sell faster — and satisfy. No 
extra price for Jets. AERO-SEAL REGULARS if you prefer. 


fhew-Seal JET 


QUICK-ATTACH HOSE CLAMPS 


BREEZE 
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“Good public relations is a must” 
and told of meetings on common 
problems with dealers and job- 
bers. 

“We should help one another 
and help maintain our profit lev- 
el,” he said. 

Clifford Storey of Perfect Circle 
Corp. moderated a panel discus- 
sion on purposes and aims of 
IGOA in which the participants 
were Wilber Wilder of Nashville, 
Tenn., G. A. Fox of Cedar Rap- 
ids, Iowa, Henry Sorenson of Long 
Beach, Calif., and Doc Dombey of 
Phoenix, Ariz.—all leaders in their 
state groups back home. 

Frank Hornyak of Struthers, 
Ohio, long an ardent advocate of 
greater attention to motor vehicle 
safety matters, spoke on safety. 

Gerald Payne, president of the 
IGO of Colorado, and other Colo- 
rado IGO leaders aided in the ex- 
ecution of the program. 

Lt. Col. G. D. Ofiesh of the U. S. 
Air Force Academy, Colorado 
Springs, Colo., and Ed Wimmer of 
Cincinnati, vice-president of the 
Federation of Independent Busi- 
nesses, also spoke. 

Automotive Booster Club B-3 of 
Denver hosted a luncheon. 

New officers were installed at 
the banquet by William C. “Bill” 
Herbert, editor of SOUTHERN AU- 
TOMOTIVE JOURNAL. 

A buffalo-meat chuck wagon 
dinner was served one evening in 
the Rockies just west of Denver. 


AMA Increases Grants 
For Highway Safety 


RANTS made by the Automobile 

Manufacturers Association to 
promote highway safety and effi- 
ciency have been increased this 
year by more than a quarter mil- 
lion dollars, bringing the total to 
$1,773,000. 

In making the announcement, 
President L. L. Colbert, who is also 
president of Chrysler Corp., re- 
ported that grants had been ap- 
proved for 12 organizations. Lead- 
ing recipients of increased contri- 
butions included the Automotive 
Safety Foundation. That body in 
turn supports a variety of safety 
programs throughout the country 
as well as the Cornell University 
automotive crash injury research 
program. 

The National Safety Council and 
Northwestern University Trans- 
portation Center also will receive 
increased support. Other grants 
were made for various special re- 
search projects into safer highway 
utilization and construction. 
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FREE! 


| BOOKLETS | 








On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





102 MODEL NUMBER INTERCHANGE 
—-Handy reference sheet with com- 
plete listing of all passenger cars 1946 
through 1959 by model number inter- 
changeably with model name. Saves look- 
up time by including car model data not 
found elsewhere. Useful as a supplement 
to every automotive parts catalog. Kem 
Mtg: Co., 20-21 Wagaraw Rd., Fair Lawn, 


105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. 
Contains an explanation of the operation 
of the Wagner Rotary Air Compressor 
complete with diagrams, cross section 
drawings, and photographs. Lists by cata- 
log numbers component parts as well as 
field installation kits. Write for Catalog 
KU-201, Wagner Electric Corporation, 6362 
Plymouth Avenue, St. Louis 14, Missouri. 


1 CAP MERCHANDISER—How to in- 

crease profits by use of radiator 
and gasoline cap Merchandiser. The space 
saving Merchandiser saves you time and 
money while increasing sales and profits. 
Ask for detailed information. Stant Mfg. 
Co., 1620 Columbia Ave., Connersville, Ind. 


108 1957 EDITION OF 12 VOLT ELEC- 
TRIC EQUIPMENT FOR PASSEN- 
GER CARS—Contains description of 12- 
volt automotive electrical equipment used 
on 1957 model cars, giving special empha- 
sis to the new external adjustment type 
distributor and the enclosed shift lever 
type cranking motor. Recommendations 
for periodic servicing, checking and ad- 
justing of the charging, starting and igni- 
tion systems are discussed. Special section 
devoted to trouble shooting of 12-volt 
electrical equipment. Technical Literature 
Section, Delco-Remy Div., Anderson, Ind. 


1] SOUND SLIDE FILM — entitled 
“Automotive Wheel Bearings” is 
the first in a series of audio-visual aids 
designed to provide bearing salesmen, 
servicemen and replacement parts men 
with practical and useful information on 
various applications for ball, roller and 
engine bearings and on oil seals. Federal- 
Mogul Service, 11031 Shoemaker Ave., De- 
troit 13, Mich. 


] 14 32 REASONS FOR OIL CONSUMP- 

TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil con- 
sumption problems and remedies. Infor- 
mative, illustrated, prepared by one of the 
top technical staffs in this field. Write— 
Oil Consumption Booklet, American Ham- 
eres, 2001 Sanford Street, Muskegon, 

ich 


1] BRAKE SERVICE GUIDE — Com- 

plete instructions for inspecting, 
flushing and bleeding the brake system. 
Handy trouble check chart Write for 
Bulletin HU-411. Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis 14, Mo. 


96 


12 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
profit service. Describes Bear “On-A-Car” 
Service which makes possible tire retru- 
ing right on-the-car. Explains method us- 
ne most advanced truing principle. Bear 
Mfg. Co., Dept. SAJ, Rock Island, Il. 


] AERO-SEAL HOSE CLAMPS—An 

illustrated 4-page folder giving 
clamp ranges, mechanical information, 
fo ma | data, stock numbers, packag- 
ing, etc. reeze Corps., Inc., 700 Liberty 
Ave., Union, N. J. 


125 STANDARD DUTY GENERATOR 
‘ REGULATORS—A 16-page 84% x 11 
inch booklet covering the operation and 
maintenance of Delco-Remy regulators. 
(62 pictures) Contains illustrations show- 
ing various steps of adjustment. Will help 
automotive electricians understand and 
service regulators. Delco-Remy Service 
Department, Anderson, Indiana. 


12 HYDRAULIC BRAKE FLUID 

SERVICE — HOW TO CHECK, 
DRAIN, FLUSH, REFILL, BLEED—Easy 
reference book that contains helpful serv- 
ice instructions as well as detailed de- 
scriptions and illustrations of the latest 
methods and procedures for profitably 
servicing hydraulic braking systems. Send 
for Bulletin HU-17H, Wagner Electric Cor- 
poration, 6362 Plymouth Avenue, St. Louis 
14, Missouri. 


13 VALVE CATALOG—A new 166 
page catalog of valves, valve guides, 
valve seats, valve openings and other 
valve components is offered by Rich Mfg. 
Corp., 200 Elm St., Battle Creek, Mich. 


13 CATALOG NO. 56 —Features more 

than 300 Champ-Items automotive 
replacement parts for all makes of cars. 
A handy service book. Champ-Items, Inc., 
6190 Maple Ave., St. Louis 14, Mo. 


13 MOOG RINGLINER — Illustrated 

piston ring catalog carries listings 
and product information on complete line 
of Moog cast iron, partial chrome and 
Chrome Plus lines. Moog Industries, Inc., 
6650 Easton Ave., St. Louis 14, Mo. 


13 DELCO-REMY ELECTRICAL SERV- 

ICE—A 20-page 842xll-inch book- 
let covering essential steps in servicing 
the electrical system on an automobile. 
Profusely illustrated (84 pictures). A 
must for the automotive electrician. Del- 
ay Service Department, Anderson, 
nd. 


13 PLUG CHEK—A colorful wall ban- 
ner showing condition of spark 
plugs under various driving conditions. 
This service tool is designed to assist 


service men is diagnosing spark plug heat 
range problems. The Electric Auto-Lite 
Co., Toledo 1, Ohio. 


139 AIR COOLED ENGINE VALVES— 
A complete 8-page & cover cata- 
log of valves for air-cooled engines and 
locks, first offered by any replacement 
valve manufacturer. Lists replacement 
valves for leading manufacturers of en- 
gines used for powering lawnmowers, 
garden tractors, mixers, conveyors, pumps, 
combines, industrial engines, refrigeration 
units. Rich Mfg. Corp., 200 Elm St., Bat- 
tle Creek, Mich. 


14 PRESSURIZED COOLING SYSTEM 
—Servicing and maintenance of 
the pressurized cooling system is detailed 
in a booklet available from Stant Mfg. 
or 1620 Columbia Ave., Connersville, 


14 MOOG STREAMLINER CATALOG 

—Carries exploded views, detail il- 
lustrations and listings of leaf springs, 
main leaves, spring parts, shackles, shock 
links, tie rod ends, drag links, king bolts, 
coil springs and other coil action parts for 
cars and trucks. Moog Industries, Inc., 
6650 Easton Ave., St. Louis 14, Mo. 


1 RADIATOR SERVICING EQUIP- 
MENT—A new 48-page book “Blue- 
print For Profits’ explains big profits 
servicing radiators, explains the Inland 
method, illustrates and describes Inland 
equipment, free factory training school. 
payment plan, etc. Inland Mfg. Co., 1108 
Jackson St., Omaha 2, Nebraska. 


WHAT’S THE BIG DEAL IN TIRES 
14 —Informative color brochure tells 
tire dealers and service station owners 
how 3000 tire dealers all over the country 
are making more money on tires than 
they ever thought possible! How by buy- 
ing direct-from-factory with the strong- 
est backing in the industry; written un- 
conditional road hazard guarantees up to 
36 months, plus lifetime warranty. Van- 
derbilt dealers make more friends and 
build solidly for future business with an 
on-the-spot, no-red-tape, honor system 
adjustment policy. Vanderbilt Tire & 
Rubber Corp., 404 Fifth Ave., New York 
18, N. Y. 


TIRE & TUBE REPAIR MATERI- 
149 ALS are listed in this new 12-page 
catalog. Gives the complete line offered 
and also the stock numbers, quantity in 
package and the shipping weight Ace 
Rubber Co., P. O. Box 6147, Dallas, Texas. 


BLUEPRINT FOR PROFIT — A 
154 booklet with case histories of deal- 
ers and shops who have increased profits 
servicing radiators. Information about 
necessary equipment, tools and supplies 
needed to set up.—Inland Mfg. Co., 1108 
Jackson St., Omaha 2, Neb. 


MAKE MORE SALES ALL OVER 
155 THE LOT—Attractive 2-color folder 
shows how to increase gas, oil and TBA 
sales and turn new customers into stead- 
ies. Pullman Vacuum Cleaner Corp., Dept. 
P, 25 Buick St., Boston 15, Mass. 


] 6 BONDO PLASTIC FIBERGLASS 
5 PASTE DIRECTION FOLDER — 8 
pages of easy-to-follow, how-to-do a bet- 
ter body repair job with this “miracle 
body filler that hardens like rock.” Easily, 
quickly and conveniently applied. Bondo 
permanently restores surfaces “like new 
for automotive, marine and industrial re- 
pairs of metals, wood, stone and concrete. 
Bondo Div., Jaycee Chemical Corp., 1104 
Forest Road, Northford, Conn. 


159 FACTS ABOUT STORAGE BAT- 
TERIES—32-page booklet includes 
informative information on car, tractor 
and boat batteries. Explains the storage 
battery, electrical system, battery chemis- 
try and construction plus other “How To 
Do It” information. Exide Automotive 
Division, Cleveland, Ohio. 
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160 SUGGESTED SHOP PRICES ON 
MACHINE SHOP OPERATIONS— 
A 24-page booklet giving suggested shop 
rices on everything from align bore 
locks to valve jobs. Prices represent 
average price gathered from jobbers in 
U. S. and Canada. Van Norman Auto- 
motive Equipment Co., 3640 Main St., 
Springfield 7, Mass. 


162 BONDO SERVICE BOOKLET—IL- 
LUSTRATED—Describes in com- 
plete detail —_ and uses of plas- 
tic-fibreglass filler for the auto body re- 
pair—showing different types of repair 
work and advantages and how to save 
time on body work. Bondo Div., Jaycee 
Chemical Corp., Northford, Conn. 


163 TIRE TOOL CATALOG — Sheets 
show you the complete Ken Tool 
line giving specifications for each. In- 
cludes explanation of how and where each 
tool should be used to most profitable 
advantage. Ken Tool Mfg. Co., 768 E. 
North St., Akron, Ohio. 


167 1958 HEADLAMP & SERVICING 
GUIDE—Includes information on 
following: 4 headlamp systems, aiming in- 
structions, installation instructions, serv- 
icing directional signals, lamp specifica- 
tions on all domestic and foreign cars and 
trucks. Tung-Sol Electric, Inc., ith 
Ave., Newark, N. J. 


16 YOUR ANSWER TO VAPOR LOCK 

—New technical bulletin deals with 
vapor lock and hot-motor re-starts and 
explains how Filt-O-Reg helps prevent 
these conditions and increase engine effi- 
ciency. Alondra Sales, Inc., 959 Crenshaw 
Blvd., Los Angeles 19, Calif. 


17 TO TRUE OR NOT TO TRUE—38- 

age illustrated booklet gives prac- 
tical advantages of tire truing. Shows you 
how tire rounding increases tire mileage 
and how this can be a profitable business 
for you. Bee-Line Co., Davenport, Iowa. 


17 HYDRAULIC PARTS — Complete 

master catalog of the complete line 
of Eis hydraulic parts. Lists and illustrates 
the complete line of repair kits, hoses, 
stop-light switches, brake-master and 
wheel assemblies. Information complete 
up to 1957. Eis Automotive Corp., id- 
dletown, Conn. 


18 THE LAMSON NO. 56-A AUTO- 

MOTIVE CATALOG — Completely 
revised, illustrated reference book of fas- 
teners used daily by automotive main- 
tenance men including Plated Cap Screws 
and Nuts—Brass Nuts, Expansion Plugs, 
Assortments, Brake Lining Fasteners, 
Bumper Bolts, Tapping Screws, Flat and 
Lock Washers, Truck Wheel Studs, Stove 
Bolts, Cotter Pins and many other items. 
List prices, dimensions and carton quanti- 
ties are given. Lamson & Sessions Co., 
1971 W. 85th St., Cleveland 2, Ohio. 


181 WHEEL COVER CATALOG NO. 57 
—Covers complete line of wheel 
covers in sizes to fit 14”, 15” and 16” 
wheels. Namsco, Inc., 333 3lst Ave., Bell- 
wood, Ill. 


185 SERVICE ENGINEERING’ BRO- 
CHURE—A new brochure com- 
prised of 14 Service Engineering articles 
covering oil consumption problems, ring 
problems, oil control problems peculiar to 
the modern high compression-high vacu- 
um engines, piston and piston ring no- 
menclature and several articles on scuffed 
rings and how to avoid scuffing and scor- 
be | Perfect Circle Corp., agerstown, 
nd. 


1 8 FILTER CATALOG—Offers details 

on complete line of oil, air, fuel 
and cooling system filters. Lee Filter 
Corp., 43 River Road, N. Arlington, N. J. 


188 ELECTRICAL TUNE-UP TESTING 
EQUIPMENT CATALOG NO. 100 
DB—Gives full information on each test- 
ing uipment item in the entire Her- 
brand line. Includes details on such items 
as Power Timing Lights, Compression 
Guages, Neon Tube Timing Lights, Tach- 
ometers and others. Herbrand Div., Fre- 
mont, Ohio. 


192 DOPE SHEET—Tells how to get 
best results from Arco 45, fast air- 
dry enamel. Proper application methods 
are discussed to assure excellent product 
performance. The Arco Co., 7301 Besse- 
mer Ave., Cleveland 27, Ohio. 


19 WIRE & CABLE CATALOG — A 

condensed catalog of electric wire 
and cable, complete with specifications 
for all passenger cars. The Electric Auto- 
Lite Co., Toledo 1, Ohio. 


19. TWIN POST LIFT WHEEL ALIGN- 

MENT OUTFIT—Illustrated 8-page 
catalog, shows how this equipment does 
not limit floor space, shows how anyone 
can do wheel alignment and points out 
fast reading advantages. Weaver Mfg. Co., 
Springfield, Il. 


195 1958 SALES “PORTFOLIO”—Con- 
tains catalog sheets on YANKEE’S 
new “Duet Series” Mirrors, Boat Trailer 
Lamps and Water Ski Mirror, All-Chrome 
Truck Mirrors, mirrors for foreign and 
sports cars, and other service items. Kala- 
mazoo punched for filing. Yankee Metal 
Products Corp., Norwalk, Conn. 


196 AIR COMPRESSOR CATALOG — 
Twenty-page catalog gives detailed 
instructions on ow to select a com- 
pressor. Also includes specifications and 
information on various type of com- 
pressors, components and accessories. Ask 
for Catalog No. 734-2, Weaver Mfg. Co., 
Springfield, Ill. 


19 SPARK PLUGS—Condensed four- 
page specification folder for pas- 
senger cars, including 1958 models. Th 
Electric Auto-Lite Co., Toledo 1, Ohio. 


19 SERVICE JACK CATALOG PAGE 
—Model WA-66, 114-ton and 11$-ton 
service jacks are fully described. Light 
weight of these models makes them ideal 
for road service trucks and away from 
shop service. Includes complete specifica- 
tions. Weaver Mfg. Co., Springfield, Ill. 


1 20-TON CAPACITY FLOOR JACK 

CATALOG PAGE—Fulfills need for 
floor type jack with greater capacity than 
has been previously available. Includes 
specifications on construction, capacity 
on — Weaver Mfg. Co., Spring- 
ield, Ill. 


200 FREE WHEEL LIFTS AND ROLL 
ON LIFTS CATALOG PAGES— 
Two pages gives dimensions, capacity and 
other pertinent information about these 
two Weaver ‘ae Weaver Mfg. Co., 
Springfield, Tl. 


20 TWIN POST LIFT ADAPTER RE- 
QUIREMENTS—Gives definite in- 
structions on which adapter is needed for 
various passenger car models. Adapters 
described are required for all 1957 model 
cars. Weaver Mfg. Co., Springfield, Ill. 


202 “DON’T BLAME THE GENER- 
ATOR”—Free booklet designed to 
help keep your profit by eliminating 
costly comebacks. Arrow Armatures Co., 
11 Fordham Rd., Boston 34, Mass. 


205 HOW TO INCREASE ENGINE 
LIFE 90%—lIllustrated booklet tells 
how to reduce wear to moving parts and 
insure better performance from automo- 


SOUTHERN AUTOMOTIVE JOURNAL for JULY 1959 


biles or trucks by explaining the air filter 
—the vital piece of uipment through 
which an engine breathes. Fram Corp., 
Rumford Post Office, Providence 16, R. 1. 


206 THE SERVICE STORY ON SHOCK 
ABSORBERS—Handbook points out 
that one of every four cars on the road 
is in need of some kind of shock absorber 
service. It illustrates proper servicing 
procedures, including importance of peri- 
odic inspection of shock absorbers on air 
suspension cars. It is designed to - 

lify shock absorber installations. United 

otors Service Div., 3044 W. Grand Blvd., 
Detroit 2, Mich. 


210 COLUMBUS SHOCK ABSORBERS 
—Complete catalog of Luxury-Ride 
and Velvet-Ride lines, including type 
needed for front and rear of each make, 
year and model car—plus numerical parts 
listing, installation, bushings and washer 
information. Heckethorn Mfg. & Supply 
Co., Dyersburg, Tenn. 


21 THE WHYS AND HOWS OF VOLT- 

AGE REGULATORS—Explains in 
simple language, every detail of Voltage 
Regulators—how they work, why they are 
important, how to adjust and service 
them. In 16-page handy pocket size edi- 
tion, with many working drawings to 
clarify and illustrate the text. Standard 
Motor Products, Inc., 37-18 Northern Blvd., 
Long Island City 1, N. Y. 


21 ROUGH IDLING — CAUSE AND 

CORRECTION — 4-page _ bulletin 
lists common causes of rough idling and 
points out corrective measures to be tak- 
en. Includes explanation of how and why 
gum forms in carburetor and what steps 
are necessary to remove gum de . 
Gumout Division, 2690 Lisbon Rd., Cleve- 
land 4, Ohio. 


22 HYDRAULIC JACK REPAIR KITS 
are explained in detail in a new 
illustrated folder on JACK PACK hydrau- 
lic jack repair kits. For your free copy 
write Jack-Pack Mfg. Co., 2115 N. Mari- 
anna Ave., Los Angeles 32, Calif. 


222 “WHAT PRICE QUALITY”—Read 


how Urey arts should be made 
and why. HAT PRICE QUALITY” tells 
the story of the making of quality igni- 
tion parts. Written in non-technical lan- 
guage. Standard Motor Products, Inc., 
- Northern Blvd., Long Island City 1, 


22 OIL LEAK DETECTOR — Bulletin 
shows how hooking up the bearing 
oil leak detector reveals internal engine 
conditions, uncovers main, rod or cam 
bearing wear, plugged oilways, starved 
bearings, before tearing down the engine. 
Also describes how the detector checks 
the completed overhaul and pre-lubricates 
moving parts before turning over the en- 
gine. [Illustrates two sizes with main- 
tained oil pressure—one for cars, one for 
larger truck engines. Federal-Mogul 
eevee 11031 Shoemaker, Detroit 13, 
ich. 


22 FUEL PUMP TROUBLE SHOOT- 
ING—Clearly describes and illus- 
trates correct procedure for testing fuel 
and vacuum pumps, and how to use 
properly a fuel pump pressure gauge. 
Four page pamphlet also includes com- 
plete fuel pump pressure specifications 
and car application data. Kem Mfg. Co., 
20-21 Wagaraw Rd., Fair Lawn, N. J. 


230 SIOUX TOOLS—New Catalog No. 
58. Sixty pages. New items include 
Air Impact Wrenches, Air Screwdrivers, 
Valve Cleaners, All-Angle Drill Kit, Elec- 
tric Screwdriver sets, and Pelican Nut 
Accumulators for use with impact 
wrenches. Also complete information on 
Valve Face Grinding Machines, Valve Seat 
Grinders, Electric Drills, Hole Saws, Elec- 
tric Bench and Portable Grinders, Wire 
Wheel Brushes, Flexible Shaft Machines, 
Electric Sanders, Abrasive Discs, Electric 
Polishers, Electric Impact Wrenches, 
Electric Saws and Flat Sanders. Albert- 
son & Company, Inc., 3100 Lowell Avenue, 
Sioux City 2, lowa. 
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23 TUNE-UP BOOKLET — 20-page 

booklet answers such questions as 
“What should engine tune-up do?” and 
“Where to start.” Also includes explana- 
tion fuel system, carburetor and a check- 
list for a complete engine tune-up. Form 
3759, Advertising Department, Carter Car- 
buretor Div. CF Ind., 2840 N. Spring 
Ave., St. Louis, Mo. 


23 NEW MUFFLER TOOL INFORMA- 
TION—Tool cuts through mufflers 
without use of chisels, saws or torches. 
Made of light weight construction, it fits 
from 149” to 242” pipe. Muffler Products 
Corp., 2808 Crawford, Houston 4, Texas. 


24 BRAKE SERVICE MANUAL—A 16- 

page booklet giving complete in- 
structions on servicing and installation 
of brake shoe assemblies in domestic and 
foreign passenger car and truck brake 
assemblies. Imco Mfg. & Sales Co., 10 E 
Lafayette Ave., Baltimore 2, Md. 


24 HOW TO SELL MORE OIL, OIL 
FILTERS, LUBRICATIONS & TBA 
ITEMS—12-page illustrated booklet gives 
profitable tips on increasing your sales 
and making every customer a happy cus- 
tomer. Pullman Vacuum Cleaner Corp., 
25 Buick St., Boston 15, Mass. 


2 SPARK PLUG INSPECTION 

CHART—Form No. M-1433—A full 
color chart that can be tacked or taped 
up onto walls showing both normal and 
abnormal appearance of spark plugs plus 
tips on how to get top rformance from 
spark plugs. The Electric Auto-Lite Co., 
oledo, Ohio. 


24 TRUCK TIRE BOOKLET entitled 

“How You Can Save Up to 20% on 
Truck Tires” offers a plan for fleet op- 
erators to cut costs on truck tires. It is 
illustrated and carries non-technical in- 
formation covering many phases of truck 
tire purchasing and operation. The Tire 
Mart, Inc., National eet Service, 404 
Fifth Avenue, New York 18, N. Y. 


2 ARMATURE TOOLS—Catalog sheet 
gives full details on hand operated 
armature undercutter and armature turn- 
ing tools. Also includes feature of growl- 
ers and testers, distributor holding 
clamps, armature vise jaw pads and gen- 
erator pulley puller. Newman Machine 
Co., P. O. Box 737, Providence 1, R. I. 


24 ELECTRIC ARMATURE UNDER- 
CUTTER AND POLE SHOE 
SPREADER are described in this catalog 
sheet. Available from Newman Machine 
Co., P. O. Box 737, Providence 1, R. I. 


248 “BRINGS YOU A 100% PROFIT”’— 
Catalo sheet describes rubber 
brake adjusting hole covers and the at- 
tractive display cards on which they are 
mounted. e plugs are easily sold with 
each grease job and fit all models of cars 
and trucks using Bendix brakes. New- 
man Machine Co., P. O. Box 737, Provi- 
dence 1, R. I. 


25 FUEL PRESSURE REGULATORS— 

Informative folder answers such 
questions as “What is fuel pressure regu- 
lator,” “Why do I need one,” “ isn’t 
it original equipment,” and “Is it guaran- 
teed.” Milesmaster, Inc., 1550 . Mth 
Place, Chicago 19, Ill. 
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25 TOOL CATALOG “W”—112 pages 
gives pictures, description and 
specifications of the complete Snap-On 
ool line of merchandise. Snap-On Tools 
Corp., Kenosha, Wis. 


261 SAFETY EQUIPMENT CATALOG 
—22 pages describes the full line 
of directional signals, reflectors, mirrors, 
flares, flags, fuses, stop and clearance 
lights, fire extinguishers and other prod- 
ucts. Anthes Force Oiler Co., 20th St., and 
Avenue M, Ft. Madison, Iowa. 


26 OIL FILTER SELLING AIDS—Wix- 

O-Matic, the guide to extra profits 
in oil filter service sales. A revolutionary 
merchandising concept featuring mini- 
mum, controlled inventory, guaranteed 
sales, perpetual stock control, Dial-O- 
Matic cartridge selector, cartridge in- 
stallation charge guide, dealer franchise, 
plus choice of two eye-catching, money 
making merchandisers—floor cabinet or 
wall rack. Ask for brochure giving com- 
plete details. Wix Corp., Gastonia, N. C. 


2 TIRE VALVES, EQUIPMENT AND 
TOOLS—Complete jobber catalog 
describes the entire line; giving numbers, 
description, packaging and weight of each 
item. Acme Air Appliance Co., Inc., 205 
Newman St., Hackensack, N. J. 


265 TIRE VALVE WALL CHART— 
Comparison chart shows application 
of tubeless tire valves by car name. Also 
shows the interchange stock numbers of 
other manufacturers. Acme Air Appli- 
ance Co.. Inc., 205 Newman St., Hacken- 
sack, N. J. 


2 COMPRESSOR CATALOG—16-page 

catalog gives full details on the 
complete compressor line, including speci- 
fications, diagrams, uses. Champion Pneu- 
matic Machinery Co., 825 N. Pleasant St., 
Princeton, Ill. 


26 AUTOMOTIVE BEARINGS — Cat- 
alog 50-CB—a 68 page listing of 
aren aay | rods, cam shafts and main 
bearings for cars, trucks and _ tractor en- 
gines. Johnson Bronze Co., 540 S. Mills 
Street, New Castle, Pa. 


268 HI-PRESSURE WASHERS — 4 page 

brochure gives specifications, de- 

scription and uses of the washers offered 

2 Champion Pneumatic Machinery Co., 
N. Pleasant St., Princeton, Il. 


270 “TRICKS OF THE TRADE” — 16 
page illustrated booklet gives uses 
for Permatex sealants. Uses are those de- 
veloped by mechanics. Permatex Co., Inc., 
300 Broadway, Huntington Station, New 
York, N. Y. 


27 AUTOMOTIVE CHEMICALS — 8 
page catalog gives description of 
each item in the Permatex line giving 
uses, parts numbers and sizes. Permatex 
Co., Inc., 300 Broadway, Huntington Sta- 
tion, New York, N. Y. 


272 STEAM CLEANER BULLETINS — 
describe Model 80 and Model 4985, 
amy specifications and applications. 
Vapor Heating Corp., 80 E. Jackson Blvd., 
Chicago 4, Ill. 


27 NEW WHEEL SERVICES — Cat- 
alog lists 11 new wheel alinement 
and balancing services and is said to be 
the most complete catalog of its kind in 
the industry. The 20 page catalog describes 
and illustrates all of the new Bear equip- 
ment. Bear Mfg. Co., Rock Island, III. 


27 PISTON RING — 16 page booklet 

contains a description of the Modern 
Power features of Ramco Piston Rings 
complete with illustrations. Ramsey Corp., 
P.O. Box 513, St. Louis 66, Mo. 


28 FREE SAMPLE AND PAMPHLET 
—describes Florco, an all-purpose 
adsorbent for use in the adsorption of 
oils, greases and colored liquids from 
concrete, terrazzo, stone and other sur- 
faces. Write Floridin Co., P.O. Box 989, 
Dept. SA, Tallahassee, Fla. 


28 RUST INHIBITOR AND STOP 

LEAK—4 page folder describes the 
six in one cooling system treatment forti- 
fied with Prorad. Stops leaks, lubricates 
water pump, prevents rust and helps main- 
tain roper temperature. Magna-Krom 
Mfg. Co., 108 Sumner Ave., Vandergrift, 
Pa. 


28 CARBURETOR WALL CHART — 

Three color 17” x 22” trouble shoot- 
er chart locates the sources of seven com- 
mon types of carburetor trouble and gives 
specific causes and remedies. Hygrade 
Products Div., Standard Motor Products, 
Inc., 37-18 Northern Blvd., Long Island 
City 1, N. Y. 


31 WAGNER BRAKE PARTS CAT- 
ALOG — A handy ONE-POINT 
reference to fast-moving brake parts and 
lining, covering popular models of cars 
and trucks. Catalog also lists complete 
stock of shoe exchange sets, as well as 
CoMaX bonded lining segments available 
to those interested in bonding ~~ in 
their own shops. Wagner Electric or- 
poration, 6362 Plymouth Avenue, St. Louis 
14, Missouri. 


315 BETTER IGNITION by  Delco- 
Remy — 16-page, 842x1l-inch book- 
let covering theory, operation and main- 
tenance of Delco-Remy ignition equip- 
ment. Contains 71 illustrations. Will help 
automotive electricians understand and 
service ignition equipment. Delco-Remy 
Service Department, Anderson, Ind. 


33 AUTO LAMP SERVICING GUIDE 
—lIllustrated and handy reference 
with replacement charts and instruction 
for aiming, adjusting, focusing, installing 
and servicing trucks and auto lamps. Also 
complete information on_ servicing  di- 
rectional signal flashers. Tung-Sol Elec- 
tric Inc., 95 Eighth Ave., Newark 4, New 
Jersey. 


3 OIL, AIR, FUEL AND WATER 

FILTERS—Valuable information on 
oil, air, fuel and water filters. Complete 
selection of material to help you sell, in- 
stall and service filters. Fram Corporation, 
Providence 16, R. I. 


345 HYDRAULIC BRAKE WALL 
CHART — Spiral bound listing up- 
to-date parts information for pacsenese 
ears and trucks, including listings for 
master and wheel cylinder repair kits, 
stop light switches and brake hoses. Eis 
Automotive Corp., P. O. Box 701, Middle- 
town, Conn. 


36 AUTOMOTIVE SAFETY LIGHT- 

ING DEVICES—A new automotive 
catalog illustrating reflectors, directional 
signals, tail lights, stop lights, armored 
clearance lamps and safety reflector flares 
—all heavy duty equipment, designed and 
built for commercial truck and bus use. 
Grote Mfg. Co., Bellevue, Ky. 


410 NEW AIR BRAKE MAINTENANCE 
BULLETINS — Series of bulletins, 
each devoted to a single unit. Fully illus- 
trated with cross sectional, exploded and 
schematic drawings explaining every phase 
of the operation and maintenance. Wag- 
ner Electric Corp., 6400 Plymouth Ave., St. 
Louis 14, Mo. 


SOUTHERN AUTOMOTIVE JOURNAL for JULY 1959 





NEW PRODUCTS 


AND CATALOGS 


900—Crane 


“Ideal” crane for lifting 1,500 Ibs., 
added to the line of Storm-Vulcan, 
Inc., 2225 Burbank, Dallas 35, Texas, 
fits onto a floor dolly and also has 
mounts for use on trucks and several 
pieces of the company’s equipment, 
including the “Blockmaster” milling 
machines, “Dynomaster” engine and 
transmission test stands, and “Turbo- 
Blast” cleaning machines. 


Crane can also be used on a dock, 
warehouse, shop or garage by plac- 
ing on the floor dolly. It reportedly 
relieves smaller shops of using extra 
man for loading or lifting, prevents 
sprained backs, mashed fingers and 
legs and prevents soiled hands and 
clothes. 

Want more info? Use coupon on 

page 97 and you will get it! 


901—Jack Post 


For easy, efficient work in under- 
car operations on lifts, a “High Post” 
for “Air-Jack,” manufactured by Big 
Four Industries, Inc., 5938 Carthage 
Court, Cincinnati 12, O., is said to 
raise the frame—dropping the wheels 
—to give plenty of room for install- 
ing tailpipes and mufflers. 

Other features of the jack include 
saddle arms with wider spread and 
longer reach to fit new cars, square 
saddle pads with corner lugs, which 
solidly grip mew bumpers and 
bumper supports, and swivel-caster 
for swinging jack into working posi- 
tion. A touch of the air chuck raises 
car in seconds, it was claimed. 

Want more info? Use coupon on 

page 97 and you will get it! 


902—Wire, Cable Chart 


The complete line of wire and 
cable terminals, manufactured by 
Standard Motor Products, Inc., 37-18 
Northern Blvd., Long Island City 1, 
N. Y., is illustrated in actual size and 
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realistic color on a wall chart avail- 


able to authorized distributors. 


Want more info? Use coupon on 
97 and you will get it! 


page 


903—Muffler Catalog 


Scale drawings of passenger-car 
exhaust systems and expanded 
numerical section are outstanding 
features of the 1959 wholesaler cata- 
log, published by The AP Parts 
Corp., Toledo 1, Ohio, which devotes 
approximately 20 pages of space to 
the drawings, including also all use- 
ful information on each part num- 
ber, including popularity § rating, 
weight, application data, car factory 
part number and complete specifica- 
tion data. Arrows alongside ratings 
indicate whether an item is increas- 
ing or decreasing in popularity. 

Want more info? Use coupon on 

page 97 and you will get it! 








“Discardit’’* 


LEAK-PROOF Element 
with the 
Feridium* Anode! 


“‘Micralytic’’* 


FLAME-PROOFED 
Element 


for Carburetors! a i 





Resir-weld* 


OIL FILTERS 


THE ONLY FILTERS THAT 
COMPLETELY REMOVE 
BOTH SLUDGE AND ACIDS! 


Of course, there are other big differences in LEE 
FILTERS that set them com ao art from all 


others. They feature ONE-PIECE RUCTION — 
BUILT-IN NEOPRENE CENTER POST SEALS — MULTI- 
FLOW PERFORATED CENTER TUBE OUTLETS — TOP AND 
BOTTOM PLATED FINISH STEEL CAPS — PLATED FINISH 
STEEL SHELLS (there's no paint to dissolve and. centami- 
nate the oil) — FULL-FLOW UNRESTRICTED BODY 
SHELLS (as many as 3,000 inlet and outlet apertures) 
— HEAT-TREA AND CURED ACCORDION-PLEATED, 
RESIN-IMPREGNATED, FULL-FLOW ELEMENTS and the 
famous FERIDIUM* ANTI-ACID ANODE CATALYST! 


Lee Resin-Weld* Filters conform to functional standards 
set by SAE, U.S. Army Procurement, Fort Belvo Research 
and Development and initial equipment requirements of 
car manufacturers. Write for catalog. 


*Feridium, Resin-weld, Discardit and Micralytic 
are the Registered Trade Marks of Lee Filter Corp 
Patents Pending 


LEE FILTER CORP., North Arlington, N. J. 


Want more facts? Use Reader Service Card Page 97 





904—Tinning Flux Dispenser 


A plastic spray bottle for quick, 
easy fluxing of body surfaces before 
lead filling has been announced by 
Johnson Mfg. Co., Inc., 414 N. Brad- 
ley, Mt. Vernon, Iowa, for covering 
the metal surface with an atomized 
spray of its soldering fluid. 

The flux instantly wets the metal, 
readying it for heating and filling 
with lead, it was claimed. No pre- 
tinning is required. Spray cap is re- 
moved for refilling from standard 
pints, quart or gallon containers. Bot- 
tle can be refilled many times. 

Want more info? Use coupon on 

page 97 and you will get it! 


905—Vacuum Cleaner 


A heavy-duty vacuum cleaner 
utilizing a 14%2hp, three-stage bypass 
(self-cooling) motor for maximum 
suction and increased vacuum ef- 
ficiency, announced by Pullman 
Vacuum Cleaner Corp., 25 Buick St., 
Boston 15, Mass., is equipped with 
a never-clog secondary filter and in 
2 seconds converts to a power blower 
to clean hard-to-get-at areas, such as 
those found under accelerators and 
front seats. 

Cleaner is said to be fully efficient 
in all types of difficult cleaning, in- 
cluding late-model cars with inlaid 
carpeting and step-down interiors. It 
is also ideal for general maintenance 
in machine shops, showrooms, car 
laundries, tire companies and for the 
showrooms of new- and _ used-car 
dealers, the manufacturer said. ““Mod- 
el JB 365 AV” can be used for wet 


or dry pickup. Wet pickup adapter 
reportedly allows quick change for 
liquid recovery in seconds. A locking 
front caster permits safer and easier 
cleaning. Height is 3234”, diameter 
16”, capacity 17 gallons, and total 
recoverable capacity is 12 gallons or 
1%4 bushels, 

Want more info? Use coupon on 

page 97 and you will get it! 


906—Refinish Products 


“Duracryl A.L.E. (Acrylics-Lac- 
quers-Enamels),” an all-purpose pri- 


mer-surfacer, and “Duracryl A.L.E.” 
putty, developed primarily for use 
over and under acrylics by Pitts- 
burgh Plate Glass Co., 632 Fort De- 
quesne Blvd., Pittsburgh 22, Pa., re- 
portedly can be used with equal 
success in refinishing enamel] and 
nitrocellulose lacquer. 

Because of its high solid content, 
the primer-surfacer requires fewer 
coats, it was claimed. Product 
feathers out without splitting or chip- 
ping around edges and may be sand- 
ed either wet or dry without clogging 
sandpaper, according to the company. 
It is also said to possess unusual ad- 
hension and color holdout. Further 
speeding up of acrylic refinishes re- 
portedly may be accomplished with 
all-purpose “Yellow Glaze” putty for 
spot filling or glazing. Filling and 
working properties permit it to be 
spread like butter, while its light col- 
or makes it especially effective for 
use on pastel finishes. It adheres 
well to bare metal, the manufacturer 
said, and will not rip, pull or roll. 

Want more info? Use coupon on 

page 97 and you will get it! 


907—Spark Plug Catalog 


A 4-page catalog listing spark plug 
specifications alphabetically for all 
makes of foreign passenger cars now 
being sold in this country, showing 
gap requirements as well as specifi- 
cations of its regular, resistor and 
power-tip spark plugs, has been pub- 
lished by The Electric Auto-Lite Co., 
Toledo 1, O. 

Want more info? Use coupon on 

page 97 and you will get it! 





CHAMP-ITEMS 


ee 
SPRING LEAF SILENCERS 


Made of bearing bronze. 


The only 
silencer that does the job right. 


CHAMP-ITEMS 
he 8) 


No. 190 SPRING LEAF SILENCERS; Fits 
Ford 1949-1958: Edsel 1958: Chevrolet 1954- 
57; Hudson 1953-54; Nash Rambler 1952-55; 


Some Packard models. 
No. 191 


List 25¢ each 
SPRING LEAF SILENCERS; Fits 


all Chrysler cars; Dodge, Plymouth, De Soto 
1951-59; Pontiac 1954-56 List 25¢ each 


No. 192 SPRING LEAF SILENCERS; 
Made of solid woven webbing. Universal for 
these cars, to be used in the front and rear 
of rear springs: 1955-59 Plymouth and Dodge; 


1953-59 De Soto and Chrysler. 


List 25¢ each 


No. 673 SPRING LEAF SILENCER PADS; 
Made of very fine grade solid woven web- 
bing. Fits Ford 1949-59; Chevrolet 1955-57; 


Edsel 1958-59; Hudson 


1953-56; 


Nash 


Rambler 1952-55; Some Packard models. 
List 15¢ each. 


Send bilthead for latest catalog. 
ORDER FROM YOUR JOBBER 


Want more facts? Use Reader Service Card Page 97 


CHAMP-ITEMS 
191 


Serving the 
Service Trade 
for 30 Years. 
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TIPS 
aN 


If Wheel Cylinder Cups with expanders 
are pushed into cylinder so far that cup 
lip contacts or partially covers cylinder 
or bleeding ports, you may think you 
have a defective cup or cylinder. 


Reason: They sometimes stick until you 
bleed the lines, part of the fluid by pass- 
ing around the back of the cup and into 
the outside of cylinder chamber. 


Always make certain cups are 
clear of port holes when as- 
sembling cylinders. 


Tru -TORQUE 


OTTO-ITEMS, INC. 
1200 Reco Ave. e St. Lovis 22, Mo. 





Sustain your 
whole road program... 
with the economy of 


You need the big Interstate roads. You need 
more and better local and farm-to-market 
roads. The economy of heavy-duty Asphalt- 
paved highways gets you both. First, Asphalt- 
paved roads cost less to build (up to $11,700 
and even up to $92,600 less per mile). Then, 
maintenance costs no more, often 
less. The total savings can serve ““veivc: smooenness 
every highway need . . . sustain “interstate ti 
your whole road program. Pr 


Interstate Highways 


OE 
\ 


: | 
THE ASPHALT INSTITUTE 7 
Asphalt Institute Building, College Park, Md. 
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Transfusion 
for “sick” 
carburetors 


Tune-up with GUMOUT. No tune-up 
is complete without cleaning the carbu- 
retor. GumouT and the GumouTerR Kit 
will do the job in just 20 minutes. 


Best tune-ups in town. That’s what 
you give when you use GUMOUT as a 
regular part of your service. GuUMOUT 
cleans out gum and varnish . . . restores 
engine pep . . . increases gas mileage. 


= 
= 


@ = 
at * 


y 


I 


GUMOUTER SERVICE KIT fisse'solefoeJeamte 
only $3 45 i " OG *oeieg . 
2 1) 
with Lifetime oS corbureten 


Guarantee ia 


Pen, 
- 


Call your jobber or write 


GUMOUT DIVISION Pennsylvania Refining Company 
2688 Lisbon Road, Cleveland 4, Ohio 


Want more facts? Use Reader Service Card Page 97 





908—Mirror 


An electronically controlled mirror 
available for field installation ex- 
clusively on Chrysler vehicles, an- 
nounced by Mopar Division of 
Chrysler Motors Corp., O. Box 
1718, Detroit 31, Mich., is designed to 
substantially reduce night driving 
discomfort caused by blinding lights 
from behind. 

The inside rear view mirror auto- 
matically dims distracting glare, but 
does not curtail rear view visibility, 
eliminating necessity of taking eyes 
off the road and one hand from the 
steering wheel to make mirror ad- 
justments. Mirror offers a 3-way con- 
trol lever for city driving, highway 


driving and off position. It can be 
purchased through Plymouth, Dodge, 
De Soto, Chrysler or Imperial deal- 
ers. 
Want more info? Use coupon on 
page 97 and you will get it! 


909—Boring Block Fixture 


For boring all blocks from 3% to 
412”, regardless of surface angle, the 
“BF-200” boring bar support fixture, 
introduced by Versnick Mfg. Co., 
Madisonville, Ky., is designed for use 
on any block, allowing rebuilder to 
bore blocks with more than one 
cylinder with the valves in place. 

Accessory sets up rapidly and 
easily, and no shims are necessary, it 





Here’s the Latest in 


Suede 


HOSE CLAMP N [Fry-PAKS 


the NEW 


A Single Package Deal that meets 
ALL Automotive Hose Clamping Needs! 


CONSISTS OF 100 SURE-TITE HOSE CLAMPS in the 
following sizes and quantities with either deep-slotted screw 
P=") or collared screw: 


was claimed. The boring bar align- 
ment is taken from the adjacent 
cylinder bore rather than from the 
block surface. Expanding collet prin- 
ciple insures full surface contact 
within the cylinder and provides 
rigid support for the boring bar with- 
out exerting pressure on any one 
particular point on the cylinder wall. 
A 3” to 3%” collet is also available. 
Want more info? Use coupon on 
page 97 and you will get it! 


910—Shock Spring Display 


A pair of its “No. 110” support 
shock springs in a counter display 
package, introduced by Champ- 
Items, Inc., 6191 Maple Ave., St. 
Louis 30, Mo., are said to point the 
advantages of the rubber cushioned 
overload springs. 


Easy to install, springs slip over 
present shock absorbers to keep car 
level with no bottoming, sag, sway 
or dip. They also increase road clear- 
ance, the manufacturer said. 

Want more info? Use coupon on 

page 97 and you will get it! 


911—Spark Plug Wire 


Especially recommended for use 
where high engine compartment 
temperatures crack or damage con- 
ventional wire, a spark plug wire, de- 
veloped by The Electric Auto-Lite 
Co., Toledo 1, O., is equipped with a 
“Steelductor” wire which has a spe- 
cial silicone insulation with a glass 
braid. 

Wire features 7 strands of low 
capacitance stainless steel wire, cov- 
ered with a high dielectric silicone 
compound. The inner core has glass 
over braid for heat protection and 
strength. Though especially resistant 
to high temperatures, wire reportedly 
also provides a spark of longer dura- 
tion with less capacitive component, 
plus more starting voltage with less 
coil energy. It is available in 100 and 
1,000’ spools. 

Want more info? Use coupon on 


page 97 and you will get it! 
912—Wheel Weights 


Type “C” wheel balance weights 
designed especially for the wheels of 
Cadillac, Dodge, De Soto, Lincoln and 
other cars with full wheel covers, an- 
nounced by Bear Mfg. Co., Rock 
Island, Ill., feature a longer clip de- 
signed to position the weight under- 
neath the wheel cover. 

Weights reportedly do not inter- 
fere with the “teeth” or ring clips 
that hold the ring in position and 
they themselves are actually locked 
in position, preventing them from be 
ing thrown off the wheel. They are 
furnished in %2-oz. graduations from 
¥% oz. through 3 ozs. 

Want more info? Use coupon on 

page 97 and you will get it! 


30 Heater Hose Clamps 

40 Radiator Hose Clamps 

20 Booster Brake Hose Clamps 
10 Truck Hose Clamps 


HANDY 10-PAKS AVAILABLE ON ALL SIZE SURE-TITE 
CLAMPS FOR REFILL AND CONVENIENT STOCKING 


Each Box Is Plainly Marked with Clamp No., and Diameter 
ue: Range, Also Complete Size Chart on Each 10-Pak. 
4 


deep-slotted collared 
screw screw 


a 


~~ 
WITTEK MANUFACTURING CO., 4341 W. 24th Place, Chicago 23, Illinois 
Southern Representatives 


Battle and Davis Sales Co. 


914 Texas Bank Building 
Dallas, Texas 
Telephone: Riverside 8-2965 


Hirsig-Brantley Co. 
American National Bank Bidg. 
Jacksonville 7, Florida 
Telephone: FLanders 9-6657 


Rudy Copeland 
P. O. Box 2140 
Ft. Worth, Texas 
Telephone: EDison 5-1258 





9072A 








Use Every “Seal of Protection” to enter 


PUROLATORS 


126,000° 


EALER PRIZARAMA 


@ Over 2400 fabulous prizes! @ No limit to entries . . . the more you 
3 Mammoth Drawings! send the better your chances! 


@ For Service Station, Garage and @ No jingles—No puzzles— 
Car Dealer Personnel only*! Nothing to buy! 


*Your Purolator Supplier Salesman wins a duplicate prize 
if you are a winner in Drawing No. 3. 


Keep your entries coming— 
here’s all there is to do— 


Place a Purolator “Seal of Protection” 
sticker on a customer's car or truck. 
There’s a sticker in each Purolator carton. 


Your Sweepstakes entry blank is printed on 
the back of the “Seal of Protection.” Peel 
it off when sticker is placed on vehicle. 

Fill out entry neatly and completely. 


Mail entries in an envelope to Sweepstakes 
headquarters. Send as many as you can in 
time for each of the 3 drawings (July 31, 
Sept. 30, Nov. 30). 


Get complete rules and details from your Purolator Supplier today! 


The Standard Equipment Line 


PURQOLATOR 


“Purolator” and “Super-Micronic” OIL, AIR, & FUEL FILTERS 


Reg. U. S. Pat. Off. 


PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 
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913—Tailpipe Tool 


For rounding out dents or extru- 
sions in ends of tailpipes and muf- 
flers, the “MT-9 Round-Up” tool, in- 
troduced by Lisle Corp., Clarinda, 
Iowa, reportedly will slightly enlarge 
or reduce the size of pipe ends for 
easier fitting. 


When driven inside pipe or muffler 
end, tool rounds out any dents or ex- 
pands slightly undersized pipe, it was 
claimed. When cone is reversed, it 
can be placed over the end of a pipe 
to bend down extrusions or reduce 
pipe size. 

Want more info? Use coupon on 

page 97 and you will get it! 


914—Transmission Catalog 


Automatic transmission quick ref- 
erence catalog #279, published by 
Felt Products Mfg. Co., 7450 N. Mc- 
Cormick Blvd., Skokie, IIl., gives 
complete listings of gaskets, oil seals, 
“O” rings and piston-type sealing 
rings for 11 automatics, each listing 
containing the company’s sealing kits 
reportedly designed to cut inventory 
and increase coverage. 

Want more info? Use coupon on 

page 97 and you will get it! 


915—Trailer 


Designed specially for imported or 
domestic small cars, an all-purpose 
trailer, developed by the AL-CAR 
Trailer Co., 801 West Hanover, 
Marshall, Mich., is 36” wide by 60” 
long by 12” deep and stands on end 
for easy storing. 

Weighing 247 lbs., trailer has a ca- 
pacity of % ton. The body is con- 
structed of 15-gauge steel. Featuring 
leaf-spring suspension with a solid 
1%” axle, the accessory has all steel 
wheels with Timken roller bearings, 
over-sized chrome hub caps, tread 
width of 44” and 4.80 x 12 General 
tubeless 4-ply tires. Channel frame 
has safety lock hitch. 

Want more info? Use coupon on 

page 97 and you will get it! 


916—Panel Catalog 


An easy-to-use catalog listing over 
600 of its replacement panels for all 
American cars ranging from 1959 to 
1946 model cars, well illustrated and 
providing 3 cross-indexed methods 
for locating the desired panel, has 
been published by Schofield Mfg. 
Co., 1140 East 222nd St., Cleveland 
17, O. 

Want more info? Use coupon on 

page 97 and you will get it! 
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917—Degreaser 


Ready-mixed ‘“Degreas-Master” in 
quart-size cans, announced by Rust 
Master Chemical Corp., 56 Creighton 
St., Cambridge 40, Mass., reportedly 
makes degreasing jobs easier and 
faster than ever with no mixing or 
measuring. 

Containing “Detergene” for fast 
penetration, product may be brushed 
or sprayed on and rinsed off with 
clean water, emulsifying into a milky 
solution that floats down the drain 
without clogging. It is said to clean 
all types of engines and machinery, 
scour trucks, concrete or painted sur- 
faces and may be used on all metals. 
It is non-caustic, non-toxic and non- 
inflammable. 

Want more info? Use coupon on 

page 97 and you will get it! 


918—Acrylic Lacquers 


Made especially for refinishing 
both current and older model cars, 
“Acrylac,” introduced by Zac-Lac 
Paint and Lacquer Co., 350 Simpson 
St., N. W., Atlanta, Ga., is said to 
give a high, durable gloss compara- 
ble with any automotive finish, with 
excellent color retention and initial 
gloss to last one and one-half times 
as long as conventional lacquers. 

Product reportedly can be used ef- 
fectively over aged conventional 
lacquer and enamel and over current 
acrylic finisaes on new cars. It is 
made in 28 basic tinting colors and 
jet black. A mixing machine plus a 
blended solvent and 3 _ mid-seal 
primers round out the company’s line 
of acrylic refinishing materials. 

Want more info? Use coupon on 

page 97 and you will get it! 


919-—Body Straightener 


For straightening frames and 
bodies of unitized as well as all con- 
ventional bodies, including small 
foreign and domestic cars, the “Bear- 
cat,” introduced by Bear Mfg. Co., 
Rock Island, Ill., reportedly features 
a systematic method of locking down 
vehicles and applying correct pres- 
sure without distorting other parts 
of the car. 

Hook-ups can be made with the 
“Hi-Power Towers,” it was claimed, 


to pull many places at once—from 
various angles and levels. With the 
tool, shops reportedly can repair 
bodies which heretofore had to go to 
the junkyard. Upholstery does not 
have to be ripped because the 
“Bearcat” can reach any section of 
conventional or unitized bodies, the 
manufacturer said. Three 12-ton 
hydraulic power units and a 12-ton 
“Flex-O-Power” unit are said to pro- 
vide ample power to straighten the 
worst bends and kinks. 

Want more info? Use coupon on 

page 97 and you will get it! 





For more information phone, write or wire 


GLIDE CONTROL 


REPRESENTATIVES 
IN U.S.A., CANADA OR MEXICO 


CALIFORNIA— ARIZONA— NEVADA 
Rodman & Co. 
1827 S. Hope St., Los Angeles 15, Calif. 


OREGON — WASHINGTON — ALASKA 
Roy E. Ryberg & Associates 
P.O. Box 4112, Seattle 99, Wash. 


ROCKY MOUNTAIN STATES 
The Coleman Co. 
7700 W. 48th Ave., Wheatridge, Colo. 


UTAH—N. E. NEVADA—IDAHO 
Kar! Winter Co. 
61 E. 7th So. St., Salt Lake City, Utah 


TEXAS—OKLAHOMA—LOUISIANA—ARKANSAS 
Caphton & McEvoy 
2724 Commerce St., Dallas 26, Texas 


MISSOURI — KANSAS — lOWA— NEBRASKA 
Harold J. Snyder Co. 
1805 Grand Ave., Kansas City 8, Mo. 


UPPER MIDWEST REGION 
Cady-Greer-Moesle 
801 E. Excelsior Ave., Hopkins, Minn. 


ILLINOIS — INDIANA— KENTUCKY 
Homer V. Scott Co. 
1807 Indiana Ave., Chicago 16, Ill. 


OHIO — MICHIGAN — 

WESTERN PENNSYLVANIA—WEST VIRGINIA 
Amster-Heiser Co. 

3537 Lee Road, Cleveland 20, Ohio 


EASTERN PENNSYLVANIA— 

NEW JERSEY— DELAWARE — MARYLAND 
Irwin White Co. 

1468 Windsor Park Lane, Havertown, Pa. 


UPSTATE NEW YORK 
Holland-Clarke Sales Co. 
2110 Elmwood Ave., Rochester 18, N.Y. 


METROPOLITAN NEW YORK CITY AREA 
W. S. Watchman Associates 
880 E. Lawn Drive, Teaneck, N.J. 


NEW ENGLAND STATES 
Product Sales Co. 
273 Glen Road, Weston, Boston 93, Mass. 


MID-ATLANTIC & GULF COAST STATES 
Strausz, Inc. 
344 Williams St. N.W., Atlanta 8, Ga. 


CANADA 

Marvel Products, Ltd. 

760 St. Antoine St. 
Montreal, Quebec, Canada 


MEXICO 
Moises Missrie 
Tolsa No. 64, Mexico City, D.F., Mexico 
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GLIDE CONTROL is a perfected, precision-made electronic instrument that holds 
speed constant by precisely measuring fuel-flow. It's been proven efficient and 
fool-proof in rigid performance tests by leading automotive engineers. 


CHUCK NERPEL, Technical Editor of MOTOR TREND, makes 
this report in the July issue. “Our tests prove that GLIDE 
CONTROL is simple, rugged, easily installed and reason- 
obly priced. We take great pleasure in awarding the 
MOTOR TREND Seal of Approval to GLIDE CONTROL, a 
product that does its job well.” 


IT’S HERE... FULLY ROAD-TESTED AND APPROVED 


new GLIDE CONTROL 


THE ONLY DEPENDABLE, LOW-COST CONSTANT SPEED CONTROL 


@ NATIONALLY ADVERTISED AND PROMOTED! Consumer 
magazines! Trade Magazines! Month after month, GLIDE 
CONTROL prospects are pre-sold through advertising and pub- 
licity, And there's more promotion to come! 


@ PROFIT PLUS! GLIDE CONTROL retails for $29.50 with a big 
built-in profit for you, Installation is simple, takes less than one 
hour in ANY car. Your installation charge is PROFIT PLUS for you! 


@ UNMATCHED PERFORMANCE! GLIDE CONTROL cuts gas- 
oline use up to 25% —pays back its full cost within a few 
months, Relieves ‘‘throttle-foot’’ fatigue. Maintains constant 


driving speed automatically. Provides safe toe-tip control. 


Clip and Mail Coupon Now 


SOLD ONLY THROUGH AUTOMOTIVE JOBBERS AND WHOLESALERS 


WASTEFUL “PEDAL PALPITATION” means wasted rpm, wasted 
gasoline plus strain on driver's right leg. New electronic GLIDE 
CONTROL stabilizes fuel-feed and speed... guvorantees fuel 
savings... enables driver to arrive fresh and relaxed from cross- 
country and thruway trips. 

*Trode Mork 


GLIDE CONTROL CORP. Department $J-7 
1608 Centinela Ave., Inglewood, California 


Please rush details on GLIDE CONTROL performance. 


Nome ' 
oma 


(check one) 
[] distributor 


Nome of Firm 
Address () retailer 


City Stote 


' 
' 
' 
' 
' 
‘ 
' 
7 
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920—Shut-Off Switch 


The “Save-N-Safety” switch, an- 
nounced by Creative Metals Corp., 
1290 Powel] St., Emeryville, Calif., 
automatically shuts off engine when 
driver leaves his delivery truck, it 
was claimed, and engine may not be 
started until driver returns and is 
ready to resume his route. 

Savings in fuel and reduction in 
engine wear are also claimed for use 
of the switch, which in addition is 
said to be a safety feature in that 
it prevents putting the vehicle in mo- 
tion by anyone who might tamper 
with an unattended truck. Device is 
affixed under the floorboard and is 
in an electroplated metal case which 


reportedly resists rust and corrosion 
and is sealed tight to keep out dirt. 
There are no delicate parts to wear 
out or get out of adjustment, accord- 
ing to the company. 
Want more info? Use coupon on 
page 97 and you will get it! 


921—Truck Covers 


Aluminum truck covers made to 
specifications for ¥%-ton to %4-ton 
trucks by Campbellsville Industries, 
Division of Campbellsville College, 
215 Chandler St., Campbellsville, Ky., 
are said to be easily removed, light 
in weight and sturdily constructed. 

The line covers a range of styles 
including stake-body style and a 








You'll get more PROFITABLE 
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wide-cover style with rear doors. 
Available with several options, such 
as windows, single or double rear 
doors, ladder racks, etc., the covers 
are adaptable for a number of uses, 
including sporting needs. Reinforced 
at all points of stress, they are 
weatherproof, insulated and can be 
installed by one man, or removed in 
minutes, according to the manufac- 
turer. 

Want more info? Use coupon on 

page 97 and you will get it! 


922—Exhaust Catalog 


A 176-page installer catalog, pub- 
lished by Maremont Muffler Division, 
168 N. Michigan Ave., Chicago 1, IIL., 
contains a full listing of exhaust sys- 
tem parts in addition to its new 
length-designated tailpipe nmumber- 
ing system, which reportedly enables 
installers to stock tailpipes by length 
—saving more than 25% in stocking 
space. The system is graphically de- 
tailed in the catalog. 

Want more info? 

page 97 


Use coupon on 
and you will get it! 


923—Pressure Tester 


For accurately measuring the fuel 
pressures of any model car, a fuel 
pump tester measuring pressure 
range from 0 to 10 lbs. has been an- 
nounced by Kem Mfg. Co., Inc., Fair 
Lawn, N. J. 

The flexible neoprene “Bowtie” 
connector on the “Kem FPT-6” re- 


portedly makes it possible to test 
pump pressure and flow rate on the 
car in 4 minutes. No special fittings 
are required. The gauge also com- 
bines a full-range vacuum section 
for suction tests together with the 
pressure test. 

Want more info? Use coupon on 

page 97 and you will get it! 


924—Jack Repair Kit 


‘“Master-Pak” jack repair kits, 
marketed through NAPA jobbers by 
Edgewater Automotive Division, St. 
Joseph, Mich., are available for al- 
most every make, model and size of 
hydraulic jack, it was claimed, in- 
cluding hand jacks, service jacks, end 
lifts, transmission jacks, body jacks 
and power units. 

Want more info? Use coupon on 

page 97 and you will get it! 
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Can you fill in the 
price tags on these beauties 7 


At $15.95, $22.95 and *27.95-—they 
look alike and they sell, sell, sell! 


You can’t see the difference in these three batteries unless 
you know the Exide Line for 59. The whole line has 
the same design! Smooth eye-catching lines! Tough resin- 
rubber containers! 

Because we believe the low-priced line doesn’t have 
to look low-priced, you'll find sales easier to make. The 
Startex is as good looking as the premium Ultra-Start. 
Yet it is priced—wet or dry charged (acid included) — 
at only $15.95 for all 6-volt sizes, $19.95 for all 12-volt 
sizes (even lower if you give a trade-in allowance). And 
it has a two-year guarantee. 

Exide batteries not only look better, they are better— 
with new engineering, new sizes. Special high-impact 
resin-rubber containers have thinner walls that permit 
an increased volume of electrolyte — for longer service. 
Submerged connectors stop power leakage. When you 
sell your customers a new Exide, they stay your customers! 

Now’s the time to switch to the Exide Line. Remember, 
we furnish the electrolyte for dry-charged Exides at 
no extra cost. For information, write: Exide Automo- 
tive Division, Dept. SA-7, Box 6266, Cleveland 1, Ohio. 


When it’s an Exide... you start making money 
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925—Filter Wrench 


A service wrench for disposable 
oil filters, announced by AC Spark 
Plug Division of General Motors, 
Flint 2, Mich., features a steel-alloy 
spring friction grip that reportedly 


will enable a serviceman to remove 
filters easily from the most compli- 
cated engines, and is offered in com- 
bination with an oil filter. 
Want more info? Use coupon on 
page 97 and you will get it! 


926—Transmission Fluid Chart 


Complete automatic transmission 
fluid servicing information is avail- 
able free to dealers and service shops 
on a wall chart offered by Flare 
Division of The Bell Co., Inc., 411 N. 
Wolcott Ave., Chicago 22, Ill., which 
lists and explains the correct pro- 
cedures for checking fluid levels, 
draining and refilling automatic 
transmissions for all makes of cars. 
Other information includes locations 
of drain plugs on various models of 
converters, and/or transmissions, 
mileage intervals for fluid replace- 
ment, dipstick and filler hole loca- 
tions, and transmission fluid capaci- 
ties. 

Want more info? Use coupon on 

page 97 and you will get it! 


927—Detergent 


A solvent detergent designed to re- 
move carbon from pistons and to 
clean a wide variety of engine parts, 
announced by Oakite Products, Inc., 
19 Rector St., New York 6, N, Y., is 
said to be effective mixed with water 
or with petroleum distillates. 

It reportedly may be used at room 
temperatures or heated to about 100° 
F., and is easily rinsed with water 
or steam. Since it contains no phe- 
nolics, spent solutions present no spe- 
cial problems, according to the com- 
pany. 

Want more info? Use coupon on 

page 97 and you will get it! 


928—Air Compressors 


General purpose portable air com- 
pressors for use in spray painting, 
cleaning, air tool operation, or other 
applications requiring a dependable 
source of compressed air have been 
announced by Englo Products Corp., 
116 DuPont St., Johnstown, Penn- 
sylvania. 

The “M3” series offers 5 sizes from 
3%4hp to 14%hp in electric motor and 
gas engine driven models. Pressure 
ratings are to 100psi. Control is of 
the constant-speed type with intake 
valve unloaders in the compressor 
head. A heavy steel deck encloses the 
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air receiver which reportedly is ac- 
ceptable to all state codes. Standard 
equipment includes intake filter, 
gauge, relief valve, shut off valve and 
tank drain valve. Machine is mounted 
on 10” tires and furnished with 
tubular cart type handle. 

Want more info? Use coupon on 

page 97 and you will get it! 


929—Batteries 


A line of “sta-ful” batteries for 
passenger cars operating on a 6-volt 
system, announced by The Electric 
Auto-Lite Co., Toledo 1, O., reported- 
ly is designed to serve the 38,000,000 
cars now in use with the lower volt- 
age system. 


Battery needs water only 3 times 
a year in normal car use, according 
to the manufacturer. 

Want more info? Use coupon on 

page 97 and you will get it! 


930-—Accessory Catalog 


Printed in color, a 24 page catalog 
published by Grote Mfg. Co., Belle- 
vue, Ky, includes all the company’s 
new products of the past year, such 
as mirrors, stop- and taillights, mar- 
ker lamps, boat signal kit, etc., plus 
complete details on each and an ICC 
summary dealing with safety equip- 
ment. 

Want more info? Use coupon on 

page 97 and you will get it! 








How to sel/ the BALL JO/NT wit 


NO LOOSENESS...NC 


; ; ; = 
“This looseness in your car’s front end is dangerous. 


TEST: A ball joint may seem to fit snug under the weight of the car. But tak 
the weight of the car off the unit and check for looseness with a pry bar, 4 
shown here. You’ll be surprised at how many loose ball joints you'll find, eve 


on low-mileage cars. 


“You can feel and hear the difference.” 


BELL-RINGER Demonstration con- 
trasts the looseness of competitive units 
with the snug fit of MOOG Ball Joints. 
Grab ’em by the stud and shake hard. 


“Replace those loose ball joints today 
EXPLAIN how loose ball joints affe 


steering control, driving comfort and ti 
wear. Your market for MOOG Ball Joi 
includes nearly all late-model cars. 
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931—Leveling Valve 


To keep floor height constant on 
trucks, trailers and buses equipped 
with air suspension, an air ride 
leveling valve, introduced by Wagner 
Electric Corp., 6400 Plymouth Ave., 
St. Louis 14, Mo., controls the amount 
of air in the pneumatic spring type 
bellows, thereby leveling vehicle to 
compensate for increase, decrease 
or shift of load. 

Advantages claimed include simple, 
sturdy construction for long, depend- 
able operation and design for the 
prevention of air waste. At the fre- 
quency which the vehicle bounces 
most—85 cycles per minute or high- 
er—the valve reportedly becomes 


insensitive to changes in distance 
between the frame and axle and does 
not expend air unnecessarily. Action 
is delayed in valve operation during 
normal bouncing of the vehicle to 
prevent air waste, the manufacturer 
said. 

Want more info? Use coupon on 

page 97 and ‘you will get it! 


932—Fuei Pressure Regulator 


Especially designed and engineered 
for small European cars, such as 
Volkswagen, Renault, English Ford, 
Metropolitan and others, a_ fuel 
pressure regulator, announced by 
Milesmaster, Inc., 1550 E. 74th Place, 
Chicago 19, IIl., is said to perform 





OISE...NO COMEBACKS 


MOOG MEANS MORE 
UNDER-CAR BUSINESS 


Sa, 
~ ier ee 


OOG BALL JOINTS reduce looseness these two ways: (1) through 
proved design and closer tolerances; and (2) exclusive adjust- 
ble types permit the exact degree of tightness desired. Snugger 
t means less noise and vibration. Improved “feel of the 
heel” noticeable immediately. No worries about customer 
tomebacks. If MOOG Ball Joints aren’t already 
portant money-makers for you, better 
ee your Jobber about them soon! 


MOOG INDUSTRIES, INC., ST. LOUIS 14, MISSOURI 
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the same function as the standara 
U. S. model regulating the fuel pres- 
sure, filtering fuel and trapping 
metallic impurities. 
Want more info, Use coupon on 
page 97 and you will get it! 


933—Mechanics' Seats 


Two mechanics’ seats added to the 
“Jeepers Creeper” line, manufactured 
by Lisle Corp., Clarinda, Iowa, are 
known as the “Hi-Lo,” which has 4 
3” Ralco rollers and is also equipped 
with folding legs for either mobile or 
stationary work, and the “Lo-Boy,” 
which is the same seat without legs. 

Both are designed for use on brake 
service, body work, wheel balancing, 


tire service or other low work. The 
“Hi-Lo” has the added advantage of 
putting mechanic up for car-top 
polishing, high truck work, leaning 
over wide fenders, etc. Seat is 14” 
high with legs folded—20” high with 
legs extended. Lower shelf is designed 
to hold tools. Seat can also be used 
as a 2-step ladder when legs are ex- 
tended. 

Want more info? Use coupon on 

page 97 and you will get it! 


934—Repair Sealer 


“Liquid Iron,” a putty-like syn- 
thetic plastic, which reportedly sets 
up into a substance like iron in a few 
hours after it is mixed with a clear 
liquid hardener, has been announced 
by the Cycleweld Chemical Products 
Division of Chrysler Corp., Detroit 
31, Mich., for use in repairing sheet 
metal on rocker panels, broken 
bumper, radiators, cracked castings, 
mirror brackets, rotted floor panels 
and other automobile parts. 

After hardening, it reportedly can 
be ground, sanded, shaped, filed or 
drilled in the same manner as iron. 
Easy to use, it dries in air without 
heat or pressure, it was claimed, and 
will bond iron, bronze, wood, alumi- 
num, brass, porcelain, glass and other 
materials. Non-shrinking and non- 
expanding, product reportedly will 
withstand mild acids and alkalis 
without corrosion, and can be painted 
with any type of paint. It is said to 
be suited to car customizing and 
individual design treatment. 

Want more info? Use coupon on 

page 97 and you will get it! 


935—Acrylic Repair Folder 


“How to Repair Acrylic Finishes 
the Easy Way,” a 4-page illustrated 
folder, available free on request 
from Ditzler Color Division, Pitts- 
burgh Plate Glass Co., 8000 W. 
Chicago Ave., Detroit 4, Mich., shows 
in detail a simplified method for re- 
pairing the new super automotive 
lacquers. 

Want more info? Use coupon on 

page 97 and you will get it! 
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936—Transmission Sealer 


“Liqui-matic” automatic trans- 
mission sealer, using a new chemical 
compound—Phenyl 9-octadecenoate, 
announced by The Bell Co., Inc., 411 
North Wolcott Ave., Chicago, II1., is 
said to stop leaks caused by deterio- 
ration and drying out of seals by 
reconditioning rubber dimensionally, 
thus restoring tight fit to prevent 
loss of fluid. 

The new chemical is a rubber plas- 
ticized compound of the organic ester 
type and is said to provide a method 
of controlling the “swell” of rubber 
transmission seals while at the same 
time increasing stability and oxida- 
tion resistance when added to trans- 
mission fluids. When used regularly, 
sealer reportedly helps prevent leaks, 
conditions transmission fluid for 
smoother, quieter operation and acts 
as a lubricant—reducing wear on 
gears, bearings and other transmis- 
sion parts. One can of product added 
to the transmission is said to stop 
the leak within 50 or 100 miles under 
normal driving conditions. 

Want more info? Use coupon on 

page 97 and you will get it! 


937—Brake Fluid 


A super heavy-duty brake fluid, 
introduced by Simoniz Co., 2100 
Indiana Ave., Chicago 16, IIl., is said 
to be designed to give extra safety 
and protection to all hydraulic brake 
systems. 

It reportedly exceeds SAE speci- 
fication 70-R-1 and 70-R-3, will not 
boil up to 380° F. and flows down to 


60° below zero F.—with no stiff win- 
ter brake pedal. Fluid is available 
in 12-0z and gallon sizes. 
Want more info? Use coupon on 
page 97 and you will get it! 


938—Nutcracker Tool 


For removing rusted or frozen 
nuts from shock absorbers, muffler 
clamps, exhaust flanges, heat nuts, 
spring U-bolts, batteries, etc., a uni- 
versal nutcracker tool, manufactured 
by K-D Mfg. Co., Lancaster, Pa., is 


said to crack nuts from 5/16” to 3/4”. 

The compound-angle body design 
plus the 360° rotating cutter reported- 
ly enables the user to reach into 
channels and tight places formerly 
inaccessible. Tool cannot damage bolt 
threads, it was claimed, because 
plunger action is parallel to the cut- 
ter and nut is completely cracked 
before cutter can contact bolt threads. 
Body of the tool is guaranteed for 
life. Other parts are replaceable 
through jobbers. 

Want more info? Use coupon on 

page 97 and you will get it! 


939—Windshield Solvent 

Special non-foaming formula of a 
windshield washer solvent,  an- 
nounced by Simoniz Co., 2100 Indiana 


Ave., Chicago 16, Ill., reportedly dis- 
solves and removes road film, bugs, 
grime and wiper blade smear quite 
easily. 

It further prevents freeze-up of 
washer jar in winter and clogging of 
squirter opening by chemicals in hard 
water, the manufacturer said, and 
will not stain car finishes. 

Want more info? Use coupon on 

page 97 and you will get it! 


940—Mirror 


An electric remote control rear- 
view fender mirror, introduced by 
Standard Mirror Co., Inc., 151 Milton 
St., Buffalo, N. Y., may be aimed to 
suit the individual driver’s height 
or to deflect headlight glare by a 
touch of a button on the instrument 
panel. 

Complete with wiring and switch, 
mirror features streamlined design. 
Die-cast head and base are copper, 
nickel and chrome plated. Unit is 
hooded for protection against road 
splash. 

Want more info? Use coupon on 

page 97 and you will get it! 


941—Filter Wrench 


An improved chain wrench, offered 
by Wix Corp., Gastonia, N. C. re- 
portedly simplifies and speeds up the 
dismounting of “Spin-On” type fil- 
ters. 

It is claimed use of wrench will 
save approximately 50% of service 
time. 

Want more info? Use coupon on 

page 97 and you will get it! 





WOW you can handle any car 


Adjusts to any 
tread width 
in 20 SECONDS! 


FOREIGN CARS ® SPORT CARS ® 


© ALL AMERICAN CARS AND PICKUPS ® 
It's SO-0-0 


Easy! 
Gloudet, “ADJUST-EASY” Alignment Rack 


Left side is mounted on 
roller bearings and 
guide rails—locks in 
position 

Removable cross beam 


for full under-car 
accessibility 


Pit types as well as 
floor models 


Pays for itself twice 
as fast 


EQUIPMENT Co 
5430 TWEEDY BLVD. © SOUTH GATE © CALIFORNIA 
2315 NO. 26TH STREET © BIRMINGHAM ® ALABAMA 


USED OFFICIALLY AT 
‘REPRESENTATIVES’ INQUIRIES INVITED" 
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942—Hub-Cap Tool 


A tool for removing and replacing 
all automobile hub caps quickly and 
easily without scarring the finish 
has been introduced by Coats Co., 
Fort Dodge, Iowa. 


Made of high-strength alloy steel, 
tool has a forged hook at one end 
and a soft rubber bumper at the 
other. Hook removes cap. Rubber 
bumper is used to replace it. 

Want more info? Use coupon on 

page 97 and you will get it! 


943—Power Wrench 


Said to do the work of 3%”, %” 
and 58” power wrenches, “Model 
PI-50,” announced by Portable Elec- 
tric Tools, Inc., 320 West 83rd St., 
Chicago 20, Ill., has a full horsepower 
motor with two-pull trigger switch. 

Built-in adjustable torque re- 
portedly allows the operator to quick- 
ly and easily adjust the force of im- 
pact to fit job requirements. Maxi- 
mum torque is reached in 6 seconds, 
while a “power core energy accumu- 
lator” is said to deliver a double 
blow for each revolution. Wrench 
has a range of 1,600 to 1,800 impacts 
per minute with torque of 0 to 250 
ft.-lbs. It weighs 7 lbs. 

Want more info? Use coupon on 

page 97 and you will get it! 


944—Floor Mats 


Front floor mats for imported cars, 
announced by Anchor Industries, 
1725 London Road, Cleveland, O., 
feature a molded basket pattern and 
are said to be easy to insert and 
clean. 

A pair covers the floorboard and 
toeboard on both sides of the hump. 
Cars which the “T-mat” will fit in- 
clude the Anglia, Austin, Borgward, 
D.KW., Goliath, Hillman, _Isetta, 
Jaguar, Lloyd, M.G., Morris, Opel, 
Porsche, Renault, Simca, Sunbeam, 
Rapier, Thames, Taunus, Vauxhall, 
Volkswagen and Volvo. 

Want more info? Use coupon on 

page 97 and you will get it! 


945—Box Wrench Line 


Among refinements of a line of 
end and 15° and 45° offset box 
wrenches of improved design, an- 
nounced by J. H. Williams & Co., 
400 Vulcan St., Buffalo 7, N. Y., are 
slimmer, more comfortable handles, 
smoother contours and strong, thin 
heads that reportedly allow maxi- 
mum clearance in close quarters. 

Want more info? Use coupon on 

page 97 and you will get it! 


SOUTHERN AUTOMOTIVE JOURNAL for July 1959 





JOE'S FILLER STATION 


NOTES AND ANECDOTES TO FliL YOU IN ON FILLERS 


NORTH OF THE BORDER 


In the midst of a real hot spell last week, a 
refreshing breath of cool air blew into our 
office all the way from Moncton, New Bruns- 
wick — in Canada. Our distributor way up 
“Nawth” had written to give us some infor- 
mation that turned out to be as refreshing as 
the look of that polar post mark! 

It seems our jobbers in the rapidly develop- 
ing northlands have really been doing some 
hardy pioneering with our UNICAN “PLAS- 
TIK”. They’d gotten up a whole shipload of 
displays and samples featuring UNICAN for 
a trade delegation that was making a com- 
plete circuit of Goose Bay, Labrador and Fro- 
bisher (on Baffin Island, well within the Arctic 
Circle); and enthusiasm for “PLASTIK” has 
been torrid in the frigid zone. 


\hA 
WVU 


According to our Northern newscaster, things 
are really happening “On Top of the World”. 
Frobisher is becoming the site of an _ inter- 
national airport for Transatlantic flights, while 
Goose Bay is rapidly being built up as a com- 
munications center for the Labrador area. And 
reports, UNICAN “PLASTIK” is 
big part in all this growth and 


from our 
playing a 
expansion. In fact, according to our “un- 


impeachable source”, 


| ear tik 


is really going over — “Over the Top”. Need- 
less to say, the “Top of the World” is supplied 
with UNICAN “PLASTIK” from our Canadian 
plant, where a special formula is used for our 


“frigid zone” filler! 


HISTORY AND GEOGRAPHY 


being “On Top of the World” 
UNICAN. We're first with 
repairmen wherever highways are 
North, South, East or West 


and assisting the men who service the vehicles 


Of course 
isn’t new with 
automotive 
open - aiding 
travelling those highways 

The first big reason for UNICAN “PLAS 
TIK’S” success is that no autobody filler is 
tested and proven for quality 
That’s a matter of history 


$o thoroughly 
and workability 
made by automotive repairmen all over North 
another big has to do 


America. And reason 


with geography because when it comes to 
sizing up the map, UNICAN does it in a snap! 

You see, we realized long ago that different 
parts of the continent have different weather 
conditions ‘ and different weather con- 
ditions create their own etftect on automobile 


bodies For 


and wet (as it is out west) its effect on a car’s 


instance, where weather is warm 


body will differ from the effects of a cold, 
dry temperature (the kind we mostly have in 
the east). And, naturally, Arctic tempera- 
tures and weather conditions will cause car 
bodies to react in still another way. 

So it follows that if 
a plastic filler for auto- 
body repairs is to be 
100% efficient and ef- 
fective, it has to be 
adapted to the weather 
conditions of the area 
in which it will be used. 

Ir has to be so com- 

pletely suited to its climate, it will maintain 
UNICAN’S supreme standards no matter how 
extreme the weather becomes. 

Of course, I could get one of the lab 
technicians who staffs our own UNICAN 
laboratory (where we constantly improve and 
test all our products) to explain all this in 
technical jargon. But let me try to make it 
as simple as pie. 


CAKES, CARS AND CLIMATE 


If you’ve ever moved from one part of 
the country to another, your wife probably 
discovered that when she baked a cake — 
exactly the same way she did back home — it 
ust didn’t come out right. After a while, 
she’d discover she had to change the recipe 
slightly to get the right results Just as 
many a housewife before her, she discovered 
that differences in climate and altitude af- 
fected her baking, so she changed the pro- 
so slightly 
until she got the results she wanted 

Well, it’s the 
same with “PLAS- 

TIK”. Because we 
found that differ- 
ent climates and 
altitudes affect 
car bodies dif 
ferently, we 
changed the for- 
slightly to 


portions ot her ingredients ever 


mula 
fit each region 
where “PLAS- 
TIK” is used — 


which 1s just 


AUTOBODY 
. FILLER 


———"— 
And then, to make sure every autobody re- 


about everywhere! 


pairman always got exactly the right “blend” 
of “PLASTIK”, UNICAN became the first 
and only internationally made and dis 
tributed autobody filler especially formulated 
tor local requirements in three separate plants 

East, West and North 

That's why you can be sure that 
“PLASTIK” 
to give you peak results wherever you 


are. When you use UNICAN “PLASTIK” 


cooking with the right in 


COV rnnell 


PRESIDENT 


7 
WarniCen 
PLASTICS CO., INC. 


Main Plant and Executive Offices 
SHREWSBURY, MASS. 


every 


can of is especially formulated 


you re always 


gredients 


WEST COAST PLANT * UNICAN PACIFIC CORPORATION, 1346 WEST 15TH STREET, LONG BEACH, CALIF. 
CANADIAN PLANT « UNICAN PLASTICS, LIMITED, 241 DUBE AVENUE, MONTREAL EAST, PROV. OF QUE 
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Y~ 


for the Mechanic 
AS 7 


Spring Pads on Fords 


The Snap-on® GCP-10 grease and hub 
cap tool is ideal for changing the spring 
pads on most models of Ford cars. You'll 
find it on page 71 of Snap-on Catalog W. 
Ask your Snap-on man about it. 


Pullers for Foreign Cars 

Steering wheels on all German-made 
ears (including VW’s) can be pulled 
quickly and easily with the Snap-on 
{“G-60-4 yoke puller attachment. This 
narrow fork yoke is included in the 
CG-60M-B universal set, and also in the 
CG-60D-B fork-type puller set. 





NEW TOOL 





Snap-on S$-8686 
Caster-Camber Wrench 


It takes a special tool like the Snap-on 
S-8686 double-bent wrench to reach 
the caster-camber adjusting bolts on 
1957-58 Fords and Mercurys and 1958 
Edsels. 

The shape provides both clearance 
and maximum leverage. The %” 
wrench fits adjusting bolts, and the 
¥,”" square drive opening fits your 
Snap-on TQ-150 Torqometer®. 
Because of added wrench length, 
Torqometer dial should show % the 
required bolt torque, for example — 
50 ft-lb on the dial is 100 ft-lb of 
torque on the nut. Tool is brand new 
— not in Catalog W. Check your 
Snap-on man or write direct. 








Pulling Plugs in Rear Ends 

of Late ‘58 Fords 

Use the FA-12LA Snap-on brake adjust- 
ng tool te pull differential housing plugs 
yn late 1958 Fords, Mercurys and Edsels. 


The handy tool fits %” square drive 
handles and has a %” replaceable hex- 


agon bit. Page 72 of Catalog W. 


Dashboard on 1959 Buicks 


When removing the dashboard from 1959 
Buicks, use a Snap-on SDP-102S screw- 
iriver. The extra-long No. 2 Phillips bit 
loes a fine job reaching into deep recess- 
»s. Page 52 of Catalog W. 

[he Snap-on man’s regular calls make it 
‘eal convenient to keep your tool kit up- 
o-date. Ask him for your copy of Snap- 
yn Catalog W or write us direct. Ask 


about Metric and Whitworth tools for 


‘oreign cars. 


SNAP-ON TOOLS CORPORATION 


Kenosha, Wisconsin 


3050-G 28th Avenue *¢ 
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Shop Volume Rises 
(Continued from page 31) 


would retain its $4 labor rate. 

The same comment came from 
Herbert M. Keedy of Keedy’s Mo- 
tor Service, Chattanooga, Tenn., 
but the rate there is $5 an hour, 
first installed late last summer. 

Bad weather was a factor in the 
decline of five per cent at Taylor 
Motor Co. (Chevrolet-Buick-Olds- 
mobile), Taylor, Texas, but the 
year should wind up ten per cent 
higher, officials said. The $4 labor 
rate has been effective since March 
of this year. 

Chevrolet dealer Richard Rick- 
etts of Erie, Kan., reported a rise 
of 16.5% after hiring “two first- 
rate mechanics from out of town. 
They are building a _ following 
rapidly and it is beginning to show 
in our volume.” 

“Local crop conditions” were 
credited with the eight per cent 
rise for Unruh-Foster, Inc., Mon- 
tezuma, Kan. 

Ford dealer Fred McDonald re- 
ported shop volume up ten per 
cent at Cuthbert, Ga., “by giving 
quick and good service and fair- 
ness to customers.” 

Volume should be the same as 
1958’s at Morris Service Station, 
Tuscumbia, Ala., said Charlie G. 
Morris. The labor rate of $4, in 
effect since 1955, will be un- 
changed. 

Chevrolet dealer R. G. Nester 
planned to lift his $4 labor charge, 
in effect for the last five years. His 


volume was the same, but the year 
should be better by ten per cent, 
he said. 

A Texas Dodge-Plymouth deal- 
er’s volume dropped 25% because 
of “changing personnel,” he said. 
His labor rate of $4.50 took effect 
this past January 1. 

Daniel Gensler said that Dan & 
Lou’s Service at Baltimore, Md., 
would raise its labor rate this year 
from the $3.50 in effect since Jan- 
uary 1955. The same volume should 
be registered this year as last, he 
said. 

E. L. Archer, Jr., said a new lo- 
cation for his Hope, Ark., Stude- 
baker dealership increased shop 
business. 

Shop volume was up 15% at 
Meredith Chevrolet, Lavonia, Ga., 
and Bob R. Meredith said the vol- 
ume for the year should equal 
1958’s. The $3 labor rate will be 
raised for the first time since 1954. 

Flynt’s Auto Body Shop has ex- 
perienced a decline of 20% at 
Laurel, Miss., and the year should 
run 25 to 30% lower than last year, 
said Leon L. Flynt. 

George H. Byrd said that volume 
was up at Byrd’s Garage in Macon, 
Ga., and expressed the belief “the 
next ten or 15 years will reach a 
new high from every angle. There 
will be more competition, which 
will cause more specializing in 
service. 

“IT think one of the most impor- 
tant things we will have to over- 
come is the shortage of specialized 
trained men. We have got to find 


“What was this one used for, sarge? A target?” 





—|Saco|— 
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some way to make working on 
autos as romantic today as it was | 
30 years ago. 

“We are planning for a greater & 


year in ’59 than ’58. There will be 
more older cars to service as well 
as new cars. We find that a great 3 ‘ 
part of our service is on the new now available with 
or one- or two-year-old cars.” 
“Better economic conditions” 
accounted for the 12% higher shop 
volume for a Ford dealership in 
the extreme southeastern corner 
of South Carolina. The $3.50 labor 
rate there, in use since January of 
last year, will be left as is. 
Employing a new service man- 
ager was credited with accounting 
for the ten per cent increase at a 
Ford dealership in a small North 


Carolina town. The labor rate of MAKES 
$3 is to be hiked for the first time CLEAN-UPS 
since January 1956. 

An Alexandria, La., dealership QUICKER, 


recorded a decline of 16%. That EASIER 


agricultural area has had a crop THAN 


failure for two years. 
EVER! 


“Fewer Trucks Serviced" 


A Dallas, Texas, dealership re- 
eres & Seay of ve per cunt Se- “U" fitting allows operator to mix 
cause “fewer trucks are being steam jet with cold water (from “T” 
serviced. Most are buying new fitting) for 125° water for rinses, 
trucks.” This firm looked for the 
same shop volume for the year as Now-—dissolve caked-on mud, grease, sludge 
in 58. The labor rate of $5 will be : ; 7 in minutes instead of hours with Vapor’s 
retained. = high-impact steam cleaning (80 gal phe @ 

C. H. Williams said that “better 125°). Finish up with a warm-water rinse that 
trained workmen” accounted for delivers 245 gal/hr @ 125° to quickly wash 
his 30% shop increase at Courtesy « away loosened dirt, soaps and detergents “oo 
Auto & Appliance, Rayville, La. = cleans surfaces perfectly for paint or 
The entire year should be up 25%, undercoating. Great for grease pits, floors, 
he added. y driveways, too—shows customers you take 

The labor charge of $4 has been pride in your work! Burns kerosene, No, 1 
effective since this past January é' fuel oil or gas. Warm-water rinse, soap 
1 at Finley’s Crowley (La.) Mo- tank, or handy wheels for extra 
tor Co. (Chrysler-Plymouth), said - ~ > | convenience are optional equipment. 

J. A. Finley. Volume equals 1958's, 
he said. . P 

A. W. Vincent planned no change for bigger jobs... 

in the $2.25 labor rate at Vincent VAPOR MODEL 200 


Sales Service, Foster, Mo. Volume | ypgRaDER MAJOR STEAM CLEANER 
this year should match 1958’s, he © 200 gal/hr @ 120 psi. 


said. . Built-in soap solution tank 

Scott Neal said that the ten per One unit can supply two steam guns 
cent increase at Rhodes Chevrolet, Easily portable (wheels optional) 
Van Buren, Ark., was because Complete with wire-braided steam hose 
“late cars demand more main- Burns fuel oils No. 1 or 2, or natural gas 
tenance.”” The $3.50 labor rate, ef- 
fective since July 1958, will be 
raised. VAPOR HEATING CORPORATION 

Shop volume was up 5.8% at Dept 44-G, 80 East Jackson Blvd., Chicago 4, Ill. 
Cannas Choietl, Tuone er ben Please send: Bulletin on [] Model 80 [] Model 200 Steam Cleaner 
Manager Fred F. Burke looked for [_] name of nearest dealer 
a six per cent increase for the en- 
tire year. Name 

His shop increase was attributed 
to “quality in 1959 models. Less Address, 
warranty work gives the shop 
more time to process customer re- City, Zone, State 
pair orders.” 
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Making a Gas Heater 





TIME SAVERS 








For Treating Parts 


precision heat treatment of 
fast-working 


small 
device 


a 


parts, 
hollow 


this 


square 





made of angle iron welded to- 
gether in which are tapped nozzles 
—is fed by propane gas. 

The flame from the nozzles may 
be pinpointed with great accuracy 
at any desired portion of the work, 
since the chuck which holds the 
work is mounted on a movable 
stand for shifting work wherever 
desired. — Harry J. Miller, 991 
Forty-Second, Sarasota, Florida. 


heater 


Eliminating the Click 
In Full Wheel Covers 


ULL wheel covers usually click 

from time to time, causing cus- 
tomer concern and complaints. 

We eliminate this condition 
quickly by applying a very light 
coat of rubber cement to the wheel 
cover retainers. A light coat will 
not hinder removal of the wheel 


cover later.—James D. Martin, 
Service Manager, c/o Jack Hughes 
Motors (Ford), 100 E. San An- 
tonio, San Marcos, Texas 


To Tighten the Housing 
On Chevy Switches 


IGNAL light switches on some 

Chevrolet models are held in 
place by a tapered wedge which 
is tightened by a screw on the bot- 
tom side of the switch housing, and 
often these become loose and screw 
will bottom before tightening 
housing firmly. 

When this happens, loosen screw 
several rounds. Cut a strip of 10- 
or 12-thousandths shim stock, 33” 
wide and 3” long. Slip one end of 
the shim stock between the mast 
jacket and switch housing. Feeling 
carefully, insert shim stock be- 





FITZGERALD 
7. \—) , ¢ -3 B 


have the 
answer 


ile 


gi! i 


sects RGINE LIFE 


eon uns 
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WE—NOT 
EWG! Wig 
© rt 
. queen 
wan ay 
Olt AND Gas 


Yes! Oil Starvation 
Can Be Stopped! 


Add Miracle Power to Gas 
Tank and Crankcase 


@ Prevents sticky valves 
@ Restores lost power 

@ Prolongs spark plug life 
®@ Lubricates the hot spots 


Profitable? Ask your jobber! 
MIRACLE POWER PRODUCTS CORP 


Cleveland 9, Oh 


~~ 


1101 Beit Line Avenue 








IBMA APPROVED 


ee" 


BATTERIES 


DEPENDABLE BATTERIES 


for more than 30 years 


Automotive, Marine, Motorcycle, 
Aircraft. 

OUTSELI . BECAUSE 

We Out SERVE 

We also Repair and Rebuild ALL 

Makes... . Industrial 


WE 


Automotive, 


The Fitzgerald Manufacturing Co. 


Torrington, Connecticut 
Branches and Warehouses 
los Angeles, Calif.—Chicago, Ill. 
Canadian FITZGERALD Ltd., Toronto, Canada. 





and Railroad 
YOCAM BATTERIES, Inc. 
Tampa, Fla. 
Service Branches in Tampa, Miami, Jacksonville 
and Pensacola, Fla., and Columbus, Ga. 
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GOT A GOOD 
5 IDEA? 

time - saver or shop 

short - cut accepted 
A — or rough sketch will 
make your idea more valuable. 
ously published, offered for our 
exclusive use, can consid- 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 


will be paid for every 
for publication in this section. 
Only original items, not previ- 
ered. Send them to: Southern 
Rejections cannot be returned. 











tween the wedge and mast jacket. 
Hold shim in place, tighten screw 
and the trouble will be cured.— 
Victor McGee, c/o Bedwell & Cole 
Auto Service, 310 S. 7th Street, 
Mayfield, Kentucky. 


Using Hydraulic Jack 
To Make Shop Press 


20-TON hydraulic automobile 

jack mounted on a channel 
iron frame makes an all-around 
press for our shop. 

Springs which stretch between 
the hooks at the base of the jack 
and a plate on the plunger load it 
so it returns after each job. Holes 


drilled on the vertical members 
permit adjustment of the table for 
height by the pins which push 
through the holes. Jack quickly 
detaches for use elsewhere around 
the shop.—Harry J. Miller, 991 
42nd Street, Sarasota, Florida. 
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Using Magnifying Lens 
With Shop Grinder 


MAGNIFYING lens for the shop 

grinder makes’ sharpening 
small drills and grinding small 
parts an easy matter. 

Such a lens can be added to any 
grinder by drilling a hole the size 
of the lens handle in a small block 
of wood. Saw through the hole and 
install a small bolt to provide 
clamping action. Attach a small 
cabinet hinge to the _ center 
of the block of wood and bolt the 


other half of the hinge to the 
grinder shield as shown in photo- 
graph. When not in use the lens 
can be turned up out of the way 
and the regular eye shield used.— 
Glen F. Stillwell, 340 Ninth Street, 
Manhattan Beach, California. 








BRAKE WORK 
AND WHEEL ALIGNMENT 
GO HAND IN HAND 


EAVER, 


WHEEL ALIGNMENT 
SYSTEM 


is the fastest and most accurate 
complete method of alignment! 


Get your share of the big added profits 
in wheel alignment with this WJ-114 
“Twin Post” Alignment Outfit. The sim- 
plicity of operation and unrivaled ac- 
curacy of this equipment assures top 
profit on every job... complete customer 


satisfaction. Fast operating Gauges give 
accurate readings for Camber, King-Pin 
Inclination, Caster and Toe — all meas- 
ured from spindles. Turning radius is 
checked by floor level Gauges. 


WJ-114 “TWIN POST” LIFT ALIGNMENT OUTFIT utilizes a Twin 


Post Lift instead of a rack. . 


. life can be used for both wheel alignment service 
and for brake and mechanical services . . . 


All equipment and gauges shown on 


board (at right) are part of WJ-114 ... but also can be purchased independently 


by owners of Twin Post Lifts. 


For details on this and other Weaver Wheel Alignment Outfits consult 
your Weaver jobber or write us for Bulletin SAJ-754. 


WEAVE 


Complete line includes: Twin Post Lifts 
Type Lifts . . Unit Lifts . 
. « Brake Testers . 


. Bumper Jacks . 
Testers 


Weaver Manufacturing Co., Springfield, Illinois, U.S.A, 


Division of Detroit Harvester Company 
SERVICE SHOP 


Triple Post bifts . 
. Car Washers . 
. Wheel Balancing Equipment . 


EQUIPMENT 


Single Post Roll-On, Free-Wheel and Frame 
Headlight 
Air Compressors 


. Wheel Alignment Equipment 


. Jacks . . Wheel Dollies 
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NEW! Kew D-1000 Dispenser 
EASIEST... 

Remove cover and dispensing disc, turn can over and 
TO LOAD! push down until locked into position. 
Push handle several times to prime, thereafter each 
push dispenses proper hand-cleaning quantity. 
Disengage can locks with palms as finger-tips raise 
empty can straight up—ready for a new can. 


TO USE! 
TO RELOAD! 


When you need a dispenser, look for these important features: 
Quick and easy to load « can serves as soap reservoir * locks firmly to dispenser 
* has heavy-duty integral wall-mounting bracket + attractive * primes easily + 
does not lose prime ¢ will not clog * dispenses proper amount with one push « 
one hand operation * empties can completely « will dispense from dented can 
* fast removal of empty can. 

The K & W D-1000 has all of these features and more. It invites comparison 
with any similar dispenser on the market. And, it costs so little more for the best. 


NEW! K & W Aqua Rinse Hand Cleaner 


K & W Aqua Rinse was specifically designed to overcome 
objectionable features of many competitive “with or without 
water” hand cleaners. Three exclusive ingredients assure 
absolute rinseability, soft hands without dryness, and high- 
detergency cleaning power. Aqua Rinse is a neutral hand 
cleaner containing no harsh chemicals or abrasives. 


Whittier, California . 


ae nana 


KaW PRODUCTS, INC. 





an 


> Be 
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Approximately 140 persons turned 
out for a dealer meeting sponsor- 
ed by Maremont mufflers, which 
was held in the warehouse of Mo- 
tor Car Supply Co. in Charleston, 
W. Va., sales manager Owen W. 
Wilson announced. The program 
was presented by “Woody” Wood- 
head of Maremont. 


Nashville Tennesseans 
Move the Cars 


Mc than $2,000,000 worth of 
automobiles were sold during 
the second annual ‘‘Sale-O-Rama” 
campaign sponsored by the Nash- 
ville (Tenn.) Automobile Trade 
Association from June 5 through 
June 13, with results reportedly 
topping 1958 sales by more than a 
half-million dollars. 

Association President J. Pickslay 
Cheek said, “We feel highly grati- 
fied at the results obtained and 
feel that the sale hasn’t really 
ended. Its effect will continue for 
some time.” 

Twenty dealers participated in 
the sale. 


Dallas Dealers Pick Oakley 


Fred Oakley of Fred Oakley 
Motors (Chrysler-Imperial-Plym- 
outh-Studebaker), Dallas, Texas, 
has been named president-elect of 
the Authorized New Car Dealers 
of Dallas, Inc. He will automatical- 
ly become president next January, 
succeeding W. O. Bankston. 


Roanoke Tarheels Organize 


H. P. McCoy of Chas. H. Jen- 
kins & Co., Ahoskie, N. C., has 
been elected president of the new- 
ly-formed Roanoke-Chowan Auto- 
mobile Dealers Association. The 
group is one of many local associa- 
tions in North Carolina, being pro- 
moted by the state association. 
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Jobber News 
(Continued from page 45) 





Hal Miller Resigns 
At Lexington Firm 


H” Miller (below) resigned as 
of July 1 as general manager of 
Womwell Automotive Parts Co., 
Lexington, Ky., and will remain 
with the organization as a consul- 


tant and chairman of the board of 
directors. 

B. A. Storey continues as pres- 
ident, while W. P. Smith has been 
named executive vice - president 
and general manager. Roy F. Ad- 
ams is vice-president and sales 
manager. P. W. Shaw is vice-pres- 
ident in charge of purchasing. 

Russell Huffman will move to 
the Lexington store as assistant 
sales manager and supervisor of all 
branch stores. 

* 

Frank G. McKenzie of Bluefield, 

W. Va., is an outpatient now until 

October at Duke University Hos- 

pital at Durham, N. C., for treat- 

ment of a vascular heart condition. 

He is president of the Southeast 

Automotive Show and a past 
president of the Virginias-Caro- 
linas Automotive Wholesalers As- 
sociation. His strict diet has al- 
ready brought his weight down 
approximately 40 pounds. 
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Prove Proto’s eatin ! 


Tighten a Clik-Stop® on your finger. ( ee aEsy SZ 


L3 


Now try to turn its Golden Knurl. You can’t. Because the weight of 
the suspended handle alone keeps it locked. That’s why the harder you 
pull, the tighter it locks...automatically. That’s why Proto’s Clik- 
Stop is safest to use. It won’t change when laid aside; doesn’t need 
resetting every time you go back to the same size fitting; it locks 
where you set it...automatically. Yet, when not under pressure, this 
same golden knur!l turns smooth as silk to = to any opening size. 
Use it like an ordinary adjustable wrench. No buttons or gadgets to 
push. Saves you from busted knuckles ad more serious accidents. 
Clik-Stops available in 4”, 6”, 8”, 10”, 12”, 16” & 20” sizes—heavy 
Chrome or Black Industrial Finish. 

All Proto Tools...more than 2,172 of them...are guaranteed to 
do their job. At your Proto Dealers, including Hardware, Builders 
Supply and Auto Parts stores all over the country. 


2207 Santa Fe Avenue, Los Angeles 54, California 
507 Allen Street, Jamestown, New York 
1717 Oxford East, London, Ontario, Canada 


PROTOS 
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Competition Up 2,600% at McAllen, 
But Gabberts' Business Still Good 


By BARON CREAGER 


Southwestern Editor 


N MCcALLEN, Texas, near the 

Mexican border, competition in 
automotive wholesaling has in- 
creased by 2,600% in the past 26 
years and the business has under- 
gone such a change in complexion 
that one jobbing house considers 
itself almost a glorified retailer. 

That is the viewpoint of the 
Gabberts, who own and operate 
Gabbert Auto Supply, Inc. 

H. W. “Herb” Gabbert is pres- 
ident and buyer. Ervin Gabbert is 
vice-president and sales manager. 
A third brother, Harvey, is a stock- 
holder, but is not actively con- 
nected. 

Herb and Ervin run the business 
—Herb from the inside and Ervin 
on the outside. With Ervin out and 
gone for the day, Herb does most 
of the talking for the firm, which 
he did in this case. 

“When we bought this business 


in 1933,” he recalled, “there was 
one competitor in the city of Mc- 
Allen, then with a population of 
15,000 or 16,000.” 

He snatched a pencil and made 
some rapid tally marks. He count- 
ed all the bona fide jobbing houses, 
plus all the other outlets for auto- 
motive parts and supplies, includ- 
ing the various chain outlets. 

“Today,” he said, “the popula- 
tion of McAllen is 30,000 or more, 
which is about a 100% increase in 
population. Yet we now have 16 
competitors, plus 12 car dealers, 
for a total of 28. For the two job- 
bers who were here in 1933, com- 
petition has increased 26 times, or 
2,600%. 

“That is for McAllen alone. I 
wouldn’t attempt to count all the 
competitors for the length and 
breadth of The Valley. We work 
the entire Valley, many of our 





HERE’S THE BEST REPAIR 


for tubeless tires and tubes... 
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New ACE CHEMBOND Cold 
Chemical Patches combine all 
the desired features for the 
ultimate in fine repair work. 
Available in two round and two 
oval sizes. When applied with 
ACE Chembond Cement, they 
make lifelong repairs, ready for 
immediate use. 


WRITE FOR ILLUSTRATED DETAILS 





the complete line of 
tire and tube repair materials 


( ACE RUBBER COMPANY 


% P.O. BOX 6147 / 


DALLAS 22, TEXAS 





competitors work the entire Val- 
ley and, I suppose, many of them 
also get business to some extent 
across the border. 

“That is a lot of competition but, 
as far as we are concerned, it is 
still a good business and we like it. 
For that matter, it is my guess that 
automotive wholesaling is about as 
good as any business, in spite of 
competition and all the other prob- 
lems. No business is what it used 
to be. No business is too good, by 
my observation, because taxes are 
too high.” 

After painting the somewhat 
alarming picture of competition in 
McAllen, Herb Gabbert then pro- 
ceeded to put a dull finish on the 
painting. Business is still good be- 
cause the economy is better, people 
have more money and there are 
many, many more motor vehicles 
than there were when the Gab- 
berts bought their business in 1933. 
Still, there exist in McAllen the 
problems that exist almost univer- 
sally for automotive wholesalers. 


Service Stations Yield Less 


“We don’t do much good with 
service stations any more,” he com- 
mented. 

“It seems to me that the oil and 
gas companies have better control 
over their outlets than is exercised 
over other franchised outlets. Per- 
haps that is because the service 
station business is one of the 
smaller business operations, in 
most cases, and the operator finds 
it advisable to go along with the 
wishes of his company. 

“I am apprehensive for the fu- 
ture of the independent repairman, 
or independent garage, at least in 
this area. In this territory, we be- 
lieve the facts will show a decline 
in numbers. They have problems, 
too, like the independent I know 
who had been in business for 33 
years. He finally quit and went to 
work for the fire department. Just 
too many complications — difficult 
to get and keep good mechanics, 
bookkeeping required by the tax 
program and social security, and 
credit losses. 

“Our customers, or prospects, 
are now reduced to four classes. 
These are car dealers, fleets, in- 
dustrial and counter. 

“Fortunately, our car - dealer 
business has held up fairly well. In 
fact, most of our business comes 
from car dealers, thanks to the 
sales ability of my brother Ervin. 

“We do fairly well with fleets 
and if we were better prepared we 
could get more industrial business. 
One of the heavy phases of our 
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No. The difference between 

~ profit and loss on repair 

. jobs is often decided by 

(© )) whether these jobs come 

~~ back for further service 

at your expense. And the 
important question is... 


Can “comebacks” be prevented? 


The answer is comebacks can be 
prevented, or greatly reduced, by 
following this four point formula 
and applying it to every repair job: 


1) Be sure you find the real 
cause of failure .. . then 
correct it. 

2) Install a reliable replace- 
ment for the defective unit. 

3) Be certain you install the 
replacement unit properly; 

4) Finally, test the finished job 
before it leaves your shop. 


“The real cause of failure” 


This point in the formula above 
has been discussed in earlier issues 
and is thoroughly covered in a 
handy 12-page illustrated shop 
guide we will gladly send to you 
free. The second point is to install 
a reliable replacement for the 
defective unit. 


“Reliable” does not mean 
expensive 


A reliable replacement does not 
have to be expensive, because a 
good rebuilt unit can save money 
for your customer and still be just 
as profitable for your service shop. 
These two facts, savings and profit, 
are the reasons why. more and 
more shops are recommending re- 
built units. As a result, the number 
of rebuilders has increased rapidly 
during the past ten years. 


Which rebuilder’s units 
are reliable? 
This rapid growth of the rebuild- 








ing industry has of course, resulted 
in some inferior rebuilt units. Your 
best protection is to do business 
with a reliable jobber. He has to 
stand behind the products he sells, 
and, to protect himself, he buys 
only from responsible rebuilders 
whose products and reputations 
he knows. 


How good is a rebuilt unit? 


A rebuilt unit is only as good as 
the rebuilder and his methods. For 
example, a properly rebuilt gener- 
ator is stripped right down to bare 
metal. Every part is tested and 
proved; only perfect parts are 
used. Then, step by step, the gen- 
erator’ is carefully reassembled. 
Finally, before it leaves the fac- 
tory, it is given a performance test 
to be certain it is in perfect oper- 
ating condition and will continue 
to operate in service. 


You are judged by results 


Assuming that you correctly install 
a reliable rebuilt unit and test the 
finished job, your customer will 
drive out of your shop satisfied. 
This is what he expects; no more, 
no less. He expects you to use 
reliable replacement parts, new or 
rebuilt. Therefore, even though 
you depend on your jobber, you 
may want factual information you 
can use in judging rebuilt units. 


Get the facts 


For a clear look at the facts, a 
recent booklet, “How Good Is A 
Rebuilt Generator?” is available 
without charge. Also available free 
is Arrow’s 12-page illustrated shop 
guide, called “Don’t Blame the 
Generator”, which will help your 
mechanics spot trouble in the 
charging circuit. 


These booklets are free to Serv- 
ice Shops east of the Mississippi 
River. 


For copies write to Technical Service Department 


ARROW 


ARROW ARMATURES COMPANY 


11 Fordham Road, Boston 34, Mass. 
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Solved with these 
Original Equipment Units 
Completely rebuilt 
by Arrow 


f=3 


GENERATORS by Arrow 
Factory rebuilt, then work tested 
to eliminate comebacks . . . once 
correctly installed, trouble-free 


performance guaranteed. 


STARTERS by Arrow 


Rugged and reliable. Factory re- 
built . . . work-tested. Quality and 
performance guaranteed. 


cia een 


STARTER DRIVES by Arrow 
All types . . . ruggedly rebuilt to 
overcome the failures common to 
each type of drive. 


" 


SOLENOID SWITCHES by Arrow 


Rebuilt work solenoids for all popu- 
lar make trucks, tractors, cars and 
buses. Torque-tested, performance 
guaranteed, 


Write today for complete catalog 
and descriptive literature. 


ARROW ARMATURES CO. 

11 Fordham Road, Boston 34, Mass. 

SOUTHEASTERN PLANT 
Spartanburg, S. C. 


ARROW 
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FOR CLEAN - SAFE 
ECONOMICAL 
FLOOR MAINTENANCE 


GO FLORCO 


Hazardous condi- 
tions (under foot) 
created through 
circumstances be- 
yond control in 
today’s high pro- 
duction cycle in 
your plant — Are 
dollar-dangerous! 





An ounce of pre- 
ventative mainte- 
nance outweighs 
dollars lost 
through accident 
to employees, 
damage to your 
equipment and 
non - productive 
down-time. 


Florco is _ selec- 
tively mined and 
processed to give 
the most effective 
and economical 
all-purpose ad- 
sorbent available. 





For the safest and best housekeeping 
service in your production line with- 
out costly applicators or removal 
equipment, 


GO FLORCO 
AND SAVE! 


Florco is easy and convenient fo use: 


e@ Cover area to be treated with a 
thin layer of Florco—and let set 
for a few moments. 








@ Sweep it up—the floor is clean 
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¢ 
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business is at the counter. We do 
a very heavy counter business and, 
in this respect, we just about rate 
as a glorified retailer.” 

The Gabberts do not now at- 
tempt to maintain a sales force. In 
previous years there were three to 
four salesmen out at all times. As 
Herb Gabbert points out, this pro- 
duced more sales, “but we made 
no money.” The sales force is Er- 
vin Gabbert and, with the entire 
Rio Grande Valley to cover, it is 
understandable that he is seldom 
if ever available at the store. This 
responsibility keeps Ervin con- 
stantly at the gallop, but the ar- 
rangement results in more profit. 

Herb had been turning over in 
his mind his remark that in re- 
ality, “we are a glorified retailer.” 
Now he came up with an expan- 
sion of this thought. 

“We automotive wholesalers may 
have to become specialized retail 
dealers,” he forecast. “Something 
like the big supermarkets. A drive- 
in operation. Departmentalized. 
Everything under one roof. 

“But we won’t live to see it.” 


Southeast Conference 
Delayed to 1960 


HE conference planned by the 

Southeast Automotive Show 
for Atlanta in late September has 
been cancelled and probably will 
be staged some time next year, 
General Manager John Colley an- 
nounced last month. 

“Inasmuch as the state associa- 
tions of Tennessee, Florida, Ala- 
bama, North Carolina and others 
have recently held, or are planning 
on holding, their individual annual 
state meetings this year,” he said, 
“it is believed that a meeting of 
Southeast Automotive Marketers’ 
Association in 1959 could accom- 
plish little of the ideas planned 
and would only mean additional 
expense and time lost for both the 
jobbers and manufacturers.” 

SAMA is the new name of the 
former Southeast Show group. 


Pedrick Appoints Erwin 


Promotion of James Ewell Er- 
win, Jr., from service engineer to 
assistant chief engineer has been 
announced by Helmuth G. Braen- 
del, vice-president in charge of 
engineering for Wilkening Mfg. 
Co., Philadelphia. A graduate of 
Virginia Polytechnic Institute, Er- 
win was formerly service and 
sales representative on diesel and 
gas engines for Paxton Co., Inc., 
Norfolk. 


Friction Materials Group 
Names Lamson President 


EORGE S. Lamson of Thermoid 

Division, H. K. Porter Co., 
Inc., has been elected president of 
the Friction Materials Standards 
Institute, Inc. 

Vice-president is Richard A. 
Riley of World Bestos, Harold 
Hodson of Marshall-Eclipse Divi- 
sion is treasurer and Miss Harriet 
G. Duschek, secretary. Directors 
include William H. Johnston, Atlas 
Asbestos Co.; Edward H. Wells, 
Johns-Manville Corp.; William J. 
Vachout, Molded Materials Divi- 
sion, Carlisle Corp.; James L. Mc- 
Govern, Jr., Raybestos-Manhattan, 
and S. Arthur Smith, Silver Line 
Brake Lining Corp. 


Auto-Lite School Sends 
Three to the South 


F SIX graduates who success- 

fully completed an intensive 
six-week training course estab- 
lished by The Electric Auto-Lite 
Co., three, who have been assigned 
to Southern posts, are: 

Gerald A. Schafer, Dallas, Tex- 
as; John L. Twells, Knoxville, 
Tenn., spark plug representatives, 
and Joseph V. Mockenstrum, Bal- 
timore, Md., battery district repre- 
sentative. 


Wagner Electric Moves 
Gibbs and Miller 


———- of John A. Gibbs 
as automotive branch office 
manager at Baltimore and J. P. 
Miller as manager of its Cincinnati 
office have been announced by the 
Automotive Division of Wagner 
Electric Corp. 

Gibbs succeeds John Moyer, who 
retired after 39 years with the 
company. Miller was formerly a 
sales representative in the Pitts- 
burgh area. 


Little Rock Firm Moves Two 


Bobby Alumbaugh has been 
transferred from the Newport 
store of Voss-Hutton-Barbee Co., 
Little Rock, Ark., and is working 
out of the Pine Bluff store, Presi- 
dent W. F. Barbee announced. 
Miles Boone has been transferred 
to the firm’s main store at Little 
Rock. 


J. C. Hamilton Co. of Tulsa, 
Okla., has been named warehouse 
distributor for Monroe shock ab- 
sorbers, sales manager J. S. Chal- 
mers announced. 


SOUTHERN AUTOMOTIVE JOURNAL for July 1959 





Make your 
replacement 
choice 


RMC... 


pioneer in the origination, engineer- 
ing and development of the auto- 
motive valve . knows what's 
required of valves. 

That's why same two-piece ex- 
haust valves, Stellite-faced and 
heat-banded valves and the new 
Aluminized valves can be relied 
upon for the best possible perform- 
ance under the toughest operating 
conditions. 

Next time, specify zame... the 
valves backed by more than a half 
century of know-how. 


Make the job complete with 
RMC Valve Train Parts 

VALVE SPRINGS VALVE SEATS 

VALVE LOCKS ROTATOR VALVE KITS 
VALVE GUIDES VALVE SPRING INSERTS 
Warehoused in all principal cities. 
Sold by leading Replacement Parts 
Wholesalers everywhere. 


__, FOR INFORMATION 





ie WRITE TO 


BATTLE CREEK, MICH. 
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Promotion of Wesley J. Kiley 
(above) to the newly-created posi- 
tion of general sales manager of 
Blackhawk Automotive Division 
has been announced by G. H. 
Goehrig, vice-president — sales, 
Blackhawk Mfg. Co. Kiley joined 
the company in 1950 and has been 
advertising manager, market plan- 
ning manager and manager of dis- 
tributor sales. 


AWDA Directory 
Gets New Look 


at Is AWDA ... . 1959” is 
the title of the new annual 
directory of The Automotive Ware- 
house Distributors Association, 
Inec., which, according to President 
Thomas S. Perry of Atlanta, Ga., 
has been greatly expanded into a 
nine by 12-inch format book to 
acquaint the automotive industry 
with the association. 

Included in the three-color pub- 
lication is a story of the back- 
ground and purpose of AWDA, a 
listing—complete with pictures— 
of the association officers, direc- 
tors and committee members. 
Distributors and affiliate manu- 
facturers are listed alphabetically 
and geographically. The associa- 
tion’s code of ethics and constitu- 
tion are also featured. 


Muffler Products Names Davison 


Appointment of George H. Davi- 
son as representative of Muffler 
Products Corp., Houston, Texas, 
has been announced by President 
M. M. Martin. Davison, who head- 
quarters in Marietta, Ga., will 
cover Georgia, Florida, Alabama, 
Mississippi and Tennessee. 


LaGrange Georgian Hires Two 


Piston Ring & Supply Co., La- 
Grange, Ga., has hired George 
Bartlett for counter and delivery 
and Kenneth Bruce for delivery, 
according to Ray C. Birdsall, presi- 
dent. 
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Don Boulton (left) of Yow Brake 
& Clutch Supply, Oklahoma City, 
Okla., is shown receiving a $1,000 
check from Cliff Atwood of Chi- 
cago Rawhide Mfg. Co. The award 
is a duplicate of the prize won by 
Boulton’s customer, Charles A. 
Maupin (center), in the company’s 
“Complete-the-Strip” contest. 


e 
Weatherhead Appoints Larkin 


Appointment of George B. Lar- 
kin, Jr.. as automotive distributor 
sales manager of The Weatherhead 
Co.’s Fort Wayne Division has been 
announced by General Sales Man- 
ager A. S. Wade. 


Ruark, Wiggins Head 
ASIA Divisions 


W. “Wuir” Ruark will head 
e up the manufacturer, parts 
rebuilder and warehouse distribu- 
tor divisions of the Automotive 
Service Industry Association and 
J. L. “Jack” Wiggins has been ap- 
pointed to steer the body’s whole- 
salers’ division. 

Les A. Thayer of Chicago, 
ASIA’s first vice-president and 
chairman of the divisions’ board of 
governors, said that Ruark was re- 
quested to take over his new post 
by the executive committee at its 
Chicago meeting May 16. His 
appointment was unanimously en- 
dorsed at the association’s execu- 
tive spring conference held June 
1-4 at Hot Springs, Va. 

Following the conference Presi- 
dent Victor L. Toft of Omaha, Neb., 
announced Wiggins’ appointment 
as executive secretary of the 
wholesalers’ division in accordance 
with ASIA’s constitution and by- 
laws. Commenting on the appoint- 
ment, J. A. “Jack” Bryant of 
Bowling Green, Ky., second vice- 
president and chairman of the 
wholesalers’ board of managers, 
said: 





BOATING 
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beauty of crystal 
Mountain Lake. 
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Scenic majesty. Open 
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can plar. Reasonable 
rates. Secluded 
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Top: B. W. “Whit” Ruark 
Above: J. L. “Jack” Wiggins 


“Jack Wiggins needs no intro- 
duction to automotive wholesalers 
across the nation since he has made 
thousands of personal calls on 
them as field secretary of the 
former NSPA through the years 
prior to his assuming the duties as 
executive vice-president of that 
association in 1947. For more than 
25 years he has been a friendly and 
familiar figure at national, region- 
al, state and local automotive 
wholesaler meetings and conven- 
tions.” 

Ruark and Wiggins are jointly 
responsible to the directors on 
matters of broad national scope and 
administration. 


New Orleans Company 
Holds Brake Clinic 


 assaree and mechanics who at- 
tended a Grey-Rock brake 
clinic held last month by Automo- 
tive Wholesalers, New Orleans, La., 
saw technical films directed and 
discussed by Wayne Dannewitz of 
Grey-Rock and Lewis Watkins of 
Ammco Tools, Inc. 

The films were followed by a 
demonstration of a brake drum 
lathe recently installed in the com- 
pany’s brake and clutch depart- 
ment. Archie Kiefer, Leo Messina, 
Herbert Rudiger and Douglas 
Hoffman greeted customers. 
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Ned Bell (extreme left), sales manager of Standard Parts Co., Memphis, 

Tenn., and 11 of his salesmen were guests of Ramsey Corp. at St. Louis 

last month, where they visited company facilities. Pictured with Bell 

are (1. to r.): front row, Andy Anderson, Walter Moore, Warren Mitchell, 

Bob Burke of Ramco, Bernard Kelly, “Pappy” Stewart, J. Chaille, Al 

Hill, Bill Webbs and Jim Parker. Back row, Hugh Brooks, Nat Nichols 
and John Redwine of Ramco. 


North Carolina Jobbers 
Study Nassau Cruise 


EMBERS of the North Carolina 

Automotive Wholesalers Asso- 
ciation are voting on a proposal to 
hold their fall convention in the 
form of a cruise in the M.S. Stock- 
holm to Nassau, leaving from Wil- 
mington November 17 and return- 
ing to that port November 22. 

In recent years the association 
has taken convention cruises to 
Bermuda and to Havana-Nassau. 

Allen Lewis of Wilmington is 
president and Jesse F. Jones, Jr., 
of Raleigh is executive secretary. 


VCAWA Picks Greenville, S. C. 


The fall convention of the 
Virginias - Carolinas Automotive 
Wholesalers Association will be 
held at the Poinsett Hotel in 
Greenville, S. C., Oct. 14-15, Pres- 
ident James B. Bagwell, Jr., of 
Bagwell-Elliott Co., Charleston, S. 
C., announced. The meetings are 
closed to the approximately 60 
member firms. 


Wiltgen Joins Milesmaster 


Appointment of Bernard M. 
Wiltgen as national sales manager 
has been announced by Milesmas- 
ter, Inc., manufacturer of fuel pres- 
sure regulators. Formerly associ- 
ated with A. L. Sporkin and As- 
sociates as regional sales manager, 
Wiltgen is scheduled to set up na- 
tional distribution on the recently 
announced “Milesmaster 1.5” fuel 
pressure regulator for European 
cars. 


have’ been 
of Condrey 


Mustang’ engines 
added to the line 


Motors Parts, Inc., Richmond, Va., 
Vice-President J. A. Richardson 
announced. 


AWDA Sets Up Award 
For Man of the Year 


——- of the  president’s 
award to be given each year to 
the “Automotive Man of the Year”’ 
by The Automotive Warehouse 
Distributors Association has been 
announced by Executive Secretary 
Martin Fromm, who said nominees 
must be connected with the inde- 
pendent automotive aftermarket 
and must have made outstanding 
contributions to the industry. 
President Thomas S. Perry of 
Atlanta, Ga., has suggested that 
nominations for the honor can be 
sent by anyone connected with the 
industry and should be addressed 
to The Automotive Man of the 
Year, c/o AWDA, 6314 Brookside 
Plaza, Kansas City 13, Mo. They 


must be received by midnight Sept. 
15. 

Perry also announced the ap- 
pointment of a selection committee 
which includes Hamilton C. Coch- 
ran, marketing manager of the 
Saturday Evening Post; Ben For- 
syth, editor of Northern Automo- 
tive Journal, and William C. “Bill” 
Herbert, editor of SOUTHERN AUTO- 
MOTIVE JOURNAL. Presentation of 
the award will be made annually 
at the time of the association’s na- 
tional membership conference, us- 
ually held in November. 

The next annual convention and 
conference will be held Nov. 2-5 at 
the Muehlebach Hotel in Kansas 
City, Mo. 


Standard Motor Adds Three 


New Southern field representa- 
tives for Standard Motor Products, 
Inc., are Howard Wilson of Frank- 
fort, Ky.; Ken Harper of Houston, 
Texas, and Hank Lodewyck of St. 
Louis, Mo. 


Tulsa Company Opens Branch 


A branch store of J. C. Hamilton 
Co., Tulsa, Okla., has been opened 
at 619 West Broadway, Muskogee, 
with Glenn Cummings as manager, 
according to sales manager J. S. 
Chalmers. Salesman is Phil Stans- 
berry. 


Unit Parts and Sealed Power 
lines have been added by Crosby 
Auto Parts Service, Inc., Spring- 
field, Mo., according to Jack G. 
Barnes, president. 

Du Pont paint has been added 
by T. S. Clements Co., Wharton, 
Texas, owner Sylvan L. Miori an- 
nounced. 


Officers elected at the annual meeting of the Automotive Wholesaler 
Trade Association Executives at Oklahoma City last month included 
(1. to r.): A. Glen Gaffney of Berkeley, Calif., renamed treasurer; John 
W. Rooney of Montgomery, Ala., vice-president: Jules Lamothe of 
Baton Rouge, La., president, and George Wilson of Lexington, Ky.. 
secretary. Tom Payne of Okmulgee, Okla., was the retiring president. 
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Automotive NEWS BRIEFS 


{Continued from page 15) 





Dodge Asks Caution 
On Truck Repairs 


ODGE Division has issued the 

following service bulletin deal- 
ing with its 1959 truck models M6 
and 8, Dl, 2 and 3, W1 and 2 and 
P3: 

A number of spring shackles on 
the specified models were brazed 
rather than welded. Should you en- 
counter failure of a brazed shackle 
it should not be re-brazed or weld- 
ed in an effort to repair as this can 
create dangerous toxic fumes due 
to the cadmium content in the 
brazing metal. 

It is essential, therefore, from 
a safety standpoint to replace 
rather than repair these shackles. 
If one shackle should fail, then all 
other spring shackles on the truck 
should be replaced. 

The serial numbers of the trucks 
equ: pped with the brazed shackles 
are from L01000 to L26293. 

Identification: Brazed shackles 


can be identified by the copper 
color of the brazing metal and in 
most cases by the smooth finish 
compared with the ‘“puddled” 
finish of a welded shackle. For 
proper identification it would, of 
course, be necessary to scrape off 
the paint. 

The part 
shackles are: 

M6 and 8, D100 rear, 1923873; 
M6 and 8, D2, 3, W1 and 2, P3 rear, 
1923875; M6 and 8, Dl, 2, 3, Wl 
and 2, P3 — right, 1923870; M6 
and 8, D1, 2, 3, W1 and 2, P3 front 
left, 1923871. 


numbers for these 


Chrysler and Imperial 
Appoints Three 


Poggi of three executives 
in the Chrysler and Imperial 
Division of Chrysler Corp. has re- 
turned E. M. Braden to the division 
as general sales manager, C. E. 
Briggs, corporate vice-president 
and division manager, announced. 


W. E. Foraker was named ex- 
ecutive assistant to the general 
manager and W. Ledyard Mitchell 
was appointed programming man- 
ager. Braden, who joined the cor- 
poration in 1941, was at one time 
regional manager in St. Louis. 


AMA Reelects Colbert 
And Other Officers 


L L. COLBERT, president of 
@ Chrysler Corp., was reelected 
president of the Automobile Manu- 
facturers Association at that body’s 
annual meeting in Detroit last 
month, as were all other officers. 
Besides Colbert, those reelected 
for one-year terms were: Henry 
Ford II, president of Ford Motor 
Co., vice-president; J. N. Bauman, 
president of The White Motor Co., 
vice-president; John F. Gordon, 
president of General Motors Corp., 
secretary, and W. C. Schumacher, 
executive vice-president of Inter- 
national Harvester Co., treasurer. 
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New Look in West Texas 


By BARON CREAGER 


Southwestern Editor 


HERE is a new look in West 

Texas—a wet look—and, sur- 
prisingly—after all those years of 
drought—this new, wet look is not 
too welcome. For once there has 
been too much rain. 

This is especially true of the 
high plains area. For this territory 
the average rainfall is about 19”. 
By the end of the first week in 
June, about 14” of rain had been 
recorded generally. 

One automotive wholesaler said 
that business was fine up until 
May. Then business fell off and, 
with it, collections. 

“That’s all there is to this busi- 
ness, you know,” he pointed out, 
“sales and collections. And the 
rains just slowed up both, Farmers 
have been afraid to replant crop 
plantings that have washed away. 
This feeling has damaged business 
but, of course, it will be better for 
business in the long run.” 

Heavy rains of the spring sea- 
son, that extended into June at 
last reports, were not confined to 
the high plains area. Rains were 
abundant all over West Texas and, 
in fact, for most of the state. 

However, the rest of the state is 
accustomed to getting more rain 
than West Texas. It is in West 
Texas that rains of such volume 
are unusual. And the damage to 
crops in most categories has been 
extensive. But West Texans are 
cautious about being critical of 
excess moisture which, by tradi- 
tion, they have learned to pray 
for. 

One truck farmer admitted that 
the rains had done him much 
damage. But he said he was think- 
ing of others who would benefit 
from rainfall. So the general atti- 
tude seems to be: “After praying 
for rain for most of our lives, we 
can’t complain now.” 

This vast profitable and devel- 
oping country, where cultivated 
fields roll gently to the horizon in 
all directions, and where it has 
been normal for drought to put 
the annual blight on most crops, 
really offers the new look. There 
are lakes— here they are called 
“tanks’— where there have never 
been lakes before. And there was 
another phenomenon. 

Observing those rolling miles of 
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tilled fields, it is easy to under- 
stand the origin of a West Texas 
dust storm, such as can ruin the 
innards of an automobile. But now 
there was no dust, except for an 
occasional playful, baby-sized tor- 
nado, which would pluck at the 
dry crust of the land and swirl a 
cone of pale red across fields and 
highways, only to dissolve and 
settle. 

Where farmers guided their cul- 
tivating equipment across the 
fields, the land itself gave an ex- 
planation of a dustless West Texas. 
Where the cultivator had passed, 
a rich brown replaced the pale 
crust, indicating ample moisture. 

This is the land where, during 
drought, mirages laid their tanta- 
lizing, non-existent lakes across the 
fields and highways, and still do. 
But now there is not so much 
mockery in this trick of nature, 
for so many lakes are real. 


By July, the dust crust may be 
deeper and the dust may be trav- 
eling farther, in heavier clouds. 
Even so there will still be subsoil 
moisture, for once, in West Texas. 
And this cannot be anything but 
good for business. 


North Carolinian's Son Drowns 


Thomas Arthur Gardner, 19- 
year-old son of B. A. Gardner, 
Gardner Motor Co., Inc. (Dodge- 
Plymouth), Smithfield, and a 
Wake Forest College student, 
drowned while skin diving off Fort 
Macon last month. 


Rotary Lift Picks Schoenfeld 


D. L. Schoenfeld, formerly 
Southeastern zone sales manager 
for Studebaker-Packard, has been 
named Southeastern division man- 
ager for Rotary Lift Co.’s automo- 
tive lift division. 


Harvey Dies in Kinston, N. C. 


Leo H. Harvey of Harvey Motor 
Co., Inc. (Chevrolet), Kinston, N. 
C., died suddenly last month, hav- 
ing suffered a heart attack three 
months earlier. 
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A brake clinic sponsored recently by Damm Rock, Inc. of Kansas City, 
Mo., which drew 143 brake specialists and jobbers in the area was pre- 
sented by Marshall-Eclipse Division of Bendix Aviation Corp. A sound- 
slide program describing the manufacture and testing of friction ma- 
terials included talks by Jack Kelly and Ed Drislane, sales manager and 


liability insurance coverage and 
the driver must have a driver’s li- 
cense when they are operated on 
streets or roads. 

“However, there are no restric- 
tions on operating the tiny put-put 
vehicles on private property.” 


Baer Goes Up with PC 


G. Robert Baer has been ap- 
pointed assistant general manager 
of Perfect Circle Corp., President 
W. B. Prosser announced. While 
retaining his duties as general 
manufacturing manager, Baer will 
assist the president in providing 
closer coordination between manu- 
facturing activities and the work 
of the other divisions of the com- 


senior test engineer, respectively, of Marshall-Eclipse. 


Those "Toy" Cars 
Are Not Toys 


RECENT bulletin by the North 
Carolina Automobile Dealers 
Association advised its member- 
ship: laws when it 
“The (N. C.) state highway pa- 
trol warns that so-called ‘toy’ 
automobiles powered by one-cyl- 


a public road. 


“Any self-powered vehicle with 
wheels, regardless of its size or 
use, is subject to the motor vehicle 
used on public 
roads or highways, The small cars 
—often homemade—for children 
must be registered, 


pany. 


Alamance Tarheels Pick Parris 


inder engines are not regarded as 
‘toys’ when they are operated on 


Bud Parris of Bill Price Buick, 
Burlington, N. C., has been chosen 
president of the Alamance County 
New Car Dealers Association. Vice- 
president is Clay Christopher of 
Mebane Motor Sales (Ford), Me- 
bane, and Bill Swann of Wachovia 
Bank and Trust Co., Burlington, is 


licensed, have the secretary-treasurer. 





$10,784 2: 
SERVICING 
RADIATORS! 


“The very least we can say about our 
Inland radiator servicing equipment is 
that we are delighted with it and the 
volume of business it has brought us. For 
instance, last year we grossed $10,784 
(net profit $7,068.10) from our radiator 
dept. alone!" 
SIDNEY RADIATOR & GLASS SHOP 
Sidney, Mont., (Pop. 3,987) 


Why send radiator jobs away? Add an extra $8,000-$12,000 
a year with Inland’s factory-method radiator servicing. 
JUST CONSIDER: (1) There is an ever-growing number of autos, trucks 
and tractors in your area, (2) Modern cooling-system pressures have 
been increased to the point where radiators require far more fre- 
quent servicing 
INVESTIGATE——Have us mail you full details 

*% Photos and statements from Inland-equipped shop owners, 

*% Inland’s “Pays-For-Itself'’ payment plan, 

*% Inland’s free factory school which trains you quickly, 

*% Inland's proved merchandising and selling helps 
MAIL COUPON TODAY! New free 48-page book explains everything. 


INLAND MFG. COMPANY, "%mher3 swe” 57 


ee ee ee ee eee ee ee ee es ee 
INLAND MFG. CO., Dept.SA-7,1108 Jackson $t., Omaha 2, Nebr. | 
Please send new free book, ‘Blue Print For Profits." 


PRA... 


PLEASE PRINT 


ADDRESS_ 


crv... ZONE STATE 


BY. TITLE 


If dealer, make of car sold . senmneeinieiinneatae 
Are you now operating a radiator dept.? OO Yes (— Ne 
en eel eee eee ee ee ae 
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‘She Neu 


Designed to service late model engines which have valve guides 
cast as part of the cylinder head. In this new type head, it is the 
valve which has to be replaced. This is accomplished by reaming out 
the valve guide for oversize stem valves. Most of the engine and 
valve manufacturers now offer at least three sizes of oversize valves. 


The Lee Reamer Guide provides a true alignment with original 
guide bore using Lee Self-expanding pilots. The reamer is held 
rigid with reaming bushing during reaming operation. Simple to 
operate and extremely accurate. 

Special sets available to service Ford, Mercury, Lincoln, Chevrolet, 
Plymouth, Dodge, DeSoto, Chrysler. 

R55 Reseater Power Drive adapts to these valve guide reaming sets. 


Clip ad to your letterhead and send for Literature. 





K. O. Lee Company, Aberdeen, S. D. 
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Factory-Dealer Love Is in Bloom, 
Say NADA and AMA Presidents 


WEET harmony is once more 

flowing between car factories 
and dealers, industry leaders made 
clear last month. 

In contrast to the battle to get 
through the “Day in Court” federal 
law for the dealers and to the 
“Black Friday” experienced by 
dealers in one franchise a few 
years earlier, as well as some one- 
time hasty franchise- withdrawing, 
there came forth these statements 
in connection with the annual 
meeting of the directors of the 
National Automobile Dealers As- 
sociation at Detroit: 

Herbert L. Galles, Jr., of Al- 
buquerque, president of NADA: 

“We hope the era of serious 
problems is over and that the 
future will present a minimum of 
difficulties in manufacturer-dealer 
relations.” 

L. L. “Tex’’ Colbert, president of 
the Automobile Manufacturers As- 
sociation and of Chrysler Corp.: 

“T can’t remember a time when 
dealers and manufacturers worked 
together with more cordiality or 
with more willingness to listen to 
each other’s ideas and suggestions. 

“If there is any one phase that 
describes adequately the present 
attitude of automobile dealers and 
manufacturers toward their com- 
mon problems, that phrase is mu- 
tual understanding.” 

Galles asserted at the annual 
NADA reception and dinner (see 








NEW - IMPROVED 


Radiator Conditioner 


6 in 1 
MAGNA-KROM SIX in 
ONE did not happen. tt 
was scientifically devel- 
oped for all types of aute- 
motive cooling systems. 
1. Stops Leaks in Rad- 

ator 


i 
2. 


iMagna- 
with A 
Freeze. 
Original SIX in 
ONE Contains 100% 
Zingiberaceous Fibers. 


" Types of Anti- 


If you find pene better 
Money will be refunded. 


GUARANTEED 
MAGNA-KROM MFG. CO. 


VANDERGRIFT, PENNA. 
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Top: NADA President Galles 
Above: AMA President Colbert 


page 13) in honor of top officials 
of the automotive industry, attend- 
ed by more than 200 persons: 

“We recognize our responsibili- 
ties to our manufacturers, our fel- 
low dealers, our industry as a 
whole and the consuming public. 
In view of our responsibilities, we 
cannot stress too much the neces- 
sity for full cooperation and mu- 
tual understanding of all phases of 
our industry problems. 

“During this meeting of our 
board of directors we are striving 
to work out an acceptable and 
workable quality dealer program 
which will win the approval of all 
of us in this business and the 
public as well.” 

Colbert declared: 

“The quality and dependability 
of the American automobile, taking 
it by and large, is the highest it 
has ever been. It leads the world in 
performance, comfort and safety. 
The outcome of these competitive 
activities will be interesting to 
watch. Fascinating as the past 
years have been, the next few 
years promise to be even more so.” 





ratel me 2°) -Feat-lib 4-7! 


rote tal © taF-time 7-318 Al et ee 


MR. JOBBER... 


Ours is a COMPLETE CRANKSHAFT 
SERVICE - Reclaimed to Standard Journal 
diameter by our "ARCWELD" process 
or reground by experienced craftsmen 


with modern equipment and “know-how”. 


Quick Service, Fast Delivery & guaranteed, 
quality Workmanship are part of our serv- 
ices, along with Dynamic Balancing and 
"Magnaflux" inspection. Users of our 


Services tell our story best. 


Also - INDUSTRIAL CAMSHAFT SERY- 
ICES - where expert craftsmen Chrome 
plate Main Bearing Journals; regrind and 
“Parkerize" the lobes. Reconditioning Con- 


necting Rods (a specialty). 


Call either of our 3 locations for Quick 
Service, Fast Delivery & Guaranteed, 
Quality Workmanship - or for further 


information and literature. 


STANDARD 
CRANKSHAFT 
COMPANY 


PLANT AND OFFICE 
117 Southside Drive 
CHARLOTTE, N.C. 
Phone JA 3-2202 


928 23rd St. South 
BIRMINGHAM, ALA. 
Phone FA 4-7862 


1078 W. Adams St. 
JACKSONVILLE, FLA. 
Phone ELGIN 6-1444 
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Dodge Will Introduce 
Small Dart in Fall 


— Dodge Dart, a new, low- 
priced line of Dodge automo- 
biles, will be introduced this fall, 
M. C. Patterson, vice-president of 
Chrysler Corp. and general man- 
ager of Dodge Division, announced. 

To be sold only by Dodge deal- 
ers, the Dart will compete with 
other cars in the low-price field. 
Dealers will continue to offer the 
low-medium-price Dodge cars and 
trucks. Wheelbase of the new series 
will be 118”, while the low-medi- 
um-price Dodge series will be a 
a". 

The decision to add the lower- 
priced line came, Patterson said, 
“because we are determined to 
provide our dealers with vehicles 
which appeal to the economic 
means of the greatest number of 
people.” 


AMA Will Stage 
Detroit "First" 


Di for the first national 
automobile show ever held in 
Detroit have been set by the Auto- 
mobile Manufacturers Association 


Seventeen Cub Scouts are packed into the luggage compartment of this 
Dodge at the Hutton Scott Co., Charlotte, N.C., Dodge dealer, to 


demonstrate that vehicle’s 


extra 


large trunk space. Bill Scott, 


sponsor of the troop, had the picture made during a Scout meeting. 


for Oct. 15-23. The event will also 
be the first major public exhibition 
in the city’s new Cobo Hall. 

In announcing the association’s 
decision to hold the exhibition in 
the heartland of the automotive in- 
dustry, President L. L. Colbert, 
who is also president of Chrysler 
Corp., said: 

“It is our intention to put on the 


greatest exhibition in the long 
history of the national automobile 
show. We expect to make it an 
event of world-wide interest that 
will focus attention on the Detroit 
area, its industry and many new 
attractions. With the entire in- 
dustry behind this national auto- 
mobile show, you may be sure it 
will be a credit to ‘Motor City’.” 





chase out the KulOYS with 
BEAR WHEEL WEIGHTS! 


A NEW 4 STAR 
PROFIT PROGRAM 


% HIGHER QUALITY-BETTER LOOKING WEIGHTS 
% FREE BONANZA PRIZE COUPON IN EVERY BOX 
% THE ONLY NATIONALLY ADVERTISED WEIGHTS 
% A REALLY COMPLETE LINE-PRICED RIGHT 








RRND 
Made to fit 13, 14, 15 and 16-inch rims of all 
domestic and most foreign cars. 
20 Sizes—from \ to 6 ozs. 
New “'C”’ Style for flat flange rim and full 
wheel covers—’59 Cadillac, Lincoln, 
DeSoto, Dodge and other cara—from 
to 3 ozs. 
Truck Weights—11 styles to fit practically 
every size and type of rim. 


iF YOU'RE NOT USING 





a 
<< SE ap 


weight would you prefer,? 


— for 65c. 





TIRE CLEANER 


One squeeze provides a controlled spray 
of a special chemical formula that will 
effectively and effortlessly return that 
bright showroom look to whitewall tires. 
Full pint retails for $1.00. 

Kemkat Whitewall Cleaner, Golden Car 
Wash and Kar Klene are all available in 
new, Colorful “squeeze bottles” designed 
for quick sales and easy use. 


FOR VOLUME SALES—stock the Kemkat family of colorful squeeze cans! 


KEMKAT Kar Klene— a chrome, leather and plastic wax cleaner. 
Full pint squeeze container retails for $1.00. 

KEMKAT Golden Car Wash—an effective, non-streaking detergent 
for effortless car washing. Full pint squeeze container retails 


KEMKAT Motor Aid —a newly developed oil and fuel additive. 


These unretouched photo- 
graphs show the difference 
between a Bear Weight and 
a well known competitive 
brand. You can see the 
difference in quality! 


BEAR WEIGHTS NOW— 
ITE FOR OUR 


4-STAR PROPOSITION TODAY! 


the most famous name in Safety Service 


BEAR MFG. CO., Dept. $-5, ROCK ISLAND, ILLINOIS 


Full pint retails for $1.50. 
Watch for KEMKAT White-Sno . 
with Old Spice and lanolin. 


+ « @ new waterless hand cleaner 
See your local Jobber 


THE KEMKAT COMPANY 


Francis Street, Derby, Connecticut 
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One of the half-dozen active units of the Independent 
Garage Owners of Tennessee is the Columbia group, 
which is shown here with its leaders (1. to. r.): 
Frank Stewart; J. A. Lynn, president; Clyde Yeager, 


Mack Names Southerner 
To Head Up Sales 


a of Theo H. Jones as 
vice-president and general sales 
manager of Mack Trucks, Inc., has 
been announced by Elliott G. 
Ewell, executive vice-president— 
sales. 

A veteran of more than 35 years 
in the automotive field, Jones 
joined Mack in May 1930 when he 
started as office manager at the 
Charlotte, N. C. branch. He was 
later promoted to sales represen- 


Ground-breaking ceremonies held 
recently by Friendly Chevrolet Co., 
Dallas, Texas, at its five-and-one- 
half-acre site, set in motion a 
building program which by late 
fall is expected to provide 80,000 
square feet of space under one 
roof, plus 168,000 square feet for 
used-car and truck display, cus- 
tomer service and parking. Plans 
also call for an increase in em- 
ployes from 106 to 200. Present 
were (l. to r.): Jack L. Abbe, Chev- 
rolet city manager; T. E. Brents, 
assistant regional manager: W. W. 
Blackburn, building contractor; 
John H. Witt, dealer, and J. C. 


Rice, zone manager. 
rs 


N2 


Eugene Thurman; 
seated, 


tative and district manager. In 
January 1950, he became general 
manager of the Southern division, 
which comprises the territory 
south from Virginia to Florida and 
west through Tennessee and Mis- 
sissippi. 


PC Reclects Officers; 
Elevates George Rea 


a of officers and the 
appointment of George T. Rea 
as a vice-president have been an- 
nounced by Perfect Circle Corp. 
Officers are Donald H. Teetor, 
chairman of the board; William B. 
Prosser, president; Dan C. Teetor, 
Herman C, Teetor and Rea, vice- 
presidents; George Rea, secretary- 


“Soup’s ready! Let's 


vice-president; W. D. Turner, secretary-treasurer, and 


standing, James Stofel, Grady 


Parnell, Robert Riddle, William Osborne, Ernest Lamb, 
Kenneth Johns, J. E. McFarland, Sr., and J. E., Jr. 


Howard Wall, control- 
McNelly, as- 


treasurer; 
ler, and Chauncey 
sistant treasurer. 


Van Norman Consolidates 
Car, Machine Divisions 


ONSOLIDATION of Van Norman 

Machine Tool Co. and Van 
Norman Equipment divisions of 
Van Norman Industries into one 
firm to be known as Van Norman 
Machine Co. has been announced 
by President Charles F. Meyers. 

Paul W. Leming, former execu- 
tive vice-president of Van Norman 
Machine Tool Co., will head the 
new organization, while Selby F. 
Greer was named executive vice- 
president in charge of all sales. 


break for lunch” 
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CLEANED & REPAIRED 
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LIFETIME MICRO-BRONZE® 


FUEL FILTERS 





Ask about the 
KFA-12 DEAL complete with the 
“SILENT SALESMAN ” FREE display 


Send for 
FREE 
Service Bulletin 


“12 Secrets 
of Good Gas Mileage” 


My Name 
Firm Name 

Address 

City State 

... Gas Station .... Repair Shop .... Wholesaler 
Other 
Your Parts Distributor 
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John H. Lander (right), national 
chairman of the Dodge Dealer Ad- 
visory Conference, was the first 
dealer to sign the new, all-Dodge 
dealer sales agreement for cars 
and trucks. Looking on are M. C. 
Patterson (left), Dodge’s manager, 
and John B. Naughton, general 
sales manager. Lander is president 
of Lander Motors, Inc., Atlanta, 
Ga., and treasurer of the National 
Automobile Dealers Association. 


Atom-Powered Motoring 
Seen by Hertz Head 


— of tomorrow will be 
atom-powered and motorists 
will ride in electronically-con- 
trolled cars to destinations that 
have been selected on a master 
control. 

These predictions were made 
recently by Walter L. Jacobs, 
president of the Hertz Corp., ve- 
hicle rental and leasing organi- 
zation, who. said ‘“tomorrow’s 
trucks will be marvels of efficiency 
and dependability, powered by 
atomic turbines” and drivers need 
not lift “a finger to guide them.” 

The future automobile, Jacobs 
said, will have a turbo-engine and 
electronic steering and drivers 
“may merely dial the trip on a 
master control, then sit back.” 


"59 Rambler Fleet Sales 
Quadruple Last Year's 


_ sales of Ramblers are run- 
ning four times higher than a 
year ago and are expected to reach 
an all-time high of more than 25,- 
000 by the end of the 1959-model 
year, according to W. B. Ramsey, 
director of government and fleet 
sales for American Motors Corp. 
Although fleet sales for the 
1958-model year set a_ record of 
10,231 cars, Ramsey said, the 1959 
pace was 50° ahead of this figure 
at the end of the first six months. 


Principal customers, he said, are 
car rental and leasing agencies, na- 
tional sales and service companies, 
local sales and service firms, utility 
and taxicab companies, and city, 
county and state governments. 

Rambler sixes accounted for 
56% of all fleet sales, Ramsey said. 
Americans accounted for 32% and 
the Rebel and Ambassador V-8s 
for 12%. Four-door sedans and 
station wagons accounted for 75% 
of all sales between them, he said. 


Rambler Exports Climb 
To Three-Year High 


— shipments of Ramblers 
rose to a three-year high in 
May, topping the year-ago level by 
52%, according to W. H. Thoreson, 
director of automotive export of 
American Motors Corp. 

May export shipments totaled 
562 Ramblers, compared with 370 
in the same month of 1958. Thore- 
son said American Motors is shoot- 
ing for a 30% sales increase in 
overseas markets this year. The 
U. S. automobile industry is ex- 
pected to export about 100,000 cars 
during the year. 

Contributing to the Rambler 
sales success overseas, as in this 
country, Thoreson said, are lower 
prices, economy of operation and 
ease of handling and parking. 
Another reason cited was the re- 
cent ruling by Mexico that the 
Rambler fits into the same price 
class as European cars, which al- 
lows a substantial reduction in the 
tariff rate and an increase in the 
import quota. 














QUALITY PRODUCTS 


For the wash rack trade 


Sold throughout the U.S. by 
major jobbers since 1933. 


The line that is fully guranteed. 


ADVANCE CENTURY MFG. 
Co. 


Greenville, S. C. 
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Chrysler Corp. Launches 
“Piggy-Back" Shipping 


py “piggy-back” method of 
shipping passenger cars from 
factory to dealers was introduced 
last month by Chrysler Corp. and 
the St. Louis-San Francisco Rail- 
road. 

The first large consignment of 
80 automobiles to be shipped by 
the method, a system combining 
the best features of rail and motor 
truck transportation, left a staging 
area adjoining Chrysler’s new St. 
Louis facility destined for dealers 
in Dallas, Texas, and other South- 
western cities. 

Built in Detroit and Evansville, 
Ind., the cars were routed to the 
staging area in St. Louis so the 
rail-truck method could be pilot- 
tested for volume shipping that 
will get underway this fall. 

The 80-car shipment, made up 
of 37 Plymouth, 29 Dodge, nine 
Chrysler and five Imperial models, 
was first loaded onto a fleet of 
20 truck trailers. The trailers were 
then moved to a loading ramp and 
driven aboard ten railroad cars 
coupled to a regularly-scheduled 
Frisco freight train. The truck- 
tractors were then disengaged and 


Finest food 


.. and never ends. 


Come up where the fun begins 
for your holiday. 


© 18 hole Golf «© 9% hole puttin 


LOOKOUT MOUNTAIN, TENNESSEE 
*® Swimming Pool 


—_ 


Enjoy a Mountain Cool Summer 


William A. “Bill” 
Lincoln-Mercury’ district sales 
manager at Atlanta, presents a 
25-year pin to R. E. Dudley. his 
assistant, upon the latter’s com- 
pletion of a quarter of a century 
of service with Ford Motor Co. 


Toms (right), 


IN THE CLOUDS 





remained behind as the train 
began its journey. When the ship- 
ment arrived at its destination, 
truck-tractors provided by local 
Texas highway transporters were 
hitched to the trailers and the cars 
delivered to dealers. 








ng 


© Children’s program—supervised 


© Badminton 
¢ Moonlight dancing — Gala En- 


* Tennis © Riding © Hiki 


© Shuffleboard 


tertainment with big name sup- 


per club stors. 


$14°° 








HAND TOOLS 


THE NEW BRITAIN MACHINE CO.+ NEW BRITAIN.« CONN. 


THRIFTY 3-WAY CHEMICAL TUNE-UP 











Solvent, lubricant, corrosion preventive in 
one. The crankcase and fuel line additive 
proved best by test. Excellent for use as 
break-in oil and extreme pressure lubricant. 


SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE ONE 
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WHEEL COVERS 


See Your Jobber— Write for Catalog 


SZ 


- 
A 

> 
8] 


De ie 


16” wheels.. 
with original equipment... 


a 3" Ve 
Naw HAMSCO, Ine, 12:52: 
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y Over 100 models in sizes for 13”, 14”, 15” and 
-triple chrome plated. 
exclusive attachment springs. 


Complete 

Line from the 
NAMSCO World 
of Experience and 


Modern, Automatic 
Manufacturing Methods 
* 


NAMSCO olso 
monufoctures 
HUB CAPS 
for POPULAR 
CARS and for 
codias oe (INDUSTRIAL 

twor - ) USE 


..interchangeable 





Dek Citys 
HANDY SPOOL 


MERCHANDISER 
MAKES 
JOBBER SALES 
HERE IS A 
COMPLETE 
INVENTORY OF 
PRIMARY WIRE 


+ 7 
H-200 | 


NOW jobbers can stock all popular 
sizes and colors with minimum in- 
ventory. 


This 16°° x 32'' metal rack holds 35 
HANDY SPOOLS. 35 different sizes and 
colors available. 


A NEW IDEA IN WIRE PACKAGING! 


A HANDY SPOOL |S 


18 ga 100 Ft. per Spool 
16 ga 75 Ft. per Spool 
14 ga 50 Ft. per Spool 
12 ga 35 Ft. per Spool 
10 ga 20 Ft. per Spool 
7MM ignition Wire . 20 Ft. per Spool PRICE 


Sold Through 


viel. | ale) ae 41m Bae, 1 ihe : 

Del Citsyy WIRE COMPANY, INC 
Warehouse F Box 2464. Oklahoma City, Okla 
Distributors 











HYDRO-LOC 


BRAKE FLUID 
is Top Quality! 
. no Safer Brake Fluid 
on the market! 


Here is a really heavy 
duty fluid that is non 
evaporating can be 
used in any hydraulic 
system won't change 
with hard use or old age 
sur 
passes S.A.E specifica 
tions s chemically 
balanced is accepted 
by all States which have 
laws prohibiting the use 
of any sub-standard 
brake fluids . and... 
that is economically 
priced . . yet . AS 
SURES YOU OF A 
HANDSOME PROFIT! 














Available in 12 oz 
cans, Pints, Quarts, 
Gallons, 5 Gallon can 
with flexible spout, 
and 54 Gallon 
Drums. 








IMMEDIATE DELIVERY 


All orders shipped the same day received! 
Write today for prices and terms. All 
prices are quoted FULL FREIGHT AL- 
LOWED. 

HYDRO-LOC 
MANUFACTURING CO., INC. 


307 Smith Street 
DURHAM, NORTH CAROLINA 








Top: Edward P. Letscher 
Above: Jack W. Minor 


Chrysler Elevates Two 
At Plymouth-De Soto 


DWARD P. Letscher and Jack W. 

Minor have been appointed 
general sales manager and director 
of marketing, respectively, for the 
Plymouth-De Soto Division of 
Chrysler Corp., Harry E. Chese- 
brough, corporate vice-president 


and division general manager, an- 
nounced. 

Letscher has been with Chrysler 
since 1947, when he joined the 
Dodge Division as assistant region- 
al sales manager in Pittsburgh. He 
carried out a number of Dodge 
sales assignments in the field, in- 
cluding being regional manager at 
Greensboro, N. C. Last year he was 
assigned to the staff of E. C. Quinn, 
corporate vice-president and gen- 
eral sales manager, on special as- 
signment—Plymouth sales. 

A native of Kansas City, Mo., 
Minor joined the corporation as 
director of advertising and merch- 
andising for Dodge passenger cars 
in 1953 after 18 months as vice- 
president in charge of the Dodge 
account for Grant Advertising, Inc. 
Before joining Plymouth in July 
1956, he was general sales manager 
for Dodge passenger cars and 
trucks. 


Atlanta Fleetmen Hear Bowers 


“A Short Cut to Savings in Fleet 
Maintenance” program, presented 
by Allen Electric and Equipment 
Co. with C. H. Bowers, divisional 
manager, as speaker, was heard 
last month by the Atlanta (Ga.) 
Fleet Superintendents Association. 


D. F. McCarron Joins Globe 


D. F. McCarron has been named 
vice-president in charge of sales 
for Globe Hoist Co. Formerly 
president of The Loyd Scruggs Co. 
of St. Louis, McCarron will direct 
sales of both the automotive hoist 
and industrial ramp and lift lines. 
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NU-MA-CO 
RUBBER BRAKE ADJUSTING HOLE COVERS 


Don't Be Fooled By Substitutes 


Newnan — and only Newnan — makes these quality Plugs! 


Here's the FACTS — Nu-Ma-Co Plugs are: 


@ EXPANSION GROOVED — protects against loss, 
compensates for NATURAL RUBBER GROWTH! 


@ Made with FULL-LENGTH LIP — sealing out all 
water, dirt and grease! 


Easily installed on ANY backing plate 
— REGARDLESS OF THICKNESS — in seconds! 
The Nu-Ma-Co plug fits all cars and trucks 
with Bendix Brakes. The Solid Type Plug fits 
only certain models! 


FOREIGN EXPORT DEPT. 
Burton-Rogers Co. 
242 Main St. 

Cambridge 42, Mass. 
CANADIAN DISTRIBUTOR 
Backman Auto & Bicycle Accessories Co, 
3456 Park Ave. 

Montreal, Quebec 


Don't risk your rep- 

utation—buy 

QUALITY — keep 

satisfied customers! 

ORDER NOW! 
PATENTED 


Send Communications To: 


NEWNAN MACHINE CO. 
P. O. Box 737,-Providence 1, R. |. 
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Thompson Joins Chrysler 
In Afterburner Project 


HOMPSON Ramo _ Wooldridge. 

Inc., and Chrysler Corp. will 
join forces in a cooperative project 
to bring to the production stage 
automotive exhaust afterburner 
devices intended to reduce un- 
burned hydrocarbons and carbon 
monoxide in exhaust. 

In announcing the program 
Arch T. Colwell, vice-president in 
charge of engineering for Thomp- 
son, and Chrysler vice-president— 
engineering, Paul C. Ackerman, 
stated the objectives of the re- 
search, development and testing 
program are to reduce the cost, 
size and complexity of afterburners 
and perfect them so they will per- 
form reliably for the life of the 
vehicle with minimum need for 
service or parts replacement. 

Thompson will work primarily 
on systems engineering and minia- 
turization of an afterburner which 
was tested earlier this year by the 
Los Angeles Air Pollution Control 
District, a device said to be capa- 


ble of removing approximately a who, with five oth- 

attended the first 
bons from automobile exhaust, as MoPar Parts Wholesaler Advisory 
Conference held 


90% of the unburned hydrocar- er delegates, 


well as reducing the amount of car- 


bon monoxide discharged. Chrysler 
will concentrate on development of 
materials, controls and application Corp., Washington, D. C., and C. E. 
engineering and will conduct the 
extensive field testing. 


Two Southerners Meet 
With MoPar Council were: T. E. Waterfall, S. J. Wall, 


last month at 


This 40’ by 10’ road sign has been erected by the 12 members of the 
Kingsport unit of the Independent Garage Owners of Tennessee. It costs 
$12 a month, according to President John Baker of the unit. 


French Lick, Ind., were: 
Donald P. Nelson of U. S. Parts 


Hutton of Motor Parts South, Mem- 
phis, Tenn. 

Executives from MoPar Division 
of Chrysler Motors Corp. present 


L. W. Piot and S. J. Henning. 
Waterfall, president of MoPar, 
said the conference would permit 
discussion of important national 
matters of mutual interest. 





get FULL POWER 


TIRE CHANGING 


ELECTRIC POWER 
MOUNT -DEMOUNT ga 


B: A, 880-58 
CSTEITECTLE pin-ELECTRIC 100% 
TIRE CHANGER . 


AIR POWER Double Bead Breaker 

Wide circle, “Rolling Action” break- 

er shoes powered by big air cylinder 

break the tightest beads, 12” to 1714”. 

ELECTRIC MOTOR drives Mount- 

Demount device. Simple, fast, takes CHUCK NolDs Ti mi... 
ALL the work out of changing the } 

tightest tires 

MANUAL and Semi-Power Models from $109.50 


Ask your Equipment Distributor for 
demonstration or write direct. 
* 
CSTUMMICL/E MEG. CO. 


ROUTE 2, OSSEO, MINN, 
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HYDRAULIC 
BRAKE FLUIDS 











Three quality brake fluids at economy prices: Light Duty; 
Heavy Duty, which meets and exceeds S.A.E. Specifica- 
tion 70R1; Super Heavy Duty, which meets and exceeds 
S.A.E. Specifications 70R1 and 70R3. All are compatible 
with other brake fluids; non-corrosive, non-gumming. 
SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE ONE 





HELPS YOU GET AND 
KEEP MORE SATISFIED 
CUSTOMERS! 


ASK YOUR JOBBER or write for illustrated cotalog 
and dealer cost sheet. ALONDRA, INC., LOS ANGELES 19 
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ae A, Plug Div. 
Industries, Inc., 

a Carburetor Div. 

Ace Rubber Co. 

Acme Air Appliance Corp. 

Advance Century Mfg. Co. 

Albertson Co. 

Alemite Division 

Alondra Sales, Inc 

American Hammered 
Division 

Ammco Tools, Inc 

Anthes Force Oiler Co 

Arco Co 

Arrow Armatures Co 

Arrow Safety Device Co 

Asphalt Institute 

Associates Investment Co 

Atlantic Steel Co 


Atomized Materials Co., Inc 


Automatic Brake 
Components, Inc 


BCA Ball Bearings 

Baird Dynamic Corp 

Bar's Products Co 

Basic Sleeve Associates 
Bear Mfg. Company 
Bee-Line Company 

Bender Equipment Co., J. H 
Bingham-Herbrand Corp 
Binks Mfg. Co 

Bishman Mfg. Co 
Blackhawk Hand Tools 
Bower Roller Bearings 
Breeze Corporation, ee. 
Briggs Shock Absorber Div 


Cc 


Camel Patches 
Carter Carburetor Corp 
Casite Division 
Castle in the Clouds Hotel 
Champ-Items, Inc. 
Champion Pneumatic 
Machinery Co 
Champion Spark Plug Co. 
Chevrolet Motor Div. 
Chicago Pneumatic Tool Co. 
Chicago Rawhide Mfg. Co. 
Clevite Service, Inc. 
Coats Company 
Cole-Hersee Company 
Commercial Credit Co 


D 


D L Products, Inc. 

DeKoven Mfg. Co. 

Del City Wire Co., Inc. 

Delco-Remy Division 

DeSoto Division 

Detroit Aluminum & 
Brass Corp. 

Dill Mfg. Co. 

Doan anufacturing Co. 

Dow Chemical Co 

Du Pont de Nemours and 
Co., Inc., a 
Finishes Div. 
No. 7 Line 
Zerone-Zerex Div 


_ 
ow 


-— & 
meee e @-3 #0 NOD e 


ia) 


SER 


E 


Eaton Mfg. Co 
Echlin Mfg. Co. 
Edelmann & Co., E 
Egan Mfg. Co., H. B. 
Eis Automotive Cor ® 
Electric Autopulse ivision .. 
Electric Auto-Lite Co 
Batteries 26, 27 
Parts & Service ° 
Spark Plugs 
Wire and Cable 
Emerol Mfg. Co., Inc 
Exide Automotive Div., 
The Electric Storage 
Battery Co 


F & B Mfg. Co 
Federal-Mogul Service 
BCA Ball Bearings 
Bower Roller Bearings 
Federal Mogul Engine 

Bearings 
National Seal 
Felt Products Mfg. Co 
Fitzgerald Mfg. Co 
Floridin Co., The 
Fox Products Co 
Fram Corporation 


G 


Gabriel Company 28 
Gates Rubber Co ° 
General Electric Lamp Div bd 
Glide Control Corp 106, 107 
Go-Jer Co ° 
Grey Rock Division ° 
Griffin Lamp Co 82 
Grote Mfg. Co 92 
Guaranteed Parts Co., Inc. ° 
Gumout Division 

Pennsylvania Refining Co. 103 
Gunk Laboratories, Inc. ° 


H 


Hastings Mfg. Co 
(Filter Division) ° 
(Piston Rings) Third Cover 
Heckethorn Mfg. & 
Supplv Co 
Hirsig-Brantley Co 
Holley Carburetor Co 
Hollingshead Corp., R. M 
Holmes Co., Ernest 
Hydro-Loc Mfg. Co., Inc 
Hygrade Prod. Div. 


Imco Mfg *. Sales Co 
Inland Mfg. Ce 


Jack-Pack Mfg. Co. 126 

sagsee © Chemical 
rp Second Cover 

Johnson Bronze Co 79 


K 


K-D Lamp “auntie 

K D Mfg. 

K & W ALES Inc. 

Kem Manufacturing 
Co., Inc. 

Kemkat Co. 

Ken Tool Mfg. Co 

Kimco Auto Srods. 

Kool Kooshion Mfg. Co. 


L & S Bearing Company 
Lake Auto Radiator Mfg. Co 
Laher Spring & Tire Corp 
Lamson & Sessions Co 

Lee Co., 

Lee Filter Corp 

Lisle Corp 


M 


Mac’s Super Gloss Co., Inc. 76 
Magna-Krom Mfg. Co. 129 
Manley Valve Corp. 70 
Marshall-Eclipse Division 60, 61 
McQuay-Norris Mfg. Co 95 
Milesmaster, Inc. 59 
Minnesota Mining & Mfg. Co. 53 
Miracle Power Prods 116 
Monkey Grip Sales Co 88 
Monroe Auto Equipment Co ° 
Moog Industries, Inc 110, 111 
Mopar Div. — Chrysler 

otors Corp. 63 
Muffler Products Corp 25 
Muskegon Piston Ring Co. ° 
Mustang Engines 


N 


Namsco Inc. 

National Business 
Publications, Inc. 

National Hotel 

National Seal Division 

New Britain Hand Tools 

Newnan Machine Co. 

Niehoff & Co., C. E. 


O 


Official Products Co. 
Otto-Items, Inc. 


Pp 


P & D Mfg. Co. ° 
Perfect Circle 

Corp. Front Cover 
Permatex Co., Inc. 1, 133, 135 
Pick Mfg. Co me 
Practical Mfg. Co. joa 
Precision Automotive 

Components Ce. 
Prest-O-Lite Batteries v4 
Proto Tool Co. . 119 
Pullman Vacuum 

Cleaner Corp. 78 
Purolator Products, Inc 105 


Radiator Specialty Co 66 
Rajah Company . 
Ramsey Corp. 

Raybestos Division 
Rich Mfg. Cor 123 
Rochester Products Division 71 
Rogers Co., John 14 
Rust Master Chemical Corp 


Fourth Cover 
* 


S 


Sealed Power Corp 
Shure Mfg. Corp 
Shurhit Products, In< 
Snap-On Tools Corp 
Southern Friction 
Materials Co 
Standard Crankshaft & 
ydraulic Co., Inc 
Standard Motor Products 
Standard-Thomson C: 
Stant Mfg. Co., Inc 
Storm-Vulcan, Inc 


T 


Texas Company 
Thompson Prod., Inc 
(Service Sales Div.) 
Timken Roller Bearing Co 
Toledo Steel Prods. Co 
Tung-Sol Electric, Inc 


U 


Unican Plastics, Inc 
United Motor Service 


V 


Vaco Products Co 
Van Norman Automotive 
Equip. Co. 
Vanderbilt Tire & 
Rubber Corp. 
Vapor Heating Corp 
Victor Mfg. & Gasket Co 


WwW 


Wagner Electric Corp 18, 19 
Walker Marketing Corp ° 
Weaver Mfg. Co. 117 
Wells Mfg. Corp. . 
Wilkening ae. Co ° 
Wittek Mfg. Co. 104 
Wix Corp. 81 
World Bestos Corp ° 


Y 


Yankee Metal Products 24 
Yocam Batteries, Inc 116 
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MANUFACTURERS? AGE 


REPRESENTING OUR ADVERTISERS 


ALABAMA 


Alan Sales Co. — Birmingham 
Acme Air Appliance Co., In 
Herman J. Downey — Sisunineam 
Jaycee Chemical Corp. 
W. P. Piperburg — Birmingham 
Lee Filter Company 
Wood-Purvis Co. — Cullman 
Gumout Div. 
Heckethorn Mfg. & Supply Co. 


DISTRICT OF COLUMBIA 


Cc. 8. Carpenter Co. — Washington 
Gumout Div. 


FLORIDA 


Hirsig-Brantley Co. — Jacksonville 
Fram Corporation 
Gabriel Company 
Imco Mfg. & Sales Co 
Manley Valve Corp. 
Wittek Mfg. Co. 
J. H. Jones — 7 “ote 
Bishman Mfg. 
R. B. Pilkington, ine. — Jacksonville 
Heckethorn Mfg. & Supply Co. 
H. M. Rogers — Jacksonv le 
Van Norman Autemnetivs Equip. Co. 
Frank W. Coupe — Lake W orth 
Gumout Division 
Max Yaras — Tampa 
Ace Rubber Co. 


GEORGIA 


Aaron & Bell — Atlanta 
Namsco, Inc. 

Stant Mfg. Co., Inc. 
Clark-Richards Co. — Atlanta 
Bingham-Herbrand Corp. 
Clayton-Mattie Co. — Atlanta 

Otto-Items, Inc. 

Ray Gandy — Atlanta 
Jack-Pack Mfg. Co. 

Harvey Johnson — Atlanta 
Shure Mfg. Corp. 

G. E. Lewis — Atlanta 
Grote Mfg. Co 

Minnich Company — Atlanta 
Magna-Krom Mfg. Co. 

W. L. Morris — Atlanta 
Griffin Lamp Co. 

Roy & Hefner — Atlanta 
Official Products Co., Inc. 

Strausz, Inc. — Atlanta 
Glide Control Corp. 

N. A. Williams — Atlanta 
Breeze Corp. 

Ken Tool Mfg. Co 
Lamson & Sessions Co. 
Milesmaster, Inc 

Edward Zinnell — Atlanta 
Lee Filter Corp. 

F. H. Williams Co. — Covington 
Acme Air Appliance Co., Inc. 
Monkey Grip Sales Co 

J. L. Daniell Co. — Decatur 
Pullman Vacuum Cleaner Corp. 

I. C. Dimmick — Decatur 


Champion Pneumatic Machinery Co. 


Dave Isom — Decatur 
K. O. Lee Company 
Paul Oxley — Macon 
Del City Wire Co., In 
George H. Davison Co. — Marietta 
Alondra Sales, Inc 
Muffler Products Corp 


KANSAS 


H. E. Russell — Iola 
Gumgut Div. 
Yankee Metal Products Corp. 
William M. Byrne — Wichita 
Anthes Force Oiler Co. 
D. D. Garberson — Wichita 
K. O. Lee Co. 


KENTUCKY 


J. Paul Saunders — Bowling Green 
Bishman Mfg. Co 


Byron B. Baie — Louisville 
K. O. Lee Company 

Lee B. Hughes — Louisville 
Acme Air Appliance Corp. 
Alondra Sales, Inc. 


LOUISIANA 


L. M. Cressy, Jr. — New Orleans 
Bishman Mfg. Co. 


MARYLAND 


H. 8S. Lindsay — Baltimore 
Kem Mfg 

Jess Miller’ ‘Sales — Baltimore 
Milesmaster, Inc. 


MISSISSIPPI 


Guy M. Parker — Jackson 
K. O. Lee Co. 

Southern Sales Co. — Jackson 
Champion Pneumatic Machinery Co 
Grote Mfg. Co 

C. Guy Keen — Meridian 
Anthes Force Oiler Co 
Kem Mfg. Co. 

Wix Corporation 

Herman A. Shields — Meridian 
Johnson Bronze Co 
Rich Mfg. Co 


MISSOURI 


R. S. Black — Kansas City 
Lee Filter Corp. 

Namsco, Inc. 

Cc. N. Buettner — Kansas City 
Acme Air Appliance Co., Inc 
Anthes Force Oiler Co 
Monkey Grip Sales Co. 

Dennis Company — Kansas City 
Rust Master Chem. Corp 

R. O. Dickey & Co. — Kansas City 
Jaycee Chemical Co. 

Muffler Products Co 

Charles H. Koslowsky — Kansas City 
Bishman Mfg. Co. 

W. A. Mosher — Kansas City 
Griffin Lamp Co 

H. J. Snyder — Kansas City 
Glide Control Corp. 

Jack-Pack Mfg. Co 
Pullman Vacuum Cleaner 

M. H. Swanman, Inc. — Kansas City 
Champ-lItems, Inc. 

Lamson & Sessions Co 
Wix Corporation 

Paul K. Wilcox Co. — Kansas City 
Stant Mfg. Co.. Inc. 

Harvey Wise — Kansas City 
Heckethorn Mfg. & Supply Co. 

Don Ayd — St. Louis 
Bishman Mfg. Co 

Herman H. Buergler — St. Louis 
Manlev Valve Corp 

George M. Gille — St. Louis 
Champion Pneumatic Machinery Co 

Link & Chambers Sales Co. — St. Louis 
Ken Tool Mfg. Co 

Walter G. Punt — St. Louis 
Otto-Items, Inc 


NORTH CAROLINA 


Bill Chaney — Charlotte 
Bishman Mfg. Co 
T. L. Kidd Co. — Charlotte 
Johnson Bronze Co 
Rich Mfg. Corp 
Kirby F. Newton — Charlotte 
Kem Mfg. Co. 
The Walden Co. — Charlotte 
Alondra Sales, Inc. 
Del City Wire Co., Inc 
Ben T. Ward — Charlotte 
Gumout Division 
Jack-Pack Mfg. Co 
K. W. Norton’s Associates — Durham 
Yankee Metal Products 
J. S. Longdon — Greensboro 
Champion Pneumatic Machinery Ce. 
Grote Mfg. Co 


OKLAHOMA 


M. A. Burnham — Oklahoma City 
Del City Wire Co., Inc 

B. A. Kline — Oklahoma City 
Bishman Mfg. Co. 

Pridgen Sales Co. — Oklahoma City 
Gumout Div. 

L. T. Solomon — Tulsa 
Champion Pneumatic Machinery Co. 


TENNESSEE 


Cc. R. Cunningham — Memphis 
Griffin ~~ La 
» eee =e © 
. Stublefield — Memphis 
"ao ion Pneumatic Machinery Co 
Wayne Wilkins — “a 
Jack-Pack Mfg. Co 
McEwen Cherry Co. — Nashville 
Champ-Items, Inc. 


TEXAS 


Battle & Davis Sales Co. — Dallas 


v_ erald Mf £ Co 
F. rogan — Dallas 
Anthes Force Oiler “Co 
Monkey Grip Sales Company 
Co & McEvoy Co. — Dallas 
zlide Control Corp. 
Shure a Corp. 
J. S. Connell Co. — Dallas 
Jack Pack Mfg. Co 
Manley Valve Corp 
H. M. Cree Co. — Dallas 
Breeze Sore. 
Grote —~ 
Pullman Vacuum Cleaner Corp 
Crockett- gorges Duncan Co. — Dallas 
Kem Mf £. 
P. H. Ebeling — - Dallas 
Griffin Lamp Co 
Albert Jayne — Dallas 
Ken Tool Mfg. Co 
Dean Johnson — Dallas 
Alondra Sales, I 
Lynn & Hemphill — ‘Dallas 
Heckethorn Mfg. & Supply Co 
Jaycee Chemical Co. 
Stant Mfg. Co., Inc 
McClintock Sales Corp. — Dallas 
Acme Air Apemence Co., Inc 
J. J. O'Connell, Jr. — Dallas 
Otto-Items, Inc 
Ralph Russell — Dallas 
Milesmaster, Inc 
W. Frank Russell Co. — Dallas 
Namsco, Inc 
Schnair Sales Co. — Dallas 
Muffler Prod. Co 
Shipp & Payne — Dallas 
Yankee Metal Products Corp 
Vogel-Swygard Associates — Dallas 
Bishman Mfg. Co 
Champion Pneumatic Machinery Co 
Bradley Wayne — Dallas 
Lee Filter Cor 
W. L. Lyon — El Paso 
Lamson & Sessions Co 
Rudy Copeland — Ft. Worth 
Ace Rubber Co 
Wittek Mfg. Co 
Cash Dean Co. — Ft. Worth 
Muffler Products Co 
Neal Greenfield Sales Co. — Ft. Worth 
Rich Mfg. Corp 
Fritz Keller Company — Ft. Worth 
Champ-Items, c 
John W. Lovelady — Ft. Worth 
Lamson & Sessions Co 


VIRGINIA 


T. S. Armistead — Richmond 
Anthes Force Oiler Co 

James E. Duffee — Richmond 
Magna-Krom Mfg. Co 


WEST VIRGINIA 


J. B. Ruark Sales Agency — High Point 
Griffin Lamp Co 
Shure Mig. Corp 


Grote Mfg. " 
Lamson & Sessions Co. 
Monkey Grip Sales 


George M. Scott — Charleston 
Bishman Mfg. Co. 
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From the world’s 


largest manufacturer 


| 


annie 


of automotive 


fasteners... 
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Here's how floorboard screws are applied to provide a 
tight, firm base for heavy loads. 
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NEW FLOORBOARD SCREWS 


bright zinc and clear chromate finish...in cartons or bulk 


Now Lamson offers you a new, fast- Shipment made from stock on the fol- 
moving fastener item. These Floorboard lowing sizes: 

Screws are widely used in maintenance yx 114” 

and replacement of trailer floors. Y, x 2” 





For distributors, they offer extra sales to Yyx2%" 

fleet operators and repair shops. For My x 243" 
maintenance shops, they offer top qual- % x 3” 

ity, dependability and ease of application. Write today for price list! 


LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 


Want more facts? Use Reader Service Card Page 97 SOUTHERN AUTOMOTIVE JOURNAL for JULY 1959 





BEVELED CHROME-VENT. Rails make fineline 
contact with cylinder wall for a faster seat. Less 
area to wear-in means less time to break-in. 


4 


CONVENTIONAL CHROME RAIL. Originated 
by Hastings ... now replaced by Hastings exclusive 
Beveled Chrome. 


@ Want faster seating ring jobs ? Then you want 
Hastings Chrome-Vent oil rings. They assure 
positive oil control right now in tapered, out-of- 
round or re-bored cylinders. They seat 3 to 4 
times faster than any other chrome rings made. 
They eliminate profit-cutting come-backs. 

The Hastings patented beveled chrome rail 


makes immediate fineline contact with the cylinder 


_-HASTINGS: 
et Ope 


BEVELED 
CHROME-VENT 








TOUGH on oil-pumping 
GENTLE on cylinder walls 


SEATS FASTER 


CONTROLS OIL 


wall. It has less contact area to wear-in—takes 
less time to break-in. 

Chrome-Vent gives at least 3 times greater 
chrome wearing surface, too—because the thick 
chrome cap extends around the bevel. And, with 
the lighter inner-spring made possible by the 
beveled design, it makes gentle, soft-pressure 
contact with any cylinder wall. 

Always use Hastings, the product of replace- 
ment specialists. You’ll be sure of a good, prof- 


itable ring job and a satisfied customer, too. 


_AASTINGS 


BEVELED CHROME-VENT 
PISTON RINGS 


HASTINGS MANUFACTURING CO.+ HASTINGS, MICHIGAN 
Hastings Ltd., Toronto 
Piston Rings, Oil Filters, Casite Additives, Spark Plugs 
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Side Sealing 
Action of C-9 


| SIME SLA 


every time... 
power up with 
Ramco 10-up sets 


Take a close look at these action blowups. 
Note the ‘“‘dishing”’ action of 

Spiro-Seal’s segment. Note the ‘‘outward 
pressure” action of C-9’s rails. 

Only RAMCO sets provide this MODERN 
POWER action for any engine, old 

or new. Sides of grooves are positively 
sealed against oil ‘‘creep.”’ 

Let your RAMCO man tell you 

more about MODERN POWER! Soon! 


Lt) OUBUE!, AM (2 Ee 


FPreIsSs TON FRING SHT'S ' 
Ramsey Corporation a subsidiary of Thompson Ramo Wooldridge Inc. 
amco 
Why MODERN POWER side MODERN, 
: : : POWE: 
sealing is important to you is K, 
explained in detail in this colorful, > —=? 
illustrated book. Yours FREE “y beey BOP 
when you mail coupon’. : 


Shoulders of C-9 
expander gently 
hold rails into 
contact with 
sides of groove 
insuring positive 
oil seal. 


Sealing pressure 
of rails against 
sides of groove 

- insures oil control 
even under high 
vacuum conditions. 


Side Sealing Action 
of Spiro-Seal Segment 


“Dishing” action 
of segment seals 
sides of groove 
against passage 
of oil around 
back of ring. 


With contacts 

on sides of 

groove, 

immediate, positive 
oil control is 
assured. 


RAMSEY CORPORATION 
3723 Forest Park Blvd., St. Louis 8, Mo. 


Yes! Send a free copy of MODERN 
POWER FACTS to: 

NAME 

ADDRESS 


ZONE STATE 


Copyright, 1959 R-5 





